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in installing 


PLIOTRON 


“the filter that’s more than a filter’ 


PLIOTRON is the world’s first fully washable, panel- 
type, electrostatic air filter. It’s a super-efficient filter 
you'll take pride and profit in installing in every home, 
office building, store or plant with an air conditioning 
or forced warm air heating system. 


PLIOTRON is much more than an ordinary filter. Its 

special plastic filter medium actually attracts and cap- 

tures up to 400% more fine dust and dirt particles 

than ordinary air filters. Moreover, PLIOTRON depth- 

loads rather than surface-loads for longer, more 

efficient service between cleanings. And it lasts 
indefinitely—can be restored, 
when finally dirty, to like-new 
efficiency with a quick bath—no 
messy oiling required. 


PLIOTRON costs more at first than 
ordinary filters. But its added 
cost is more than made up by its 
added efficiency and added life, 

_ plus simplicity of installation 

_and maintenance. For details, 
write to Goodyear, Pliotron Sales 
Dept., Akron 16, Ohio. 
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Rich replacement market wide open 
to man who sells Mueller Climatrol 


BEFORE | wat | J 
Heating modernization | ‘te on - 
tops the list of home 
improvement needs 


BEC AUSE the majority of the nation’s homes 


ww“ - iid e . 
were built before 1941... because addition Stick to satisfied customers 


of summer cooling plays the lead role in many - a ™ 
modernization plans — the profit opportunities with handy installation decals 
in existing homes have never before been so ripe. 
It's a big potential that’s doubly inviting for ” ma 
Mueller Climatrol dealers. 
First, you're teamed with a famous name, 
recognized and accepted everywhere — backed 
by a national program that presells Mueller 
Climatrol, makes prospects receptive to your 
follow-up efforts 
What's more, you have a complete heating 
and cooling line to offer — the right unit for 
every home and every budget. 
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Ad mats available 


To help you further, Mueller Climatrol gives you 
an array of promotion aids, including dozens of 
newspaper advertising mats designed to ring up 
replacement sales. Send for yours now! 


: Don’t throw away the opportunity for future 
. business. With these low- cost installation 
ié er ima fo labels, you keep your name “on the job.” 
v When a coutemres needs o sostins unit, your 
sss ‘ name is there en he n s service, it’s a 
Division of Worthington Corp. handy reference. Be sure to use these self- 
2490 W. Oklahoma Ave. ® Milwaukee 1, Wisconsin 


adhesive labels whenever you've completed 
In Canada: 2490 Bloor Street ® Toronto 9, Ontario a job—they lead customers right back to you. 
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Thumbing Through 
This Month’s Artisan 


. we note that 
there'll be Busy Days in 
Chicago November 18-21 
when the National Warm 
Air Heating and Air Con- 
ditioning Association, Na- 
tional Heating and = Air- 
conditioning Wholesalers As- 
sociation and the Air-Con- 
ditioning & Refrigeration In- 
stitute gather in the conven- 
tion city for their national 
meetings and an exposition. 
We find 
grams, highlights and profiles 


convention pro- 


of speakers, and a booth lay- 
out of the ARI exposition 

its largest show—giving loca- 
tions and names of the ex- 
hibitors of heating and air 


conditioning equipment. 


Coils 


and we are shown 
how the sheet metal contrac- 
tor can take advantage of 
producers’ when 
he realizes that Sheet Metal 
Coils Save Space and Money 
We trace the history of con 


economies 


tinuous hot dip galvanizing 
lines—a now-common 
method of galvanizing sheet 
steel in such a manner that 
the zinc will not peel, crack 
or flake,—we note the ad 
vantages of buying this ma 
terial in coils and we see how 
coils are handled efficiently 
using standard shop practices 


Design 


and we are 
reminded that Duct Design 
Determines Cooling System 
Performance in a review of 
recommended procedures for 
designing duct systems for 
residential and 


cooling 


commercial 
installations 
the basic load calculations 
we decide whether the job 
justines detailed procedures 


From 








A-) NO. 42 SERIES 
RETURN AIR 
REGISTERS AND GRILLES 


No. 42-H Grille 


Face bars on !/," centers, 45 degree deflec- 
tion. Minimizes see-through. Rims 7/g" be- 
yond duct size. Screw holes countersunk. 
Standard finish — gray prime. Available 
with horizontal (42-H) or vertical (42-V) 
face bars. Depth — 13/16". 


No. 432-V Register 


Face construction same as No. 42 Grille. 
Multiple valve register body. Lever oper- 
ator is removable. Gasket furnished. Depth 
in full open position — 2-3/16". 


No. 442-H Register 


Face construction same as No. 42 Grille. 
Opposed blade damper adjustable through 
face with a No. 2 or No. 3 Phillips Screw 
Driver. Gasket Furnished. Depth in full open 
position — 3-9/16". 

Grille and register faces available in all 
aluminum on order. 


Write for free catalog. 


aa — Es 
A-) MANUFACTURING CO. 


3601 E. 18th St. Dept. A-10 Kansas City 27, Mo. 
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for designing the air dis- 
tribution system. If not, we 
review two quick but accurate 
techniques known as_ the 
velocity reduction method, in 
which velocities in various 
parts of the system are 
chosen arbitrarily, and the 
equal method, in 
which velocities are reduced 


gradually along the system 


friction 


Lag 


. and we visit, 
along with the NWAHACA 
mobile laboratory, a_ well- 
built house 
month's Test 


where this 
M CASHTE 

Thermal Lag in Concrete 
Panel Heating System. We 
note some interesting facts 
for future modernization 
jobs, about thermal lag in a 
home heated by a 
warm air, floor panel, closed 


forced 


circulation system in which 
air is circulated through tube 
like spaces cast into prefab 
ricated concrete floor spans 
without supply or return 
registers. We note that the 
slab absorbs considerable 
heat and realize that dis- 
charge air from the furnace 
should be adjusted to pre 


vailing outdoor temperatures 


Wholesalers Follow 
Shakespeare's Advice 
WHILI 


meeting of the 
Heating 


attending a recent 
National 
and Aircondition 
ing Wholesalers’ convention 
committee at the 


Builders 


Chicago 
club- 
rooms, I noticed this quota- 
tion from Shakespeare: ‘Do 
as adversaries in law: Strive 
mightily, but eat and drink 
as friends.” This seemed to 
reflect the attitude of so 
many of the people who 
were working on the con- 
vention program. Though 
competitors, their first objec 


Exchange 
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: “The Most Profitable 
Equipment | Have 
In The Shop” 


“My profit figures on every job prove it. My Lockformer 
Equipment saves time, cuts labor costs which add 

up to more profit per job. We save at least 

50% in over-all fabrication costs because our 
Lockformers roll Pittsburghs so fast.” 


Why not prove it yourself with your own 
profit figures? 


a 


La. 
Lockformer Model 20 


Lockformer 
Model 22 
Poy S equipped with the 
Lockformer Model 24 / Portable Slitting 
Equipped with Auto-Guide » . : 


Attachment 
Power Flanger Attachment 


“ + 

54 —_ wish >4 f = 5@ SF 

a Sh “ a . ve 
’ . T 

i ay 7% ir iM 


One man with a Lockformer makes more Pittsburgh Locks than 16 men with 8 brakes 


Write for Free Lockformer Catalog 





Manufactured by 
The Lockformer Co. 


4615 W. ROOSEVELT ROAD 
CHICAGO 50, ILLINOIS 
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tive was to put together a 
program that would aid all 
who attended the convention 
scheduled for Nov. 18-20. 
Personal problems were side- 
tracked; only the good of the 
industry was considered. 
With this sort of attitude 
the association and its mem- 
bers are bound to benefit. 


. 
Surat 


ABC Symbol Is Your 
Guarantee of Quality 


EACH MONTH we publish the 
above symbol on our con- 
tents page. Perhaps you, as a 
reader, would like to know 
more about the meaning be- 
hind this symbol which can 
be displayed only by a pub- 
lisher and member in good 
standing with the Audit 
Bureau of Circulations, a 41 
year old organization whose 
members are dedicated by its 
code of ethics to produce a 
product that will serve the 
industry they represent to the 
best of their ability 

Twice each year our records 
are examined by specially 
trained auditors, who make 
public their findings so ad- 
vertisers may direct their sell- 
ing message to the sub- 
scribers of our magazine. We 
are proud that out of the 
3450 ABC members, Ameri 
can Artisan is the only pub- 
lication serving the warm 
air heating, residential air 
conditioning and sheet met 
al contracting industry with 
qualifications to meet the 
rigid requirements for mem- 
bership in ABC. 

ABC believes as we do in 
the value of paid circulation. 
Briefly, this means that if 
the product is worth reading, 
it's worth the small price 
required to become a paid 
subscriber. American Artisan 


like Nu - Way 
oil burners 


You can depend on any Nu-Way oil burner 
to carry the ball for you for a long, 
long time. 

Housings are sand-cast aluminum alloy ... 
hold motor and pump in close alignment. . . 
resist any tendency to warp or twist 
with heat or age. 

Ignition conductors are solid brass — 
won't sag, won't deteriorate. And 
transformers used are extra heavy, too. 

As proof of Nu-Way’s ruggedness and 
durability, we find our customers wear well, 
too. Be one. Write Nu-Way Corporation, 
Dept. AA-107, Rock Island, Illinois. 
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serves over 9000  dealer- 
contractors trom its 11,000 
monthly subscriber roll. The 
other 2000 readers are whole- 
salers, engineers, architects, 
manufacturers and manuta 
turers’ representatives, publi 
utilities and many others. All 
are PAID subscribers. Ameri 
can Artisan is the only 100 
percent paid circulation mag 
azine in its field 


Engineers Command 
Higher Starting Pay 


THE DEMAND for engineers 
continues to grow. Placement 
statistics indicate that 5663 
interviews were held prior to 
the June graduation of onc 
university during the past 
seven months. From. these 
there were 415 acceptances 
of positions with 199 com- 
panies throughout the nation 

Members of graduating 
classes were sought by more 
employers and were offered 
more jobs with higher start- 
ing salaries than a year ago 
The average starting salary 
this year for engineers rep 
resents an 11 percent boost 
from a year ago when aver- 
age starting salary was $407. 
Electrical engineers com- 
manded the top starting 
salary this year with an av- 
erage of $488. Engineering 
physicists were next with 
$481 to start. Mechanical 
engineering majors were 
third with $465. Then fol- 
lowed chemical engineers 
and metallurgical engineers 
with $460. The average 
starting salary for men in 
nine branches of engineering 
is $465 


Ladies Moving In On 
Heating-Cooling Field 


ONCE IN A WHILE we hear 
about women performing var 
ious jobs in the heating and 
cooling industry, and they 
do them very well. Recently 
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If you think warehouse sheet steel service 
ends with delivery of your order... 


y.S, STEEL SUPPLY— 


GALVANIZED STF 
. GALVANNEALED AND LO 
- COLD ROLLED AN 


iy you look upon steel warehouses merely as convenient 
sources of supply in an emergency, you probably haven't 
talked to the man from U. S. Steel Supply. For with U. S 
Steel Supply, the prompt delivery of your sheets exactly as 
specified is only the beginning of a business relationship 
dedicated to saving your company important money all 
along the line. For example: 

You can reduce your inventory costs by ordering what you need, as you 
need it. We carry a large and diversified inventory of sheets which 
you can use to supplement or completely replace your own stocks 





You can reduce handling costs by letting us prepare the sheets you need 
to your exact sizes and deliver them directly to your production 
line. We can supply coils if you prefer it that way 





You can reduce your capital investment in equipment by using our modern 
facilities. We are equipped to shear or slit your order to speci- 
fications. 





You can reduce the cost of your floor space by using our inventory space 
for your stock, and your area for profitable production. There's a 
U. S. Steel Supply warehouse near enough to get over-night de- 
livery on most orders 





You can put your shop in better position to handle profitable, fast orders by 
using our stocks and equipment as part of your shop facilities. The 





D VITRENAMEL 


SHEET STEEL SERVICE 


- EXPANDED MF= 
\ 
“he 


ae 


men from U. S. Steel Supply—salesmen, metallurgists, engineers, 
and traffic managers—will work closely with you as a team on 
every order and job. 

If you would like to hear how U. S. Steel Supply service 
has helped other metalworking firms accomplish important 
savings in the above categories, we suggest that you talk to 
our representative in your area. Upon receipt of the coupon, 
he will contact you by phone or letter to arrange a visit at 
your convenience. 


U. S. STEEL SUPPLY DIVISION 
P. O. Box 1099, Chicago 90, III. 


We are interested in hearing more about the advantages of 
getting sheets from warehouse stocks. Please have your rep- 
resentative write or phone [] for an interview 


Name of Firm: 
Address: 
Phone: 


Name of Purchasing Agent: 


EE 


U.S. STEEL SUPPLY 


DIVISION 





P. O. Box 1099, Chicago 90, Ill. 


General Offices: 
208 So. La Salle Street, Chicago 4, Ill. 


Warehouses and Sales Offices Coast to Coast 


AMERICA ARTISAN 
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the editor’s 
notebook 





we learned that Mrs. Anne 
Carolyn Tomlinson, Delta 
Heating Co., Atlanta, is serv- 
ice manager for the company. 
She has four servicemen on 
her staff. Her job and her 
children, she'll have you 
know, are her main interests. 
And when time permits in 
her busy schedule, she likes 
to do a little oil painting or 
go fishing. 

She recently attended the 
service school at Columbus, 
O. conducted by the Janitrol 
Div., Surface 
Co. 


Combustion 


A Few Good (?) 
Tips on Selling 


It Looks like the shoe in- 
dustry has solved the prob- 
lem of how to sell to the 
public. Women’s Wear Daily 
quoted this motto seen in a 
shoe store: 

“Tf it fits, sell comfort; if 
it doesn’t fit, sell style; if it’s 
atrocious, sell price. 

I'm afraid too many 
people in our industry are 
tempted to follow an adap 
tation of this motto, which 
reads: 

“Tf it's a quality job, sell 
comfort; if the prospect is 
a poor one, sell a stripped 
down job; if a competitor is 
bidding, sell price.”’ 


Modernization Spending 
Greater Than Expected 


SPENDING for additions and 
alterations to existing homes 
has been greatly understated 
by estimates in use hereto- 
fore . . . Such work reached 
a value of $3.7 billion in 
1956, the new figures pre- 
pared jointly by the Depart- 
ments of Commerce and La- 
bor indicate (a _ radical 
change from the old figure 
of $1.4 billion). And it’s a 
good guess that 1957's vol- 
ume will fall only a very 
little short of $4 billion 


10 


Sealed 
in Seconds 
with ARNO 











Now you can seal duct 
joints or apply insulation 

in seconds — with new Arno 
Ductape. No wheat paste. 
No buckets. No mess. No 
delays. Arno Ductape wears 
its own adhesive. It seals 
with a touch and never 
loses its grip. Four job- 
matching colors. Waterproof, 
vaporproof and flame resist- 
ant types available. Test 
the savings this tape can 
make for you. The coupon 
below will bring you a free 
15-ft. sample. 


ADHESIVE TAPES, INC. 


Sales Representatives 


Atlanta—2258 B Cascade Rd. S.W. 
Detroit—12915 W. Eight Mile Road 
Fort Worth—-2724 Tillar Street 
Los Angeles—3225 East 46th Street 
Minneapolis—401 Plymouth Ave. North 
New York—104 West 17th Street 


ARNO ADHESIVE TAPES, INC. 


4110 Dhio St., Michigan City, Ind. 
Subsiaiary of The Scholl Mfg. Co., Inc. 


Please send a free sample of Arno Ductape 
Flame-resistant 0 


SEND 
FOR FREE 
SAMPLE 


Non flame resistant 0 


I am a Distributor 0 Contractor 0 
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Home improvements this 
year will apparently account 
for nearly 24 percent of all 
the money home 
building. Last year it 
weighed in at 20 percent (al- 
though, if you've been used 
to looking at the old figures, 
you will be thinking of the 
ratio as less than 10 per- 
cent) 


spent in 


Don't Want to Move 
from Home with Cooling 


Ir LOOKS as if summer air 
conditioning is having its 
effect on another habit of the 
American public that of 
moving from one place to 
another. It is estimated that 
about 16 million Americans 
changed homes during June, 
July and August. 

Tom Pinatelli, Los 
Angeles dealer and _ vice 
president of the Institute of 
Heating and Air Condition 
ing Industries, told members 
of the association that a 
study has_ disclosed women 
are reluctant to move from 
homes equipped with year 
round comfort control 

Couples, he said, spend 
about 33-1/3 percent more 
time together at home and 
families with teen age chil 
dren spend as high as 43 
percent of the summer hours 
together 


14% of FHA Home 
Loans Used for Heating 


FHA reports that the public 
made over one million loans 
during 1956 for property 
improvement. They average 
$539 in Maryland to $1070 
in Nevada. 

Nineteen percent of the 
loans for home improvement 
paid for additions and alter- 
ations. Over 18 percent were 
for insulation, about 14Y, 
percent for heating, 10 per- 
cent for finish, 9 
percent for plumbing, 8 per- 


exterior 
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New! Gas 
Fired and 
Oil Fired New! Gas 
| Winter Air Fired and 
Conditioning Oil Fired 
Units Counterflow 
Units. 


06 


Fired Basement 
i @6©Type Winter 
Air Condition- 


WHAT : ms 


Horizontal 
Furnaces. 
4 Gas Fired Sizes. 
4 Oil Fired Sizes. 


Gas or 
Oil Fired 
Utility and 


Counterflow 
Units. 


The MOST COMPLETE... COMPETITIVEL) PRICED 
Line of HATING... COOLING... AIR COMLITIONING / 


Air Cooled Summer 
Air Conditioners Water Cooled 


Combination 
Year ‘Round Air 
Conditioning Units 
2,3and5H.P = 
— oO —_—_—_—_ 


Cooling. Gas or 
Oil Heating 


2,3 and 5H. P r Add-on 
Compressor-Condenser , Summer Air 
Units available with Conditioners 
Plenum or Duct-Type in 3 and 5 Ton 
Cooling Coils. —_—<- SY Capacities Gas Fired Gos Fired 


Unit Heaters. . Duct Gas or Oil Gas 
5 Sizes. Urneces. Fired Gravity Conversion 
4 Sizes. Furnaces. Burners. 


If you are not now installing Luxaire Units, it will because every Luxaire Unit provides these same de- 
pay you handsomely to investigate the complete luxe features at a down-to-earth price. 


Luxaire line, right now! : Pick any unit from the complete Luxaire line. 
Luxaire has solved your big problem of choosing = Yoy’II find the right type and size for almost any 


between a low price and an excellent product because, _ installation, and there’s not a mediocre unit in the lot! 
with Luxaire, you have both! If your customer is 


quality-conscious, Luxaire’s sturdier design and con- Now, while you still have time to make additional 
struction, attractive appearance and good reputation profits during this installation season, is the time to 
for trouble-free performance are sure to please. see your Luxaire jobber for catalogs and bargain 
Luxaire appeals to the price-conscious buyer, too, prices that may never again be possible! 





NEW! HEAVILY CONSTRUCTED! 
COMPACT! ATTRACTIVELY PRICED! 
GAS FIRED AND OIL FIRED FURNACES! 


Winter Air Conditioning Units and Counterflow Units . . . 
Gas Fired: 75,000, 100,000, 125,000 and 150,000 Btu 
Input... Oil Fired: 78,400 and 112,000 Btu at the Bonnet... 


These all-new, advanced Luxaire Furnaces are com- 
pletely assembled, with all interior wiring done at the 
Oil Fired Winter Air Winter Air Condi- Gas Fired Counter- factory, so that the installer needs only to attach ducts, 


Conditioner with tioner with acces- flow Unit with Front electrical power, the thermostat and the fuel supply. Burn- 
front panels re- sory Return § Aijr Panels, which con- - : 

moved. Shipped Cabinet installed at ceal Burners, Con- ers and controls are concealed completely from view by a 
completely assem- rear. This low-cost, trols and Draft Di- handsome cabinet whose modern styling and extra rigidity 
bled with Burner matching enam- verter, removed to . 

and Refractory Fire elled cabinet can illustrate complete are the envy of the industry. 

box installed, and also be installed on ness of assembly ° ° ° ° 

Burner Relay Cir- either side and wiring. The attractive price is a pleasant surprise! 


cuit wired. 











THE C. A. OLSEN MANUFACTURING COMPANY. . etvria, onto 
e 


HEATING & AIR CONDITIONING UNITS 
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cent for interior finish, and 
the rest for miscellaneous 
items. 

The average borrower in 
1956 obtained a loan ot 


$683 for about 3 years 


See $5 Billion Cooling 
Sales in Five Years 


INTERESTING facts about 


summer air conditioning 
have been sent me by Car 
ricer Corp. They may be of 
interest to you to show the 
growth and trend of the resi 
dential cooling industry. 

e By the end of the year 
nearly 34, million American 
homes will be completely air 
conditioned. 

e Some four million resi 
dences will have complete or 
partial air conditioning by 
the end of the year. 

e The breakdown of sales 
at retail for the industry dur 
ing 1957 lists residential 
systems at $375 million. 
Self-contained equipment of 
the kind used in stores and 
restaurants will account for 
$238 million. 

e The air conditioning in- 
reached 


dustry hasn't even 


the first plateau. Predictions 
are that total sales will reach 
$5 billion within five years. 
At that time about 30 per- 
cent of all new residences 


will be air conditioned 


Sales Argument for 
Commercial Cooling 


HERE'S more ammunition for 
the dealer to use when sell- 
ing packaged summer air 
conditioning to commercial 
users: 

“Every year more and 
more industrial concerns, 
large and small, realize that 
air conditioning their plants 
and factories can make a 
definitive contribution to 
greater profits, entirely aside 
from the part it can play in 


improving employee morale 


12 


Mela asie 
PARTICLES Bn 

say fasttes sl 
CUTTINGS 


THE ees - ‘ 

WORLD'S | 
MOST EFFICIENT POWER EXHAUSTER 
... for industry... for institutions... for residences 


*& NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE 
% NEEDS NO STACKS %& ACID RESISTING VITREOUS ENAMEL FINISH 


FOR INDUSTRY, Quickdraft excels in venting 
paint booths ... abrasives ... corrosive gases... 
noxious fumes ... high temperatures and moisture. 
Its blower operates in clean or outside air. It elimi- 
nates down-time for cleaning and replacing fan 
blades. It improves industrial venting and reduces 
maintenance costs! 

FOR INSTITUTIONAL AND COMMERCIAL 
BUILDINGS, Quickdraft efficiently vents heating 
plants, water heaters and incinerators at roof level. 
It saves the cost of building unsightly tall stacks. 
FOR RESIDENCES, Quickdraft makes low, cold 
and erratic chimneys function. On and off with the 
fire, Quickdraft maintains constant draft required 
for efficient and economical combustion of all fuels. 
It eliminates pulsating or chattering, puffing, smok- 
ing and sooting. 

SEND FOR QUICKDRAFT ENGINEERING 
DATA ON YOUR VENTING OR HEATING 
APPLICATIONS... TODAY. 


IMPORTANT NOTICE 


In addition to standard acid resisting vitreous enamel 
finish, all Quickdraft units are available in No. 316 
Stainless Steel or in rigid Polyvinyl Chloride for with- 
standing highly corrosive gases. With static pressures 
up to 12-inches, Quickdraft is ideal for materials 


handling applications. 
9 PP Patent Num. 2,722,372 
Other Patents Pending 
THE 


Ouickdraft 
CORPORATION N-558-QD 


P.O. Box 87-D, Dueber-Hampden Bidg., Canton 1, Ohio 


the editor's 


notebook 


(« 





comt ortabl« 
working conditions,’ a new 
leaflet published by the Small 
Business Administration says 


through = morc 


Plant owners and managers 
have found that there is a 
definite dollars - and - cents 
value to air conditioning the 
building in which their em 
ployees work and 
their products are made 


wher 


What Causes Failures 
Of Heating Firms? 


THE FOLLOWING data sup 
plied me by Dun & Brad 
street, Inc., indicates causes 
for business failures occur- 
ring in our industry during 
1956. A thorough study will 
point out the pitfalls of 
business and how they can 
be avoided 


Num- Per 
ber cent 
Bad Habits 12 0 


Poor Health 5 
Marital Dif- 
ficulties 11 
Misleading Name 
False Financial 
Statement 
Premeditated 
Overbuy 
Irregular Disposal 
of Assets 24 
Inadequate Sales 628 
Heavy Operating 
Expenses 
Receivables Dif- 
ficulties 
Inventory Dif- 
ficulties 
Excessive Fixed 
Assets 
Poor Location 
( ompctitive 
Weakness 
Fire 
Flood 
Burglary - 
Employees’ Fraud 1 
Strike 5 
Other 181 


EDITOR 
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This switch turns off 2 out of 3 of 


your thermostat trouble calls! 





Lesson for today: 67%* of all thermostat service calls are due 
to dust and dirt which insulate electrical contacts. Result... 


unhappy customers, annoying and unprofitable service calls 
for you (often at night). 


Lesson for tomorrow: Always specify the Honeywell Round. 
Its mercury switch is 100% dust and dirt proof, with electrical 
contacts completely sealed inside a glass tube. 


The HONEYWELL ROUND 


keeps trouble away from your door 





The UTMOST 
In PERIMETER 
AIR CONDITIONING 


can be achieved by the FAMOUS -, 





No. 1000 U.S. 
Base Diffuser 


Patented U.S. No. 
Des. 178052 


—the leader of all 
base diffusers! 


No. 2000 U.S. PERIMETER BASE INTAKES to MATCH. 


NO. 410 DIFFUSER FLOOR REGISTER 
And for Those Designed for Perfect Perimeter Performance. The 5 Degree grad- 


vated setting of bars — from 0° in center to 45° at each end — develops 


PERIMETER | BOUEOEER: 
FLOOR REGISTERS— fant | a | | 


the Greatest Air Spread for Blanketing Windows and Outside Walls 
for Warming and Cooling Air Conditioning 

The Parallel Valve Control is designed to Control not only the Vol- 
ume of Air Output but ALSO GIVE the DESIRED DEFLECTION away 
from Walls and Windows to prevent curtain or drape movement 
and wall soilage. Get the Best — the No. 410 U. S. Base Diffuser. 


GET YOUR SUPPLY OF PERIMETER FOLDERS AND 556-R CATALOG — WRITE TODAY 


UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS ° KANSAS city ° ALBANY 
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136,000 pounds of Sheet Copper protect 
new Naval Academy Field House 


Long-range economy. Copper has proved its ability to stand up 


through the years. Its long service makes sheet copper one of the 
most economical roofing materials. 


Minimum maintenance. Copper, in aging, acquires an attractive 
patina; it requires no special care or attention. A copper roof is 
lasting, weather-tight ...meeds no expensive maintenance. 


FREE BOOK. “Modern Sheet Copper Practices,” published by The 
American Brass Company, was designed for the architect, speci- 
fication writer, and sheet metal contractor. It is a practical guide, 
with clear, brief suggestions and drawings to help meet everyday 
problems. For your copy, address: The American Brass Com- 
pany, Waterbury 20, Conn. 5729 
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Permanently Tight Joints. No other commercial metal solders 
like copper. Cross joints in the roof pans at the crown are clinch 
locked, soldered. Ends of pans are pre-tinned. 


Freedom of design. Copper is so easy to bend, form, and fasten 
that it can be adapted easily to any type of building. Techniques 
have been developed to meet modern structural problems. 


ANACONDA 


SHEET COPPER 


A PRODUCT OF THE AMERICAN BRASS COMPANY 





--FAST-ACTION 


ALBANY, N. Y. 
ALBUQUERQUE, N. 
ATLANTA, GA 
BALTIMORE, MD 
BILLINGS, MONT 


BIRMINGHAM, ALA. 


BOSTON, MASS. 
BUFFALO, N. Y. 
CHARLOTTE, N.C. 
CHICAGO, ILL. 


TYPE XL FANS. Distinguished by advanced design, high effi- 
ciency. Universal discharge, 3 different interchangeable wheel 
types available, reversible for either clockwise or counter-clock- 
wise rotation with rim or open type wheels. Rugged, tight, 
fabricated steel construction. Pressures to 18” SP. IMMEDIATE 
SHIPMENT on all standard Arrangement | and 9 fans. Ar- 
rangement 4 and 8 fans also promptly available. 


TYPE CI FANS. Proved performers in a wide range of services. 
Cast iron construction. Universal discharge, 2 different inter- 
changeable wheel types available, reversible for either clockwise 
or counter-clockwise rotation. 6 sizes, pressures to 24” SP. IM- 


MEDIATE SHIPMENT on all standard Arrangement 1 and 2 
fans. Arrangement 4 and 8 fans also promptly available. 


CINCINNATI, OHIO HOUSTON, TEXAS MINNEAPOLIS, MINN. PITTSBURGH, PA. SHREVEPORT, LA. 
M. CLEVELAND, OHIO INDIANAPOLIS, IND. NASHVILLE, TENN. 

CORPUS CHRISTI, TEXAS KALAMAZOO, MICH. NEWARK, N. J. RICHMOND, VA SYRACUSE, N. Y. 

DALLAS, TEXAS KANSAS CITY, MO. P 


NEW ORLEANS, LA. ROCHESTER, N. Y. 
DAVENPORT, |OWA KNOXVILLE, TENN. TOLEDO, OHIO 


DENVER, COLO LITTLE ROCK, ARK. NEW YORE. ©. ¥. wt. CGEM, HO. TOPEKA, KAN. 

DES MOINES, IOWA LOS ANGELES, CALIF. OKLAHOMA CITY, OKLA. SALT LAKE CITY, UTAH ene. Gia 
DETROIT, MICHIGAN MEMPHIS, TENN. OMAHA, NEB. SAN ANTONIO, TEXAS : F 
FLINT, MICH. MIAMI, FLA, ORLANDO, FLA. SAN FRANCISCO, CALIF. WASHINGTON, D. C. 
HARTFORD, CONN. MILWAUKEE, WIS. PHILADELPHIA, PA SEATTLE, WASH. WICHITA, KAN. 


CLARAGE FAN COMPANY Kalamazoo, Mich. 


PORTLAND, ORE. SOUTH BEND, IND. 


... dependable equipment for 


making air your servant 


SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES @ IN CANADA; Canada Fans, Ltd., 4285 Richelieu St., Montreal 
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IF YOU’RE REALLY SERIOUS 


“ G 
7NG;, Fx 


‘troserJobuston 








CAN HELP YOU 


Selling quality heating and air conditioning equipment in today’s market is 
the most sensible way many dealers are protecting their profit position and 
strengthening their business for the future. FRASER-JOHNSTON helps you 
sell quality by manufacturing only top quality equipment, designed to meet 
and exceed performance standards recently published and those slated for 
industry acceptance. 


* Adjustable fan and limit controls make it easier to attain high 
quality comfort at every temperature. 


* A wide range of sizes in the FRASER-JOHNSTON line enables 
you to sell the perfectly sized installation. 


%& FRASER-JOHNSTON's extremely large fans provide extra air 
delivery with less noise and blower wear. 


%& Most FRASER-JOHNSTON belt-driven furnaces carry 0.6 in. 
AGA high static approval. 


* Quality includes efficiency —and FRASER- 
JOHNSTON's design gives top heating economy. 


* Large condenser fans provide high capacity 
quieter operations than ordinary condensers. 
These are just a few of the highest-quality features you can sell 


when you let FRASER-JOHNSTON help. Some territories still 
open. Write for full information. 


1 asour seuinc QUALITY 





Model A 17 
Condensing Unit 


roee 


Heating Element 
Model RJ, LJ, CJ, GP 


THE BEST ENGINEERED AIR CONDITIONING GAS FURNACE ON THE MARKET 


fe as Le iz 2 
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EARL LIST 
Hinsdale Home Heating, Inc. 
Hinsdale, Illinois 


“Give me Milcor Standardized Fittings every time!” 


You can stake your reputation on a Miicor installation... 


‘All pieces are precision made and fit they’re well packaged—easy to handle 


together easily. You get snug, good- and keep track of in the shop.” 
looking jobs that stand up for years 
and remain a credit to your name. 


Are you enjoying the advantages of 
Milcor Standardized Fittings? Call 
“You save money, too, by buying your jobber for prices, or write the 
Milcor Furnace Pipe and Fittings. And nearest branch listed below. 


Offset End Boot No. 738 
For a better fit 


against a wall. 
INLAND STEEL PRODUCTS COMPANY © Dept. V-4023 West Burnham Street © Milwaukee 1, Wisconsin 
ATLANTA @ BALTIMORE © BUFFALO @® CH AGO @ CINCINNATI @® CLEVELAND e@ DALLAS ©® DENVER 
. KANSAS C tye OS ANGELES . MILWAUKEE . MINNEAPOL > 7. NEW YORK . 














WHAT'S HAPPENING .... including Washington Letter 





AGA Approves New 
Safety Circuit Wire 


New York City 


and approval of 


The development 
a new low-energy 
safety cable for use in furnaces and 
direct fired unit heater control sys- 
William M. 


Myler, Jr., chairman of the national 


tems was praised by 


electrical code committee of the Gas 
Asso- 


ciation. The safety wire recently won 


Appliance Manufacturer's 
approval of both the American Gas 
Association and the Underwriters’ 
Laboratories. The new wire eliminates 
standing 


the long requirement of 


additional armor for wiring in the 
form of conduit. tubing or similar 
protection. 

Up until this time there has been 
no UL cable approved for the pur- 
pose. Mr. Myler said that inspectors 
now need no longer operate under 
the cloud of misinterpretation which 
has affected manufacturers, installers 
and inspectors since 1940. 

Inspectors, he said, had long been 
concerned over the problem of en- 
7267 of the National 


Electrical Code. requiring mechani al 


forcing Sec. 


protection of safety-control wiring. 
while recognizing that such circuits 
operating at low voltage with limited 


energy did not need added armor. 


New Survey to Explore 
Commercial Cooling Field 


Witmincton, Det. — The third in 
a series of studies of the air condition 
ing market will seek to measure pres- 
ent and future sales potential in the 
commercial and industrial field. The 
nationwide study is sponsored by the 
Du Pont should be 


ready for release in November. 


Company and 


Manufacturing plants. office build- 
ings, hotels and motels, retail stores. 
and public institutions will be in- 
cluded in the survey. Previous studies 
in the series dealt with the market 
for room air conditioners and central 


residential cooling equipment. 
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FHA Issues New Engineering 


Bulletin on AC 


WasHiInctron, D.C. Mechanical 
Engineering Bulletin No. ME-13 has 
been released by the Federal Housing 
Administration and will serve as the 
euide for FHA insured loans on resi- 
dential property containing summer 
air conditioning equipment. The new 
bulletin supersedes Bulletin ME-12 
dated June 24, 1954. 

ME-13 features major changes in 
the sections dealing with the layout 


of the system, equipment location, 


Sheet Metal Tops 
In Apprentice Ratio 


Wasuincton, D. C.— The balance 
between journeymen and apprentices 
in the building trades was generally 
improved in the past two years with 
the sheet metal field showing the best 
ratio, according to the Bureau of Ap- 
prenticeship and Training, U. S. De- 
Labor. The 


trend in the number of apprentices in 


partment of upward 
most trades brightens prospects for 
an increased numbet of skilled work- 
ers in the construction industry. 

The sheet metal workers union re- 
ported one apprentice for every 
seven journeymen in 1956. This was 
the most favorable ratio of all trades 
and the best for the sheet 


workers since 1950. The number of 


metal 
sheet metal apprenticeship comple- 
tions per 1000 active journeymen in- 
creased from 23 in 1955 to 27 in 
1956. At the same time the number 
of journeymen losses per 1000, due 
to death, disability or retirement. 
was down from 17 to 12. Thus more 
than twice as many new journeymen 
were added than were lost. 

The bureau notes that its statistics 
are based on reports from large cities 
where more diversified training op- 
portunities are available. It concedes 
that the ratios would probably be 


less favorable in smaller communities. 


Requirements 


heat gain calculations, capacity and 
power consumption. 

Proposed equipment must be rated 
under the ARI Standards for deter- 
mining residential equipment capac- 
ities, 

Another requirement added is the 
dealer's responsibility to provide 
service during the first year. 

These and other changes were 
brought about as a result of consid- 
erable effort on the part of all seg- 
ments of the air conditioning indus- 
try. In effect, FHA has relaxed the 
restrictions which up until now have 
held back the development of central 
cooling in new homes insured under 
the FHA program. 

FHA appraisal rules had formerly 
underestimated the initial cost of 
residential cooling, thus preventing 
home buyers from borrowing  suf- 
ficient funds to cover its additional 
cost. In addition, FHA income re- 
quirements overestimated the cost of 
operating cooling systems, and there- 
by placed it out of the reach of many 
home buyers. 

Industry officials have long be- 
lieved that the biggest single reason 
summer air conditioning has not de- 
faster in the new _ house 


market has been the attitude of FHA. 


Now that the agency has shifted its 


veloped 


position, industry representatives are 


enthusiastic about prospects for a 
sharp upturn in central cooling sales 
in next year’s new house market. 
As a result, the Air Conditioning 
and Refrigeration Institute  an- 
nounced plans to establish a new 
house merchandising committee to 
work with the merchandising com- 
mittee of the National Association of 
Home Builders on a cooperative pro- 
sram to make better use of air con- 
ditioning as a selling feature in new 
This ARI committee — is 


headed by William Lake, air condi- 


homes. 


tioning sales manager, Carrier Corp. 


(More news on page 23) 

































































You'd be expected to handle and stock 
odd-shape registers just like the many 
odd-size registers that are being offered. 








STANDARDIZED Lowe LINE GIVES 
YOU ONLY THE REGISTERS THAT YOU 
SELL MOST OFTEN 























ONLY LIMA gives you ALL 
These profit advantages 





Y SIMPLIFIED INVENTORY . 4 SIMPLIFIED HANDLING 


Y LESS vy BETTER QUALITY 


CAPITAL INVESTMENT 
GREATER 
a4 FASTER TURN-OVER SALES APPEAL 


oe REDUCED vy BETTER 


WAREHOUSE SPACE CUSTOMER SERVICE 








98% of your customers’ register and Profit Advantages by eliminating those 
diffuser needs can be answered with odd sizes that rob warehouse space as 
Lima's basic styles and sizes. Odd sizes they become dust-covered and obsolete. 
account for so little of your business Many Jobbers and Dealers have already 
that they’re as ridiculous as all the crazy, found out that Lima's Standardized Line 
odd-shaped registers you can imagine. answers their needs BETTER . . . and 

Lima’s Standardized Line gives you at LESS COST! 











WRITE US TODAY ... IT WILL PAY YOU TO 
MAKE US PROVE OUR POINT 


te REGISTER COMPANY 


1786 N. Cable Rd., Lima, Ohio 


sold exclusively through sebatnsalers and manufacturers 
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DUPLEX SETUPS, TOO! 


Available also is a two-machine arrangement (for edge or corner 
trimming) with a single foot valve (for simultaneous operation 
of both machines), a floor stand and feed table. 





; 
aa 
% 


ex 


AIR POWER NOTCHING 
& PUNCHING MACHINE 


Air powered for speed and operating ease, this 
versatile, all-new machine is a production-booster 
from the word “Go”. With a 64-ton capacity 

and a 4%-inch throat, it is available with notching 
or punching attachments or both. 

A foot valve controls the action to free both hands 
for handling the material. The ram can be lowered 
gradually to locate work at prick-punched points and 
to facilitate die changing. Adjustable to an infinite 
variety of positions, a uniquely-designed gage also step 
up productivity. An unusually large selection of 
punches and dies 1s available for simple or intricate holes, 
corner trimming, combination trimming and cutoff. 

Featuring rugged, compact, all-steel construction, 
Niagara’s No. 65-5 Notching and Punching Machine can 
be furnished for bench mounting or with 
a floor stand. Shop air pressure of 
80 psi is all that’s needed for 
A-1 performance. LEARN 
MORE about this multi-purpose 
machine and what it can do 
by writing for new, illustrated 
Bulletin 79 today. 


NIAGARA MACHINE & TOOL WORKS, BUFFALO 11, N. Y. 
DISTRICT OFFICES: 
Buffalo e Cleveland @ Detroit @ Indianapolis ¢ New York ¢ Philadelphia 


Distributors in principal U.S. cities and major foreign countries 


America’s Most Complete Line of Presses, Shears, Press Brakes, Other Machines and Tools for Plate and Sheet Metal Work 





How owners 
feel 


about an 


all-copper 


installation 


Excitedly pleased--that’s the way 
owners of property feel about an all- 
copper installation you do for them in 
Hussey Copper. You, too, are reassured 
that your copper installation will create 
a satisfied customer and a lasting 
reputation for quality workmanship. 


Hussey Copper gives you controlled 


HUSSEY 
COPPER PRODUCTS 


SHEET 
WIRE + COILS 
ROD + STRIP 
TUBING 
ROOFING PRODUCTS 


quality from the raw ore to the finished 
copper product you use. It’s good busi- 
ness-insurance to use Copper but 


make sure it’s Hussey Copper. 


Cc. G. HUSSEY & COMPANY 
(Division of Copper Range Co.) 
Rolling Mills and General Offices 
PITTSBURGH 19, PA. 


7 Convenient Warehouses to serve you 


PITTSBURGH (19) 2850 Second Ave 
CLEVELAND (3) 5318 St. Clair Ave. 
CINCINNATI (37) 1045 Meta Drive 
CHICAGO (18) 3900 N. Elston Ave 

ST. LOUIS (1) Central Terminal Bidg 
PHILADELPHIA (30) 1632 Fairmount Ave 


NEW YORK, LONG ISLAND CITY (6) 34-39 Thirty-first St 
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WHAT'S HAPPENING. .... including Washington Letter 


(Continued from page 19) 





Voorhees to Retire; 
Will Write Series 
Of Artisan Articles 


CLEVELAND Guy A. Voorhees, tech- 
nical secretary of the National Warm 
Air Heating and Air Conditioning 
Association. has announced his re 
tirement at year end. Beginning early 
in 1958 he will become a regular 


Artisan contributor as author of a 





Guy A. Voorhees 


series of monthly articles on subjects 
that dealers have shown interest in 


during his contact with 


frequent 
them. 

During 1957 he headed the asso- 
ciation’s college short course pro- 
ram, preparing the course outlines 
and instructors guides, 

Mr. Voorhees is well known as the 
conductor of over 200 Indoor Com- 
fort Conferences since their inception. 


He has also been th 


technical bulletins for the association 


author of many 


and has worked as an advisor to the 


various manual committees. 


Rapid Rise for Porcelain 
Enameled Aluminum Seen 


New York City A rapidly ex- 
panding market for porcelain enam- 
eled aluminum is forecast by the 
Porcelain Enamel Institute. By 196] 
the PEI estimates sales of 23 million 


sq ft of the new produc & 
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Home Building Shows Signs 
Of Recovery; Hopes Rise 


WasHincton, D.C. Some encour- 


aging signs recently indicate that 
home building may increase during 
the last four months of 1957 and that 
the final total may be more than one 
million starts. 

In August the level of home build- 
ing spurted upward. The U. S. De- 
partment of Labor reported that the 
seasonally adjusted annual rate of 


housing starts in August was 
1.010.000. The month before it had 
been 980,000. This was the first 
month this year that the rate topped 
one million. 

Another hopeful sign was the fact 
that applications for proposed new 
FHA’s 


mortgage insurance program were up 


home building under the 
21 percent in August over the month 


before. It appears that the lower 


Commerce Dept. Notes 
Growth of Small Firms 


WasHincton. D.C. There were 
more firms operating in almost every 
major industry at the beginning of 
this vear than ever before, according 
to a report by the U.S. Department 
of Commerce. 

Last year. more than 50,000 new 
companies started business, about 
the same as in 1955. The number of 
new retail and service firms was 
higher last year than the year be- 
fore. The increase in the number of 
wholesale firms was about the same. 
while in manufacturing the total was 
slightly less. 


Business during 


discontinuances 
the first five months of this year were 
11 percent more than for the same 
period a year previous. However, 
this figure includes businesses which 
were liquidated for profit or closed 
because of death or retirement, as 
well as those which failed. The cur- 
rent failure rate is 50 companies pet 
10,000. In 1940 the rate was 66 per 
10.000. 





down payments and higher interest 
rates were having the desired effect 
of stimulating the market. 

The Labor Department, however. 
pointed out that the increase in house 
starts appears to be sectional. The 
rise was chiefly centered in the north- 
eastern part of the country. 

Optimism about the turn of home 
building events was expressed by 
George C. Smith. vice president of 
F. W. Dodge Corp. He predicted that 
nonfarm housing starts this year will 
top one million units. However, he 
said he did not expect any spectacular 
upturn and that 1958 would show 
only modest improvement. In the fol- 
lowing vears he predicted sharper 
increases. 

Mr. Smith noted that the basic fac- 
tors affecting housing demand have 
never been stronger. Population is 
erowing faster than ever before. The 
standard of living is at a peak level. 
In addition, existing housing is being 
demolished at a record rate. “Our 
current rate of housing starts can 
only be characterized as underbuild- 
ing.” he said. 

He laid the blame for this under- 
building on the tight money supply. 
created by the large demands of busi- 
ness for funds for new plant and 
equipment. He foresaw a drop in 
business spending in 1958 and _ the 


easing of the mortgage market. 


Fan, Blower Shipments 
Up in Second Quarter 


WasnHineton, D. C. Shipments of 
fans, blowers, and related equipment 
in the second quarter of 1957 were 
5 percent above the value of first 
quarter shipments. The value of sec- 
ond quarter shipments was $61.2 
million, according the Bureau of 
Census figures. The value of first 


quarter shipments was $58 million. 


(More news on page 30) 





“MY DAD’S A 


PEERLESS 


DEALER ... HE KNOWS 
HIS BUSINESS!” 


Today’s Peerless dealer sells complete comfort . . . from a simple 
conversion job to year ‘round conditioned comfort. Peerless 
heating and air conditioning equipment is so designed and built 
that your customer's reaction to its performance is invariably 
the same... “TOPS!” 


You can recommend, sell and install Peerless equipment with 
confidence . . . Peerless customers are the best of Peerless’ 


salesmen. 


All Peerless heating 





equipment is designed 





to make the addition 


of air conditioning a 





simple, efficient mat- 


ter. 





PEERLESS CORPORATION 
1853 Ludlow Avenue + Indi 





Pr lis | J Indi 


Gentlemen: Please rush me full details on the Peerless 
heating and air conditioning line. 


CORPORATION as 
FURNACES Address____ 
AIR CONDITIONERS 
FURNACE FITTINGS 





City 


INDIANAPOLIS 7, INDIANA 
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new! in 3 sizes! weatherproof comfort for two-way systems! 
nN 


B-18 
18” long x 442” high 
open area 22 sq. in. 








B-24 
24” long x 442” high 







B-48 
48” long x 442” high 
open area 56 sq. in. 


PERIMETER 
BASEBOARD DIFFUSERS 


“i =r e cleaner, quieter operation, because of angled fins 
/ ; 
“SS —" new setlock face can be and more open area 
a __ damper control removed easily a = : 
Sy built-in demper at any time e easier installation in new or old construction 


e uniform air distribution around outer ‘walls 








e noticeable temperature differential, floor to ceiling 


e constant air circulation 


e one-piece back 
| 
- ee. ae —_ construction e no blasts, no hot spots, no cold corners 
& PP 0 cutting keeps walls ong 
. ( eae ae 
aA or fitting required clean (no » 








smudging) rea curan 


Standard Stamping & Perforating Co. 
3137 W. 49th Place, Chicago 32, Illinois 


Please send your new free catalog. 





STANDARD REGISTERS &2GRILLES (i 


»tfra ee Company. 





Address 








City Zone State. 
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Te AMER-Y/ds FILTE 


‘Traps more ... Attracts more 


When leading manufacturers of furnaces and air-condi- no prickly slivers. Fiber filaments are continuous through- 


tioning units specify a filter as original equipment for out the media, and will not separate 
their products, you know that filter must be tops! So compare! You'll quickly see why it is far easier to 
AMER-glas replaceable filters are packed with features that sell AMER-glas 
help them sell on sight! For instance—they trap dust and tomers 
dirt all through the thickness of the pad and resist face- 
loading. A clean, whiter white filter, they not only attract 


the customer’s eye—but are easier to handle. There are 


than any ordinary filter. Please your cus- 
and pocket the profits And let that all-new. free 
dimensional display go to work for you. Order one today. 
Mail the coupon for complete information on stocking 


and selling attractive, fast-moving AMER-glas FILTERS, 





1 Filter For Every Need amer- 
in all standard SIZES oft course 

ments include a spe ed filter, you can depend 
on our staff of filter spe 


AAF is the acknowledged leadet 


iir-cleaning equipment 


Better Air Is Our Business 


| Ai Litter 


COMPANY, INC. 
Louisville 8, Kentucky 


IS FILTERS are available 


but if your require- 


ilists to help you. Remember, 


MAIL COUPON TODAY! 


AMERICAN AIR FILTER CO., INC 
355 Central Avenue, Louisville 8, Ky 


Please rush me complete information on selling the profit- 


ible line of AMER-glas FILTERS 
NAMI 


COMPANY 


ADDRESS 


——— 








SERVICE CALLS! 


General Electric’s oil burner motor with ‘“‘Air-Wall’’ trips out less, 
lasts longer—cuts inventory 50% and makes installation easy 


NOW you get positive heat removal... 


* 


pS aan Ny 4 ‘se 
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OLD-STYLE BURNER MOTOR 


il burner motors get 
This 


heat removal fre 


l { heat 


{ 


Old Style 
rid slowly slow 
1uses trip-outs which 
nsuming service 

r servicemen’s 


1 money. 


OLD STYLE G-E FORM 6 
MOTOR MOTOR 


4-Year Factory Lubrication prac- 
tically eliminates reoiling nui- 
sance. Specially designed lubrica- 
tion system of General Electric’s 
oil burner motor, with 50% more 
bathes all 
irfaces with filtered oil 


oil, continuously 


ou 

















GE "AIR WALL” MOTOR 


General Electric’s “Air-Wall” motor 
transmits heat swiftly. Trip-outs 
are rare even in hot, cramped quar- 
ters. An invisible ‘‘air-wall’’ stops 
entry of dirt. Motor meets all Un- 
derwriters’ 


Laboratory  require- 


ments for totally enclosed designs 


Less Inventory is required. All G-E 
burner motors feature interchange- 
able rotation. Servicemen can easily 
change any motor to get clockwise 
or counterclockwise rotation simply 
by switching leads. Only minimum 
service stocks are needed 


3% Million Operations (equiv- 
alent to 100 years’ use) have 
been obtained with G.E.’s wear- 
resistant switch. Features: 
1. Knife-edge hinging, no pins; 
2. Textolite* wear pads; 3. Silver 
contacts; 4. Snap-action. 


Get easy installation 


Easy Handling and installation 
are possible even in tight places 
because G-E motor is over 50% 
lighter than older designs. For 
example, the 1/12-hp motor 
weighs only 10 pounds, yet out 
performs heavier motors. 


TO GET THESE ADVANTAGES. . . Specify General Electric motors on your next heating equipment order. 
GENERAL ELECTRIC COMPANY, SCHENECTADY 5, NEW YORK. 


*Reg 


gistered Trade-mark of General Electric Company. 


GENERAL @@ ELECTRIC 





WHAT'S HAPPENING .... including Washington Letter 


(Continued from ju 





Modernization Is Offered as 
Answer to Sales Problems 


SAN Francisco — The home modern- 
ization market holds the answer to 
the selling problems brought on by 
the drop in new house construction 
and the relatively low level of new 
family formation, gas industry men 
were told here by Julius Klein, pres- 
ident of the Gas Appliance Manufac- 
turers Association. The occasion was 
the annual meeting of the Pacifie 
Coast Gas Association. 

Klein decried 


solution for 


“price cuts as the 
all economic problems” 
and suggested the upgrading of prod- 
ucts, services and new-market re- 
search as a “better way to offset the 
housing let-down and other depressed 
conditions.” 

He referred to a nationwide survey 
of sales potentials for a period ending 
in 1974 which indicates a market 
for 25 million central heating units. 
20 million gas floor and wall fur- 
naces, and 54 million individual room 


heaters. Mr. Klein noted that house- 


AMCA to Control 


Equipment Ratings 
DETROIT \ 


specifiers and users of centrifugal. 


program to_ protect 
axial and propeller fans and power 
roof-ventilators against incorrectly or 
improperly rated equipment has been 
announced by the Air Moving and 
Conditioning Association. Most lead- 
ing U. S. and Canadian manufac- 
turers will take part in the program. 

Each qualifying company will be 
required to sign a license agreement 
with AMCA to maintain manufac- 
turing control so that each unit of 
the same size and type will have 
identical performance ratings. 

All product testing necessary for 
qualification under the program must 
AMCA approved 


test laboratories. Full details will be 


be conducted in 


made public the first of the year. 


30 


1960's will 
probably be at an all time high. 
Until this 


pointed out, the target of the indus- 


hold formation in the 


market develops, he 
try must be the replacement market 


and the areas where — industrial 
growth, population gains and com- 
mercial development have occurred. 
A large amount of the heating equip- 
ment now in use, he said, is of an 
early vintage and ripe for replace- 
ment. 

To meet future housing demands 
for a population estimated at 200 
million, maximum cooperation of 
government and finance, plus sales 
initiative and production ingenuity 


will be required, he said. 


School Construction 
To Hit New High 


Wasuincton, D. C. Despite the 
failure of federal. aid to education in 
the last session of Congress, expen- 
ditures by local governments on new 
school construction is expected to 
reach a new high in 1957, according 
. S$. Cham- 


ber of Commerce. In 1956 an es- 


to estimates made by the | 


timated $2.7 billion was spent on new 
buildings and other capital outlays. 
sankers A sso- 


ciation of America reports that 2456 


The Investment 


school bond issues with a total value 
of $1.8 billion have been sold in the 
October 1956 
through July 1957. Past records show 


10 months from 


that 30 percent of all school con- 
struction is paid for without the need 
for a bond issue. On this basis, dur- 
ing the 10 month period more than 
$2.6 billion would have been spent 
on school construction. 

Using these figures and projecting 
the calculations through September, 
it indicates the construction of 
110,000 classrooms during the year 
from October to October. 


ike 


Furnace Shipments 
Down in First Half 


CLEVELAND — Central heating  fur- 
nace shipments during the first six 
months of the year declined 15.5 per- 
cent over the same period in 1956, 
according to a report from the Na- 
tional Warm Air Heating and Air 
Conditioning Association. May and 
June shipments declined more than 
20 percent as summer construction 
work failed to come up to last year. 

Total shipments of gravity and 
winter air conditioning units for the 
period were 449.746. This compared 


532.410 during the first six 
months of 1956. 


with 


Shipments of gravity units con 
tinued to drop to 5.2 percent of all 
shipments. Gas accounted for 66.9 
percent of all units shipped and oil 
for 30.1 percent. Coal was used in 


only 3 percent of the units. 


U.S. Chamber Holds 
Workshop Sessions 


WASHINGTON, [D. ¢ For the fifth 
year the U.S. Chamber of Commerce 
is sponsoring a series of meetings in 
communities all over the nation de 
signed to help businessmen find solu- 
tions to their local problems. These 
Workshops 


enable businessmen to work togethet 


Local Chamber Leadet 


to stimulate business on a _ com- 
munity-wide basis. They point oul 
how to analyze the factors which af- 
fect business volume and how to lift 
a community from the business dol- 
drums. 

Staff experts from the national 
Chamber serve as discussion leaders 
for the one-day meetings. 

Workshops have been held or are 
scheduled at Albert Lea, Minn.., 
Mitchell, S. D., Portland, Me., Irving- 
ton, N. J., Erie, Pa., Wichita Falls, 
Tex., Alexandria, La., Lansing, Mich., 
Rockford, Ill., Centralia, Ill., Beverly 
Hills, Calif., Fresno, Calif., and 
Riverside, Calif. 
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COPELAMETIC 


ees 
tee SRO HMI HERMETIC 

You can get to direct-drive Copelametic units effortiessly...in 
a jiffy. No belts or seals, no manual oiling. 90% of service 
costs eliminated. Models for all applications -—air-cooled— 


from Y; through S H.P. Water-cooled ¥%, H. P. through 10 H.P: 


the 
eas y Xt Sr 


wa Ree waIWEN 
y | 


COPELAWELD 


to solve 


So you have a reputation to maintain for 


a tough ; high-quality installations in the air-conditioning 


and refrigeration fields. 
And you have worries. You must meet and beat competi- 
tion. The quality and performance of what you get from 
Pp I O 3 ‘mm your suppliers are a constant concern. 
That’s the perfect time to make sure there’s a Copeland 
motor-compressor or condensing unit in every piece of 
equipment you install. For Copeland units are masterfully 
designed, painstakingly built, are standard with leading 
a manufacturers. Now they’re streaming from our spanking- 


new plant—270,000 square feet of America’s most mod- 
Skee” ern manufacturing facilities. 
fcrace 


MANUFACTURERS OF THE HEART 
SINCE 1918 OF AMERICA’S FINEST AIR CONDITIONING 


Li fe | AND COMMERCIAL REFRIGERATION UNITS 


REFRIGERATION /CORPORATION, Sidney, Ohio 
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in th 
Architects Shreve, Lamb & Harmon Associates As in t e 
for the Department of Public Works 
The City of New York 


ildi 
Builders Castagna & Son Inc. and Supreme Court Bui ing 


H. R. H. Construction Co 


Contractors Alpine Sheet Metal Brooklyn, New York 
& Ventilating Co., Inc 








eer 
dab, BD 


Ducts made of sorTitE Cop-R-Loy form 


° 
quickly without preliminary cutting. get longer lasting ducts 


with Wheeling SOFIITE’ 
COP-R-LOY Galvanized Sheets 


In about October 1958, the new $20 million Supreme Court Building 
in Brooklyn, N. Y. will be completed. In it you'll find more than 365 
tons of air conditioning, heating and ventilating ducts made of 
Wheeling sorTireE Cop-R-Loy Galvanized Sheets. 


By choosing sorTiteE Cop-R-Loy, the builders and sub-contractors 
were assured of the ultimate in long-lasting, easy-working, good- 
looking galvanized sheets. 


For proof of sorTiteE Cop-R-Loy’s longer 
life and for full details contact the Wheeling 
warehouse or sales office nearest you. 


‘ WHEELING CORRUGATING COMPANY, WHEELING, W. VA. 
SOFTITE Cop-R-Loy joins easily without 
shearing waste. IT’S WHEELING STEEL 


IMMEDIATE DELIVERY ON ALL STOCKED ITEMS FROM THESE WAREHOUSES: BOSTON, BUFFALO, CHICAGO, COLUMBUS, DETROIT, KANSAS CITY, 
LOUISVILLE, MADISON, MINNEAPOLIS, NEW ORLEANS, NEW YORK, PHILADELPHIA, RICHMOND, ST. LOUIS. SALES OFFICES: ATLANTA, HOUSTON 
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DIAL y 
“SPRINGTIME 
ANY TIME 


AIRTEMP 





Furnaces.. 


ey! SELL EASIER 
INSTALL EASIER 


An Airtemp franchise boosts furnace sales for 
dealers because: 


e Airtemp furnaces are Chrysler-engineered 
for quality and dependability. 


e You get merchandising aids which are 
tested and effective. 


e Your customers can add matched Airtemp 
cooling now or later. 


e Products with a well-known and re- 
spected name—Chrysler’s Airtemp—are 
easier to sell. 


You get quick delivery and expert help from 
a nearby factory-trained Airtemp distributor. 
Airtemp furnaces are completely assembled 
and pre-tested. 


HEATING AND AIR CONDITIONING ° 
FOR A ROOM, A HOME, A BUSINESS, 
AN AUTOMOBILE 





DivisSton 


CHRYSLER CORP 


AIRTEMP DIVISION, Chrysler Corporation 
Dayton 1, Ohio 
For promegerer a on Mirtemp Gentlemen: Please rush full information on the 
franchise opportunities, Airtemp franchise! 


mail coupon at right. 


NAME 





ADDRESS 





CITY 





ZOneEW.__._ Stare 
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MODEL 14-U-10 


POWER 
SQUARING SHEAR 


New features . . . superb performance . . . quality engineered with self 
compensating holdown for fast, accurate, clean-cut, safe shearing of light 
gauge sheet steel, stainless, plastic, fibreboard, etc. Included in the design 
are all refinements of modern gauging, maximum cutting life of each of 
4 edges of the knives, single or repeat clutch control, protection against 
scrap damage and complete safety guards. New Bulletin No. 57 on request. 


POWER RING AND CIRCLE 
SHEAR 


Improved machine cuts discs from 
square sheet metal, fibreboard, plas- 
tic blanks. Also cuts on inside of sheet 
for rings and gaskets. 


Also complete line of machines and 
tools for sheet metal work. 








THE PECK, STOW & WILCOX COMPANY, SINCE 1785, SOUTHINGTON, CONNECTICUT, U.S.A. 
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FAN 
SELECTOR 
SWITCH 


APPLICATION 


HEATING ONLY 


COOLING ONLY 
AUTO-ON 


COOLING — with 
system interlock for 
separate heating 
thermostat 


AUTO-ON 


COMBINATION AUTO-ON 


Heating-Cooling 


AUTO-ON 


SYSTEM 
SELECTOR 
SWITCH 


AUTO-OFF 


AUTO-OFF 
AUTO-OFF 


HEAT-OFF-COOL 


HEAT-OFF-COOL 


HEAT-COOL 
HEAT-COOL 
HEAT-OFF-COOL 


HEAT-OFF-COOL 


...it reduces your inventory 


Look at the chart . . . you'll see that 12 different sub- 
bases are available for heating, cooling or any combina- 
tion... and, one thermostat unit, the Penn “RIMSET,” 
fits them all. You just stock variables of the sub-base. 
Thus, if cooling is added later to a heating installation 
... Simply change sub-base and use the same thermostat! 


...it is easier to install 


Leveling is not essential. All wiring is on sub-base where 
large terminals are accessible. Thermostat is simply 
plugged into sub-base. 


...easiest-to-read thermostat 

And, the Penn “RIMSET” is today’s easiest-to-read ther- 
mostat. When setting temperature, simply dial the rim 
... the extra large dial face remains stationary. Once you 
try this new, better thermostat, you'll want it on all your 
heating and cooling jobs. 


AND, THERE’S MORE... 





ON HEATING AND COOLING 











SYSTEMS... 


PENN AUTOMATIC CONTROLS 


“STAY ON THE J 


If you've ever used Penn controls, you know 
from experience how dependable and accurate 
they are. If you haven't, then, try them. . . here’s 
what you'll discover... 

On any type of heating and cooling system, 
once Penn controls are installed properly, their 
dependability and accuracy always deliver the 
better comfort you sell! It’s the kind of carefree 
performance that creates better-satisfied cus- 
tomers, more sales and more profit for you. 


PENM CONTROLS, PVC. asm, nian 


B” LONGER 


For convincing proof, specify and install Penn 
heating and cooling controls on your next job. 
A few models are shown on this page . . . there 
are many more from which you can select a type 
to exactly fit your needs. Ask your equipment 
manufacturer, or wholesaler. 




















Write for a better way 
to bag new business 


If you're gunning for more business from new construction, Dodge Reports can help improve your aim. 
They point out your live prospects . . . put an end to the hit-or-miss method of finding business. 
If you would like to see how Dodge Reports can build your business . . . 
help your profits mount, just read this coupon, and mail it today! 


TO: DODGE REPORTS, DEPT. 168, 119 WEST 40th STREET, NEW YORK 18, N. Y. 


Yes! I'd like to see how to get more business by knowing in advance who’s going to 
build, what, when, where. 


I want to know whom to contact and when to submit bids. 


I'd like to see some Dodge Reports, and I'd like a copy of your booklet that tells 
how to use this accurate, daily, up-to-the-minute construction news service. 


I understand that I can pick just the area in the 37 Eastern States and the type of 
construction activity that interests me. Also, that I won’t have to wade through mounds 
of data to find the information I need. 


I'm interested in General Building |_| House Construction [] Engineering (Heavy Construction) [| 


in the Following Area: Se ee 


Itz, 
va ee as ely, 
“ 7 
~~ A 
ADDRESS a ee = =A 


Dodge Reports 
For Timed Selling to the Construction Industry 
Mi \yw 


CITY . - vo. . Ee 











AMERICAN ARTISAN, OcTOBER 1957 37 














Gasaver and 
Oilsaver Furnaces 










for the industry’s most 





L 





DeLuxe Gas 
& Oil Furnaces 


Super Gas, 
Oil & Coal Furnaces 


<Soling equipment backed by 


Special Gas 
& Oil Furnaces 









gt* 


Wethermatic 
Airefrigeration 
Waterless Cooling Units 





= « : 
choose o> Pb 
ster] a Cree 
tre ' 
y * . = 
é oF doin eines = Va 
ARSE: tO AR TEMATR 
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As Advertised in Leading Magazines 
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Two-tone Hammer 
Finish Green 


Gleaming White Enamel 
Presa ee eS eS eB ee eee se See See 
THE WILLIAMSON COMPANY 
3310 B-10 Madison Rd. Cincinnati 9, Ohio 
Gentlemen: 
Please send me information on the following: 


© Heating Equipment 0 Cooling Equipment 
© Duct, Pipe and Fittings 


pPpese au nee = = 
SBE BUBB Rae e ae ee ee ee 








All from one source 
...and fast 


A 


‘ More than 20 kinds of sheets 


A single sheet or a truckload. Pattern sizes or cut-to-order. You get 
£ £ 


what you want—on time—when you order from your nearby Ryerson 
plant. 


Me / 
4 / 


Ryerson offers an unusually wide range of gauges and patterns in 
more than 20 kinds of sheets, including: tight-coat galvanized you can 
form without fear of flaking or peeling . . . bright-finished stainless in 
time-tested Allegheny metal... hot and cold rolled carbon steel .. . 
Ryex Expanded Metal, standard, flattened and grating. Ryerson also 
offers bars and band iron, tubing, angles, channels, etc. 

In addition, Ryerson can supply machinery and tools to meet every 
requirement of the sheet metal shop. 

For all your steel requirements, it pays to call Ryerson. 


S RYERSON STEEL 


Other Products in Stock: Carbon, alloy and stainless steel —bars, structurals, plates, sheets, tubing, industrial plastics, machinery, tools, etc 
JOSEPH T. RYERSON & 


ON, INC. PLANTS AT: NEW YORK * BOSTON + WALLINGFORD, CONN. ¢ PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELANC 
DETROIT * PITTSBURGH + BUFFALO + INDIANAPOLIS * CHICAGO + MILWAUKEE « ST, LOUIS * LOS ANGELES * SAN FRANCISCO « SPOKANE « SEATTLE 
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We pisPpLay each month on our 
contents page the ABC symbol 
denoting membership in the 
Audit Bureau of Circulations. 

The ABC audit shows us you 
pay to read what we have to 
say. (In fact American Artisan 
is the only 100 percent paid pub 
lication in its field.) It also 
shows us when we cease to serve 
you effectively. This constant 
check of your interests keeps us 
on our editorial toes. 

This behind-the-scenes force 


makes a considerable contribu- 
tion to the editorial quality of 
American Artisan and we wel 
come the challenge constantly 
facing us. 
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Stretch Hours with a Time Budget 


MANY DEALERS ARE NOW reviewing numerous problems that arose 
in recent months and had to be either partially handled, put off until a 
more opportune time, or ignored entirely. Each problem and its handling 
is related in some way to the overall efficiency of the business operation 


and the manner in which it is handled directly or indirectly affects the profit 
picture. 


Some dealers have taken steps to budget their time to provide adequate 
attention to each problem as it arises. This way, it is possible not only to 
take the proper steps to solve the problem but also to find the cause behind 


the problem and to take steps that will either eliminate the cause or reduce 
its frequency. 


In 1956 an Indianapolis dealer decided to keep a record of the time 
he spent in managing his business during his rush season. He carried a note- 
book in his pocket and labeled each page with the date and the day of the 
week. In two columns he attempted to record the hours he spent in routine 
work (includes office activities), and indirect time (includes outside time). 
Opposite each period he briefly listed the type of work he was performing 
and any pertinent comments that would explain how he was spending his 
time. 


After four months he found that many items had entered his routine 
that he had not considered as time consumers. He also found that many of 
the things he wanted to accomplish did not appear in his notes. 


To be sure that he did not repeat the 1956 omissions, he made a 
1957 schedule in which he set up a list of activities for each day. He of 
course provided time to handle the unexpected problems that arise in the 
natural course of any business. 


Some of the subjects included in his schedule are: routine correspond- 
ence, telephone calls, sales reports, sales promotion activities, business 
records, attending civic meetings, labor relations, job inspection, shop guid- 
ance, travel time between jobs, direct selling time, locating new business, 
analyzing competition, shop and office modernization, long range planning 


and study. 


Under the heading of study, time is provided for reading trade and 
business magazines to keep abreast of trends in the industry and to work 
them into the company’s operation. 


Such a schedule makes it possible to allocate time to an activity in 
relationship to its importance. If, for example, a dealer finds too much time 
is being spent on trying to sell a builder (source of new business) who has 
been giving his heating jobs to a competing dealer for a number of years 
and who apparently is not going to favor anyone else, the time budget 
will soon force this activity out of the schedule because the record will show 
the time spent is unproductive. 


Such a schedule also points out the importance of delegating responsi- 
bilities and work assignments to employees. 


The Indianapolis dealer who has found this to be a worthwhile under- 
taking advises other dealers to record the time devoted to a problem or 
activity as soon as it can be totaled. He says under no circumstances should 
one attempt to write out the events and comments at the end of the day, 


because too many time-wasting activities will have been forgotten and the 
record won't be accurate. 
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Industry Puts the 
Standards to Work 


Deluge of orders and testimonials for the Standards 


for Rating Heating Systems card demonstrates na- 


tionwide enthusiasm for this method of telling the 


public about quality heating 


INDUSTRY MEMBERS throughout the 
country have indicated that they 
recognize the profit potential pro- 
duced by telling the public how to 
buy a good heating system. Orders 
have been pouring in for reprints of 
the Standards for Rating Heating 
Systems card. One day, for example, 
four orders for 1000 each were re- 
ceived from widely separated parts 
of the country. One dealer, in New 
Haven, Conn., wanted his 1000 for 
handouts at a Better Home Show. 
The other three, from Toledo, O.., 
Pueblo, Colo.: and Cleveland, each 
wanted 1000 for direct mail pieces. 

Orders range from 10 to 2000 


copies, each intended for a specific 
purpose. Some dealers are using them 
as a direct sales tool. They sit down 
with the prospect and go over each 
standard and point out how the sys- 
tem they propose will meet the speci- 
fications set forth. 

Other dealers are using them as 
display pieces in their showrooms 
and display windows to show that 
they subscribe to the conditions listed 
under the “Good” classification. 

Still others are 


builder sales tools and as parts of 


using them as 


their proposals and contracts. Some 


are using the standards card and 16 


page article reprints as text material 


a 


LETIERS POUR IN to Artisan editorial offices from dealers, manufacturers, 
wholesalers and association officials acclaiming the standards as the most 


effective sales tool the industry has known 


for instructing their sales staffs in the 


proper sales approach. 


Wholesalers Spread Word 


W holesalers have 


ands of copies of the standards cards 


ordered thou- 
and the 16 page reprint for use in 
their dealer training schools. One 
wholesaler writes that he is making a 
direct mailing for dealers who will 
submit names of prospects who 
should know about the standards be- 
fore they sign the contract. 
Another wholesaler has presented 
copies of the standards to all mem- 
bers of the local builder and real 


estate associations. 


Manufacturers Lend Support 


Manufacturers, their representa- 
tives and local associations are en- 
thusiastically supporting this nation- 
wide effort to upgrade heating in- 
stallations. One manufacturer said, 
“We pledge our support in every way 
to help dealers to benefit from this 
wonderful opportunity.” This com- 
ment reflects the thinking of many 
other manufacturers who have ex- 
pressed similar reactions to the ex- 
citing stimulus created by the Stand- 
ards for Rating Heating Systems. 

Some of the sources of orders for 
the standards card are listed on the 
facing page, to illustrate the nation- 
wide interest shown by all phases of 
the industry, and to point out some 
of the uses for the cards. 
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Here's How Industry Is Using the Standards Card 


CITY 
Columbus, O. 


New Haven, Conn. 


Pueblo, Colo. 
Long Island City 


New Haven, Conn. 


Philadelphia, Pa. 
South Bend, Ind. 
Dayton, O. 

Erie, Pa. 
Hamilton, O. 
Barberton, O. 
Tampa, Fla. 
Fredonia, N. Y. 
Cincinnati, O. 
Fort Wayne, Ind. 
Columbus, O. 


Springfield, Mass. 


Pittsburgh, Pa. 
Victoria, B. C. 
Fort Wayne, Ind. 
Mayville, Wis. 
Eldridge, lowa 
Yoder, Ind. 
Canton, O. 


Valdosta, Ga. 
Toronto, Ont. 
South Bend, Ind. 
Terre Haute, Ind. 
Freeport, Ill. 
Missoula, Mont. 
Waldorf, Md. 
Charlotte, N. C. 
Knoxville, Tenn. 
Toledo, O. 


Port Chester, N. Y. 


Cleveland, O. 
Chisholm, Minn. 
Lansing, Mich. 


Los Angeles, Calif. 


Rock Hill, N. C. 
Florence, Mass. 
Wheeling, W. Va. 
Greenville, N. C. 
Buffalo, N. Y. 
Denver, Colo. 
Merced, Calif. 
Mound, Minn. 


BUSINESS 


Dealer 
Wholesaler 
Dealer 
Manufacturer’s 
representative 

Dealer 
Wholesaler 
Dealer 
Dealer 
Dealer 
Wholesaler 
Dealer 
Association 
Dealer 
Wholesaler 
Dealer 
Dealer 
Wholesaler 
Dealer 
Dealer 
Wholesaler 
Dealer 
Dealer 
Dealer 
Wholesaler 


Dealer 
Dealer 
Wholesaler 
Dealer 
Dealer 
Dealer 
Wholesaler 
Dealer 
Dealer 
Dealer 
Wholesaler 
Dealer 
Dealer 
Dealer 
Wholesaler 
Dealer 
Dealer 
Dealer 
Wholesaler 
Dealer 
Dealer 
Dealer 
Dealer 


PRIMARY USE 


Submit with proposals 
Salesmen’s use 

Direct mail 

Builder distribution 


Home show handout 

Dealer distribution 

Sales tool 

Showroom display 

Display and direct mail 

Dealer training 

Sales tool 

Builder distribution 

Direct mail, display 

Dealer training 

Sales tool 

Builder sales tool 

Dealer instruction 

Civic club member distribution 

Sales tool 

Dealer distribution 

Direct mail and display 

Sales tool 

Direct mail 

Distribution to all members of 
real estate board 

Showroom display and direct mail 

Prospect handout 

Dealer instruction 

Staff instruction and sales tool 

Direct mail 

Sales tool 

Direct mail for dealers 

Salesman selling tool 

Direct mail 

Showroom display and direct mail 

Dealer distribution 

Direct mail 

Builder sales tool 

Display 

Dealer instruction 

Sales tool 

Direct mail 

Personal sales tool 

Showroom display 

Salesman selling tool 

Direct mail 

Direct mail 

Sales tool 


These are only a few of the many orders that have been received for reprints of the Stand- 
ards for Rating Heating Systems card. 
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our Standards Story 


For many dealers and local associations, radio and television 


advertising can be a highly effective way of reaching the public 


with the impact needed to create enthusiasm for the Heating 


Comfort Standards 


IN PLANNING a merchandising cam- 
across the story of 


Artisan’s Standards for Rating Heat- 


paign to pul 


ing Systems. most dealers will find 
that direct mail and newspaper ad- 
vertising absorb nearly all of their 
promotion budget. However. a care- 
fully planned program of radio and 
television advertising can be a power- 
ful force in any standards promotion 
campaign. 

Many dealers have already made 
vood use of radio and television in 
their regular advertising programs. 
Such dealers know how valuable 
these media are in putting across a 
sales message. 

Dealers who have not vet used 
radio or television may find that the 
standards offer a good opportunity 
to get started in this type of adver- 
tising. Local dealers’ associations 
may find that radio and television 
are excellent media for cooperative 
advertising. 

The standards story can be effec- 
tively used in any type of advertis- 
ing. but radio and television reach 
the home owner relaxing in his liv- 
ing room with his family around 
him. In this setting the impact of 
the message is all the greater. 

However. unless your business is 


of fairly good size, you probably 


should not consider radio or tele- 
vision for two reasons: 1) your ad 
may reach too broad an area and 2) 
vour budget may not have room for 
suflicient coverage. 

If you are a dealer in a metro- 
politan area and you serve only a 
part of this region. radio or tele- 
vision advertising may not be for 
vou. Your commercial announcement 
would be heard by too many people 
whom you are not interested in serv- 
ing. You might get inquiries from 
out of town or from another part of 
town where it would not be con- 
venient to do business. 

Therefore, find out what area is 
covered by the radio and television 
stations in your locality. Some have 
greater broadcasting range than 
others. If you find stations that do 
cover the area in which you do busi- 
ness then they would be worth con- 
sidering as another media for reach- 


ing prospec ts. 


Cost Varies Widely 


Don't be too quick to say that 
radio and television are too ex- 


checked 


actual costs in your area. Radio and 


pensive until you have 


television time 


ranges widely in 


price. A commercial that would cost 


$300 in a big city may be only $35 
in a smaller community. 

At the present time. the cost of 
radio time has dropped hec ause ol 
competition from television. Yet 
many advertisers believe that radio 
time is the best buy. Radio adver- 
tising enables you to hit thousands 
of customers hard and _ fast at 
home, in their cars, or out-of-doors 

However, if television fits your 
budget there is no better way to 
reach your customers with the im 
pact of both sight and sound al 
home when they are relaxed and in 
a mood to listen. 

Don't forget that radio and tele- 
vision stations offer frequency dis- 
counts. Often you can save by mak- 
ing a contract for a definite number 
of announcements during your sell- 
ing season. Remember that one of 
the foundations of good advertising 
is repetition. In many cases it is bet- 
ler to use a greater number of brief 
announcements than a single longet 
one. 

Radio and television time are sold 
in different segments just like news- 
paper space. You may want to con- 
sider a five-minute weather forecast 
or news program, but most dealers 
will find that station breaks or spot 


announcements will serve their pur- 
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Suggested Radio 
Announcements 
(20 second) 


Sample: Will your family be 
warm and comfortable this 
winter? Now, you can find out 
how good your warm air heating 
system is by comparing it with 
the industry’s new Standards for 
Rating Heating Systems — just 
released to the public. To get 
your free copy, see Advance 
Heating Company, 123 South 
Main Street, or phone 5-6789. 


Sample: Are you in the market 
for a new furnace? Or are you 
buying a new home? Now, you 
ean judge for yourself whether 
or not you are getting a good 
warm air heating system. Get 
your free copy of the industry's 
new comfort guide — Standards 
for Rating Heating Systems. See 
Advance Heating Company, 123 
S. Main Street, or phone 5-6789. 


pose best. On radio, these spots are 
usually 20 seconds. 30 seconds, or 60 
seconds. On television they are usual- 
ly 10 seconds or 20 seconds. 


An important thing to consider in 


buying radio or television time is | 


“adjacencies”” that is, the  pro- 


vrams that will come before and 
after your announcement. If your 


announcement comes before or after 


a popular program it will have a | 
} 


bigger audience. 





On radio or television you will | 


have to get your message across fast 


and effectively. You will not have 


time to go into detail in telling the | 


standards story. Therefore, your 
best approach probably is to briefly 


let your audience know how impor- 


tant the standards are to their com- | 


fort and then offer free copies of the 
standards card. 

Your biggest aid in planning radio 
or television advertising can be the 
salesmen from your local stations. 
They want to see that your advertis- 
ing does the best job it can for you. 
They can give you full information 
on cost, time available, and help you 


prepare your announcements. 
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Sample TV 


Announcement 
(20-second) 


VOICE: Some heating sys- 


tems can keep your entire 


home warm and comfort- 


able. 


VOICE: Other heating sys- 
tems only give you cold 
floors and hot ceilings — 
no real comfort anywhere. 


VOICE: stuck 
with a poor heating system. 
To find out what good 
warm air heating is, get 
your free copy of Stand- 
ards for Rating Heating 
Systems. 


Don’t get 


VOICE: See Advance Heat- 
ing Company, 123 South 
Main Street, or telephone 
5-6789. We subscribe to the 
correct standards of warm 
air heating comfort. 


Free Copy! 
Standards for Rating 


Heating Systems 


ADVANCE 
Heating Company 
123 S. Main St. 


Phone 5-6789 





How Local Associations ae 2 


UR an Ratind “rt 


Can Use Standards to 


Promote Better Heating 


Associations throughout the coun- 
try are using newspaper advertis- 
ing, free publicity, contact with 
allied trades and consumer groups, 
and other routes to reach the 
public with the story of quality 


heating 


COOPERATIVE NEWSPAPER ADVERTISING, sponsored by 
local association, tells public of its right to quality heating, 
identifies local dealers as subscribers to conditions set forth in 
Standards for Rating Heating Systems 


FoR TOO LONG, the public has taken 
less-than-satisfactory heating systems 
for granted. They have, in general, 
accepted whatever type of system 
they have been given. Even if it 
wasn't satisfactory, they have been 
led to believe it was the best they 
could expect. This attitude has led 
to a too-common impression that a 
low cost system is as good as a higher 
priced system. 

Local associations, concerned about 
the effect of this attitude on dealers 
who install high quality systems, 
have sought ways to help the public 


make a wise choice when buying a 


heating system or a house with a 
ASSOCIATION OFFICIALS address social clubs, tell home owners about heating system already installed. As 


standards which will provide maximum winter comfort for their families sociation officers realize that if the 
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public had enough technical informa- 
tion to ask pertinent questions about 
the performance of the equipment 
and its distribution system, the num- 
her of 


would dec rease. 


stripped-down _ installations 


Public Demand Carries Weight 


reason that an_ in- 
reflect its 
knowledge to the speculative builder 


They also 
formed public would 
who would be forced to buy heating 
systems that include all the equip- 
ment essential to providing good air 
distribution in every part of the 
house. 

Introduction of the Standards jor 
Rating Heating Systems in the July 
American Artisan has given local as- 
sociations a ready-made tool whereby 
these objectives can be reached. 
The standards are written in a lan- 
guage that is easily understood by 
the average home owner. This valu- 
able information already has been 
put to use in a number of ways by 


local associations. 


Ads Herald Standards 


In Milwaukee, the association pur- 
chased a two-page spread in a top- 
circulation newspaper to get this in- 
formation into the hands of the pub- 


lic (see September American Artisan, 


page 14). The 12 points to consider 
when buying a heating system were 
listed under this headline: “Check 
These Standards for Rating Heating 
Systems.” On one 15144 X 23 in. 
page the 12 important points essen- 
tial to classifying a heating system 
were listed, together with the condi- 
tions that would produce “Good,” 
“Fair” or “Poor” systems. 

The opposite page of the Milwau- 
kee Journal advertisement featured a 
list of the association members and 
an invitation to the public to contact 
these dealers for additional informa- 
tion. 

The Milwaukee association is also 
planning a series of weekly adver- 
tisements in which the 12 standards 
will be discussed individually. The 
public will be told how to use this 
yardstick in selecting a heating sys- 
tem or evaluating their own systems, 
and how to obtain a list of all 12 


points. 


Standards Make News 


Other associations plan to use the 
standards in various forms to fit in 
with their local promotion plans. 

Local associations have used in- 
teresting methods to obtain free pub- 
licity from newspapers. The execu- 
tive secretary of the Heating, Air 
Conditioning and Sheet Metal Alli- 


ance of Du Page County, Ill. ap- 
proached the editor of the county 
newspaper and suggested that he 
publish an article explaining the 
standards as a public service. The 
editor followed this suggestion, add- 
ing to the article a footnote identi- 
fying members of the DuPage County 
association as subscribers to the con- 


ditions set forth in the standards. 


Allied Trades Like Standards 


Another activity undertaken  suc- 
cessfully by local associations is hav- 
ing an oflicer appear on the program 
at local builders’ association monthly 
meetings and describe how the stand- 
ards can be used as an invaluable 
sales tool to prove to the public that 
the builder has carefully considered 
selection of the heating system and 
its installer. 

Real estate agents’ associations are 
also interested in sales tools that will 
aid them in building user confidence. 
These groups will also be interested 
in hearing the standards story and 
how they will profit by using these 


points in selling a house. 


Speakers Address Clubs 


In Pittsburgh, the heating and air 
conditioning dealers’ association is 
planning a lecture program in which 
speakers from their association will 
address various social clubs whose 
members include both men and wom- 
en. This undertaking is an ideal way 
of getting the comfort story across to 
potential purchasers of heating sys- 
tems and of showing the public what 
the local association is doing to pro- 
vide heating systems that will meet 
the specifications that are set forth 
in the Standards for Rating Heating 
Systems. 

These are only a few of the meth- 
ods employed successfully by local 
associations in the campaign to make 
the public demand quality heating 


systems at a fair price to everyone. 


What's all this talk about heating standards? See page 49 
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on a basis of price alone 


To Define Quality 





Instructing prospects in how to purchase a heating 


system points out the fallacy of buying 


TEMPERATURE VARIATIONS held to only a 
few degrees from floor to ceiling are actually 
shown to a prospect with readings in the dealer's 
own home. When compared with similar readings 
in the prospect's home the meaning of the stand- 


“di ards is made clear 


Dealer Uses Standards 





ANY DEALER who prides himself on selling quality heat- 
ing systems will find that the heating comfort standards 
fit his sales program like a hand in a glove. They shift 
the prospect’s interest away from price and turn it to the 
comfort and health of his family. 

One of the many dealers who have found the stand- 
ards to be a most effective selling tool is Roy J. Guerra, 
Metropolitan Heating Co., Franklin Park, Ill. “There are 
a hundred ways a dealer can cut corners to offer a low 
price, but they all add up to a poor heating system. These 
Standards for Rating Heating Systems spell it all out for 
the customer. They show him exactly what quality 
means.” 

The standards are especially useful in dealing with the 
two extremes of competition, he says. One is the high 
pressure competitor who gets a good price but fails to 
deliver quality. The other is the dealer who sells on price 
alone and can not possibly deliver a quality job. 


In discussing the standards, Elroy Hargrave, salesman 


with Metropolitan, notes, “Actually, people don’t have to 
know a lot about heating to protect themselves. They 
don’t need to know anything about equipment or instal- 
lation techniques. Everything they need to know is listed 
in the 12 points on the standards card.” 

He recommends that a salesman sit down with a pros- 
pect and discuss each of the points. Next he should ex- 
plain the three elements necessary to achieve a good sys- 
tem: 1) good equipment, 2) proper installation, 3) care- 
ful balancing. 

The last of these elements is the least understood by 
customers. “We have serviced many jobs with good 
equipment which was properly installed, but which had 
never been balanced,” Mr. Guerra says. 


AMERICAN ARTISAN, OctonerR 1957 





As an example, Mr. Guerra noted how seldom he finds 
“A cus- 


tomer doesn’t have to know about continuous air circula- 


installations set for continuous air circulation. 
tion,” he said, “but if he insists on a good system as 
spelled out in the standards the dealer will be forced to 
provide continuous air circulation whether the customer 
realizes it or not. 

“Homeowners who have been suffering with poor sys- 
tems for years are amazed when the comfort features of 
a good system are explained. When you give them a good 
system, you will find that they usually become some of 
your best salesmen,” he said. 

In developing a new sales presentation based on the 
standards, Mr. Guerra believes in using a prepared sales 
talk, memorized almost word for word. This takes the 
salesman’s mind off of what he is going to say and lets 
him concentrate on how he says it and on the customer's 


reaction. After a year’s experience with a presentation, 


the salesman will have sufficient knowledge to make his 
own changes. 

Metropolitan Heating is in a suburban area and has 
had to tailor its advertising program to fit. Newspaper 
advertising has not been effective because no paper has 
the right circulation. Among the advertising devices used 
by the firm are signs on the back of taxicabs, posters 
on buses, signs on benches at bus stops, and a truck 
painted on four sides with sales messages. It has also 
made good use of give-away items, including thermom- 
eters, book covers. furnace stickers. calendars, and dial 
caps for telephones listing the company’s emergency 
phone number. 

“If the dealers, the wholesalers. and the manufacturers 
in this industry will follow through by carrying the 
standards story to the public.” Mr. Guerra declares, “the 
entire industry will prosper. Dealers will get a fair price. 


and customers will get the comfort they deserve.” 





Standards Hailed As Long Step Forward 


For those who missed the 
July Artisan with its 20-page 
special section introducing the 
Standards for Rating Heating 
Systems card, the 12-point 
check list is outlined below, 
together with the performance 
characteristics listed on the 
ecard under the “Good Sys- 
tem” column for each point. 
The card breaks each point 
down into “Good,” “Fair” and 


“Poor” performance ratings, 
with characteristics listed un- 
der “Fair? and “Poor” head- 
ings progressively less de- 
sirable than those produced 
by a “Good” system. Under 
ideal conditions, even the 
“Good” system can be im- 
proved. 

We believe, and our con- 
viction is borne out by en- 
dorsements from all parts of 


the industry, that these stand- 
ards, broken down into lan- 
guage the home owner can 
understand, constitute the 
longest step forward in fight- 
ing price competition with 
quality the industry has ever 
taken. 

Reprints of the card in 
small and large quantities for 
display, presentation and 
mailing are still available. 


A Good heating system 


1) Room air temperature variations 
Less than 2 deg shown by thermometer on a table 
in middle of room 

2) Temperature variation between rooms 
Less than 2 deg between coolest and warmest rooms 


should produce the following comfort conditions: 


6) Drafts 

No noticeable drafts in any occupied area 
7) Ventilation 

No stale odor in the house 

















3) Variation in temperature between floor 


and 30 in. level 


or under 


Less than 0.6 deg for each 10 deg difference 


between indoor and outdoor temperature 


1) Variation in temperature between floor 


and ceiling 


Less than 1.0 deg for each 10 deg difference 
between indoor and outdoor temperature 


9) Floor surface temperature 


Between 65 and 70 F including corners and out- 12) 
side edges during average outdoor weather 


%) Blower operation 
Continuous when outdoor temperature is 58 F 


9) Furnace capacity 


Reserve capacity of 10 percent at design conditions 


10) Fuel burning efficiency 


At least 72 percent 


11) Flue gas venting 


0.02 in. water gage or greater available draft 


Noise 


Equipment operates quietly 


Any performance characteristics which do not meet the standards prescribed above would, 


of course, fall in the “Fair” or “Poor” column, and are so listed on the Standards for Rating 
Heating Systems card 


Snseageisnsntniemnianastilet 
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Estimate and Bid 


THe U.S. ARMY Corps of Engineers Past experience, in the erection of 
has planned an extensive reserve ten National Guard armories in 
training program which presently lowa, has already established that 
calls for building new armories in it is possible to save approximately 
135 communities. Warm air heating $9500 on each armory designed to 
systems are being commonly §ac- accommodate a 100-man_ training 


cepted as alternate bids. unit. (Most of the 135 armories 


BIDS ON IOWA ARMORY NO. 8 demonstrate savings 
realized on this type of structure when warm air is used 





** Alternate t Alternate + Alternate 
No. 1 No. 2 No. 3 
*Base Bid for Warm Air for for 
General for Heating System Piping Work Concrete Work 
Contractor Building (deduct) (add) (add) 





$148,120 $ 8,200 $ 85 $1750 
141,750 11,170 65 1507 
141,880 11,800 350 1500 
134,625 11,370 65 550 
136,456 7,800 70 1600 
133,830 11,500 1507 
136,338 7,129 770 
137,535 7,200 631 





*Entire cost of job, including wet heat 

**To be deducted from base bid if warm air is specified 
tRerouting of piping for warm air installation 
+One type of change in concrete work if warm air is used 





THOROUGH ESTIMATE and 
bid satisfies government re- 
quirements, assures dealer he 
hasn't overlooked costly items 
which would show up on the 
job. Drawings must be detailed 
and dimensional, accompanied 
by explanations and cost break- 
down 


planned by the Army are for this 
size unit.) 

Dealers estimating jobs of | this 
size (approximately 1,000,000 Btu) 
will profit by studying the plans and 
specifications carefully to be sure 
that all specified equipment is in- 
cluded in the bids they submit. An 
article in the September Artisan ex- 
plained where to get these plans and 
how to use them to estimate a job. 

Bids call for not only the heating 
equipment, air distribution system 
and smoke pipe breeching. but for 
exhaust fans, fuel tanks and piping. 
fuel tank gages and an automatic 
temperature control system for four 


zones as well. 


Case History Shows How 


Following are some tested pro- 
cedures for making estimates and 
submitting bids. 

The bid for the National Guard 
Armory at Audubon, Ia. was esti- 
mated this way: 

The plans were studied as a unit 
to familiarize the estimator with con- 


struction features which might have 
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an Armory Heating Job 






THIS SERIES of articles, describing 
the impressive armory building pro- 
gram now underway by the U.S. 
Army Corps of Engineers throughout 
the country, is presented to help 
warm air heating dealers cash in on 
this lucrative new market 





The door is open for warm air heating . . . 





don’t lose out on a profitable job because of an incomplete 
estimate or bid. Here’s what the government requires 


from you, and how it should be presented 








a bearing on placement of duct work 
for the air distribution system. The 
second step was preparing a_ list 
detailing every piece of equipment 
the specifications classified under the 
heating dealer's s¢ ope of work. These 


items were located on the blueprint 


and circled with a bright colored 
crayon. 
Next. the duct sizes were listed 


from the blueprints, following one 
duct trunk line from the furnace to 
the end of the run, then returning 
to list the branch ducts and _ their 
sizes. The second, third and fourth 
trunk lines were identified and han- 


dled in the same way. 


Load Estimate Double-Checked 


A detailed load 


building was then prepared, broken 


estimate of the 


down into areas to be served. Wall 
sections with large glass areas re- 
ceived special attention. The load 
checked 


equipment capacity and air volumes 


estimate was against the 
specified on the blueprint. Air pat- 
terns were checked for coverage of 


large exposure areas. Alternate ar- 
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rangements for ducts and diffusers 
were tried. Finally, when the esti- 
mator found that the specified system 
would meet the building’s require- 
ments adequately, he proceeded to 
convert duct sizes into square feet of 
metal which in turn was converted 
to pounds of the gage 
fied. 


Specified equipment was selected 


metal speci- 


from catalogs and its cost price listed. 
l nder each piece of equipment was 
entered the estimated number of 
man-hours required for installation. 
If. as in the case of electrical wiring, 
the work was to be subcontracted. the 
estimated cost was shown. 

When all equipment and work had 
been itemized, the list was reviewed 
to check for any possible miscalcu- 
lations in equipment costs or esti- 


mated labor costs. 


Material, Time Costs Added 


The final step in preparing the 
estimate was extending the material 
and time costs to the selling price, 
employing the dealer's regular mark- 


up formula. In the case of large 


equipment, such as the furnace, fuel 
burner and blower, the markup es- 
tablished by 


was 35 


this particular dealer 
percent. Medium priced 
equipment, such as roof ventilators, 
controls and fuel tank was marked 
up 70 percent. Small. low priced 
equipment was marked up 100 per- 
cent. Labor costs were priced at 
double the wage rate paid the me- 
chanics. 

Subcontractor bids are marked up 
at the usual overhead factor of 20 
percent to offset the cost of handling 
in the office. 

These prices were extended to a 
column drawn down the righthand 
side of the estimate sheet. This col- 


umn was headed Selling Price. 


Service Reserve Provided 


The extended figures were totaled 
to obtain the sub-bidding price. To 
this figure was added miscellaneous 
expenses such as freight, local dray- 
age, bid bonds, insurance, building 
permits and inspection fees. (Sales 
taxes are not charged against gov- 
ernment projects such as this.) Also 





‘‘My advice to anyone wishing to bid an armory job is not to bid it too 


cheaply—there are 


added was 2 percent of the sub- 
bidding price to provide for a serv- 
ice reserve. No markup was added 
to miscellaneous expenses and_ the 
reserve. All 


added to obtain the total selling price 


service figures were 
which was submitted as the dealer's 
bid. 

In estimating the selling price of 
the duct work, the weight of metal 
used was multiplied by the factor the 
company has adopted for erected 
work to obtain the figure entered in 
the right hand column of the estimat- 


ing sheet. 


Problems Are Foreseen 


The dealer estimated that installa- 
tion of the 1000 gal buried fuel tank 
with its connecting piping would re- 
quire two days for two men, or a 
total of 32 man-hours. Another in- 
teresting estimate of erection time 
was: four days for two men (64 
man-hours) to furnace, 
burner and blower assembly. The 
1,000,000 Btu furnace came knocked 


down and the weight of the various 


erect the 


parts, plus the limited working area 
available, presents erection problems 
that must be anticipated in making 
the estimate. 

The actual cost involved in wiring 
the furnace and zone control systems 
$650. Five 
hundred dollars might at first have 


was surprisingly high 


seemed a reasonable estimate of elec- 
trical wiring costs on a time and ma- 
terial basis. Had this work been un- 
dertaken by the heating dealer for 
the lower estimated figure, he would 
have suffered a loss. 


Bids Must Be Complete 


Preparing the bid and _ proposal 
for a project differs 
somewhat from the procedure for 


government 


submitting similar bids and proposals 
to civilian buyers. Though it is the 
general contractor’s responsibility to 
submit bids according to government 
requirements, he may not be able to 


certain 


accept or use a dealer’s bid if as a 
subcontractor the dealer has failed 
to comply with the important provi- 
sions required of the contracting 
agency. There are three general pre- 
requisites for submitting bids for 
government work: 1) sending the re- 
quired number of copies of the bid; 
2) mailing the bid early enough to 
reach the general contractor in time 
for him to meet the closing date set 
by the contracting officers; and 3) 
properly tagging, marking or identi- 
fying proposals in which alternates 
to the specified equipment or proce- 
dures are offered. 


Time Commitment Required 


Frequently, the government re- 
quires that a general contractor (who 
in turn makes the same requirement 
of subcontractors) must state, in 
terms of the least number of calendar 


days (counting Sundays and _holi- 


days) after receiving notice to pro- 


ceed with his contract, how much 
time will be required to complete the 
work. In time re- 


quired for completion of their work, 


estimating the 


dealers should allow amply for dif- 
ficulties they may encounter. 

Often plans and 
specifications have been made avail- 


when original 
able to prospective bidders, modifica- 
tions will be made prior to opening 
the bidding. In fact, the government 
sets forth in its instructions its right 
to revise or amend the specifications 
or drawings prior to the bid opening 
date. Such revisions and amendments 
are announced by addenda to the in- 
vitation for bids. Copies are for- 
warded to all prospective bidders, 
but it is advisable for the dealer to 
make inquiries several days ahead 
of bid opening dates to make sure 
no changes have been made without 
his knowledge. When revisions and 
amendments require _ substantial 
changes in quantity or price bids or 
both, the date set for opening bids 
may be postponed. In such cases, the 


addenda include the announcement 


requirements that can be overlooked’’ 


of the new date for opening bids. 
Dealers — even as subcontractors 
must be prepared to offer bid 
bonds in some cases. If a dealer fails 
lo complete his work in the allotted 
time, this bond can require him to 
pay penalty charges based on the 
number of days he falls behind his 
schedule, and to compensate for pen- 
alties imposed on other contracting 
parties for failure to complete their 
work due to his delay. 

Shop drawings used by the dealer 
must be submitted to the contracting 
officer for approval. Such drawings 
must show all parts of the work in 
dimension and in detail the con- 


struction, concealed and exposed 
joints, operating devices, method of 
anchoring and fastening to structural 
members. Schedules for such work 
are an important part of the drawing 
and must be included on the draw- 
ing. Approval of the shop drawings 
by the architect or consulting engi- 
neer does not relieve the dealer from 
any errors in dimensions and/or 
quantities which may develop even 
though work is executed in accord- 
ance with the approved drawings. 
Checking of the drawings by the 
architect or his engineers is under- 
stood merely as assistance to the 
dealers in the work of fulfilling the 


letter of the contract. 


‘Don’t Bid Too Low’ 


The editors acknowledge the co- 
operation of Elwood Arendts, Camp- 
bell Heating Co., Des Moines, and 
Earl Schmidt, Schmidt Heating Co.. 
Charles City, Iowa in providing in- 
formation for this article. Mr. 
Schmidt had this to say: “All in all, 
our armory job was a good job for 
us. My advice to anyone wishing to 
bid an armory job is not to bid it 
too cheaply — there are certain re- 
quirements that can be easily over- 
looked.” 

Next month we shall discuss rec- 
ommended installation procedures for 
this type of heating system. 
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Test Measures Thermal Lag in 


Concrete Panel Heating System 


PRUNK DUCTS CONNECT to supply and return cores in 
concrete slab to distribute warm air throughout house with- 
out supply and return cpenings. Air distribution system is 


in color; slab cores, which run throughout house, are in- 


dicated only at extreme edges 
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Scrutiny of another closed circulation, forced 


warm air floor panel heating system in a well-built 


house gives rise to some suggestions about 


heat storage in concrete slab floors 


IMPROVED ENGINEERING and _ installation practices are 
possible when performance data for actual jobs can be 
evaluated to point out the principles used and the re- 
sults of their application. With this objective in mind, the 
National Warm Air Heating and Air Conditioning As- 
sociation recently has undertaken a study of five forced 
warm air heating systems in houses that point the way 


to better heating performance, from both a comfort and 


AMERICAN ARTISAN, OcroperR 195; 


a mechanical point of view. This is the final article in a 
series reporting the results obtained from the study. 
This article describes a forced warm air, floor panel, 
closed circulation heating system in which the warm air 
is circulated through tube-like spaces cast into prefabri- 
cated concrete floor spans. The air is not circulated in 
the rooms to be heated but passes through the supply 


trunk duct into alternate passages within the floor to 





CONCLUSION OF A SERIES 
OF FIVE ARTICLES ON 
UNUSUAL HEATING SYSTEMS 


the outside edge, then returns to the return air trunk 
duct which parallels the supply duct. The system is en- 


tirely closed without supply or return air registers. 


House Is Well-Constructed 


The building is a single story house. The basement 
extends under all the rooms except one bedroom, which 
is erected over a crawl space. The house is well con- 
structed and contains a kitchen, recreation room, living 
room, entry, two bedrooms, bath and a storage room as 
well as the large basement. It was built in 1955 at an 
estimated $30,000, including the cost of the land. 

The basement sidewalls are concrete blocks. The base- 
ment floor is concrete and its ceiling is prefabricated con- 
crete. Basement height from floor to concrete ceiling is 7 
ft. 10 in.; 


Two feet of the basement extends above grade. An 18 


to the bottom of the center beam it is 7 ft. 


in. deep crawl space with cinder fill and no vapor barrier 
is below bedroom Zz 

Walls consist of 4 in. brick veneer, an air space, and 
| in. concrete blocks covered with a plaster finish. The 
ceiling is insulated with 2 in. mineral wool. 

The doors and windows are weatherstripped and tight. 
No storm sash is used. 


Slab Conduits Distribute Air 


The floor of the house is constructed of a number of 
8 &X 8 in. steel reinforced, hollow beam precast concrete 
units laid side by side and joined with cement grouting. 
Through the center of each beam unit is a 614 in. dia 
hole which serves as a supply or return air conduit and 
is part of the air distribution system. Each beam extends 
the entire width of the basement. 

The design temperature is —10 F and the degree days 
average about 5500 per year. 

The design heat loss for the single story structure is 
84.885 Btuh for the first floor rooms, 29.658 for the 


basement space, and 2167 Btuh for the crawl space walls 


TABLE 1—ROOM AIR temperatures and 
53 F during test 


temperature differentials were somewhat less than ideal when outdoor 


and floor, making a total for the structure of 116,710 
Btuh. The heat loss is equivalent to 45.7 Btuh per sq ft 
of floor area on the first floor. 

The oil-fired furnace has a rated nozzle input of 1.65 
gph (corresponding to 231,000 Btuh) and a rated bon- 
85.000 Btuh. The 12 in. blower is 
driven by a 1/3 hp motor. 


net capacity of 


Supply Conduits Connect to Returns at Perimeter 


The air distribution system is made up of supply and 
return trunk ducts and the concrete floor units. The hol- 
low cores of every other floor beam unit are warm ail! 
conduits. Each is connected at the extreme with the core 
of the adjacent floor beam to form a return air conduit. 
The warm air conduits or passages are connected through 
two extended plenum trunk ducts to the furnace plenum. 
The west trunk duct is 43 ft long and the east trunk line 
runs 6 ft to a tee connection where it splits into runs 
31 and 12 ft long, running north and south. One inch 
of insulation is placed between trunk ducts and the floor 
beams. The hollow core of each of the beams is 614 in. 
in diameter. 

The extended plenum return air duct run resembles 
the warm air side, connecting with every other floor 
beam at the perimeter of the building. 


Weather Is Mild During Test 


The weather was fair during the four day test period. 
During most of the test period the outdoor temperature 
was between 40 and 50 F. The lowest temperature was 
28 F on the first day. The sun shone each day, no 
precipitation occurred, and a mild wind blew from the 
southwest. 

The following control settings were in use at the time 
of the test: 

Fan switch cut-in point 

Fan switch cut-out point 


Limit switch cut-out point 


temperature was 





Bedroom Bedroom 


no no 


below ceiling 

level 

above floor 
Ditterentials between levels 
ling to floor 
n. level to floor 

surface 

ir to fl 
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FIELD TESTS SEEK SUGGESTIONS FOR IMPROVED HEATING PRACTICES 


The National Warm Air Heating and 
Air Conditioning Association main- 
tains a mobile laboratory which 
into an area and surveys 
heating and cooling equipment in- 
stalled in residences. No effort is 
made to alter any of the conditions 


found. Data is secured by the mobile 


moves 


laboratory technician and turned 
over to the Engineering Advisory 
Council for evaluation. A summa- 
rized report of five unusual types of 
heating systems is reported in this 
series of articles. The tests were con- 
ducted during the 1954 - 1955 heat- 
ing season. This is the final report. 








A summary of room air temperatures and temperature 
differentials between rooms is given in Table 1. The 
readings were made when the outdoor temperature was 
53 F. 

The temperature differential of 1.0 deg from floor to 
30 in. level at the same outdoor temperature amounted 
to 0.84 deg per 10 deg change in indoor-outdoor tem- 
perature difference. Both these values are large, especially 
fora floor-panel system. 

In every room the floor surface in the middle of the 
room was warmer than the air near the floor. 

The warmest room was bedroom 1] (73.1 F); the cool- 
est was bedroom 2 (70.3 F). a total deviation of 2.8 deg. 

Solar heat raised room temperatures about 10 deg 
during the day. with the result that the furnace did not 


operate during the daylight hours of the test days. 


Slab Absorbs Considerable Heat 


A concrete floor of this type accounts for considerable 
thermal lag and will absorb a substantial quantity of 
heat. The performance characteristics observed during 
the test period give rise to speculation as to what the 
floor surface temperatures might have been during colder 
weather. It would appear that there might be less residual 
heat stored in the concrete floor if the discharge air from 
the furnace had been adjusted to the prevailing outdoor 
temperatures, 


The relative humidity varied between 36 and 39 per- 


cent during the four-day test. The highest RH occurred 
on the warmest day. 

A relative humidity of about 39 percent for an outdoor 
temperature of 50 F is not high and should not cause 
window condensation. 

Relative humidity was higher in the basement than 
on the first story only because the air temperature was 
lower. The basement dew point temperatures were prac- 


tically the same as those of the living room. 


Duct Pressure Loss High 


The duct pressure loss on the return air side of the 
system is relatively high, amounting to 0.20 in. water 
gage for an air flow rate of 1443 cfm. The air volume 
was determined when the furnace was adjusted for a 
temperature rise of 100 F. (This condition was also 
found in a similar closed circulation floor panel system. ) 

The calculated air flow rate was based upon a furnace 
heat balance in which the input was determined from a 
nozzle rating of 1.65 gph (the closed system has no inlets 
or outlets for velocity measurements). If the value of 
1443 cfm is representative of the true air flow, this was 
the equivalent of 3.1 recirculations of air per hour if the 
air had been circulated in the rooms. 

In mild weather the house was greatly overheated in 
the daytime, but it is assumed that the overheating was 
due to the solar heating effect on the exposed glass areas. 


This article concludes the series of five reports. 


FHA Offers Advice to Home Owners, Builders 


A PRESS RELEASE containing feature 


material which offers advice to home 
buyers and builders has been issued 
by the Federal Housing Administra- 
tion. 

Owners who are planning to repair 
or modernize were told to deal only 
with reputable, established contrac- 


tors or dealers. When in doubt. FHA 
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suggested, owners should consult 
their lending institution, Better Busi- 
ness Bureau or Chamber of Com- 
merce, 

The FHA pointed out that home 
modernization is needed from time 
to time to keep up with changes in 
living requirements. A home in the 


middle price range $15.000 to 


$25.000 should continue to pro- 
vide a satisfactory living place for 
at least two generations. 

Builders were told that today’s 
home buyer demands a well designed 
house, planned for convenience, and 
liveability, durable and easy to care 
for. He will take time to shop around 


for what he wants, 





Modernization Can Be Pathway 





THIS SERIES of articles, under 
the general heading, 
‘* ‘TRAINING PROGRAM’... 
in Print,’’ is designed to help 
dealers train their engineer- 
ing, service, managerial and 
sales personnel in ali phases 
of their operations. These 
articles are selected for their 
informative value and are 
presented as reference mate- 
rial for developing know-how 
among employees in situa- 
tions which are likely to 
arise. Some of the previous 
articles in this series have 
discussed: 


electrical problems 
humidity control 
management techniques 
air distribution 

sales presentations 
school heating 
promotion ideas 

attic fans 

selling builders 
attention to details 
installation procedures 
fume removal 

job estimating 

outside air intakes 
classroom heating 
scrap salvage 








THE MODERNIZATION of heating svys- 
tems in existing homes is as different 
from new house installations as deep 
sea fishing is from fly casting. ac- 
cording to Charles R. Wolfe. C. R. 
Wolfe Heating Co.. Middletown. N.Y. 
Mr. Wolfe should know because he 
has had experience with all four. 

This company specializes in re- 
placement work and Mr. Wolfe has 
thoroughly studied its many facets 

merchandising. selling. engineer- 
ing and installing. He has carefully 
developed his estimating techniques. 
And he has proved his methods 
through wide experien 2. 

The W olfe { ompany has replac ed 
many residential steam and hot wate 
systems and has modernized many 
gravity and forced warm air instal- 
lations as well. Its modernization 
work has not been restricted to the 
residential field, and recently it  re- 
placed a steam system in a commer- 
cial building with two 1.000.000 
Btuh forced warm air systems. As 
each new replacement job is com- 
pleted, the company’s reputation as 
modernization headquarters grows. It 
now serves customers throughout 
Orange county. within a 25 mile 


radius of Middletow n. 


Examine Building Thoroughly 


Modernization work is tricky. To 
make a profit on every replacement 
job sold, it is necessary to thoroughly 
examine the building to note any con 
struction features that may cause 
trouble. In particular, an estimator 
must be careful to look out for pit- 
falls that may take more time than 
would normally be expected. 

To assist in making accurate esti 
mates of the time required to com 
plete a job. Mr. Wolfe has designed 
a special labor estimating form. This 
form (see illustration) includes all 
of the steps that may be encountered 
on a modernization job with an esti 
mate of the time required for each 
These figures have been taken from 
carefully prepared reports made by 
the company’s staff of installers. five 
of whom have been with the com 
pany for 11 years or more. The form 
is periodically adjusted to include 
new headings and to reflect as ac- 
curately as possible the actual time 
required to perform these operations. 

The items listed on this labor esti 
mating sheet are classified by the type 


of construction encountered. These 
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to Better Profits 


Modernizing the heating sys- 
tem in this 100-year-old house 
was a real challenge. But this 
dealer had the answer, thanks 
to careful estimating and ef- 
ficient installation techniques. 


He knows what it takes to 


make money in remodeling 


classifications include: old house. new house. old farm 


house, crawlspace. and finished ceiling in basement. 


Times Listed for Each Type 


To estimate the time required to install a hidden riser 
duct to a second floor supply opening. for example, the 
sheet shows different times for the different construction 
classifications. New house is listed as 3 hours. old house 
as 8 hours. old farm house as 10 hours. crawlspace house 
as 1] hours. and where a finished basement ceiling is 
encountered as 914 hours. 

In the case of the replacement of a steam system with 
a forced warm air system, the form lists 24 man hours to 
dismantle the boiler, pipe and radiators. Hot water sys- 
tems usually take longer. and the time listed is 28 hours. 

The labor estimating sheet has been mimeographed 
and one copy is used for each installation. It acts both 
as a record of the original labor estimate and as a check 
against the actual time required to complete the job. 

To help the salesman effectively utilize the labor esti- 
mating sheet, another mimeographed form has been de 
veloped for the salesman to fill in when he surveys the 
customer's building. This sheet has three general head- 
ings: those applying to general characteristics of the 


building, those applying to installations where fuel oil 


is to be used, and those where piped gas is to be used. 
Under each heading is a group of questions that must be 


answered at the right in one of two columns which are 


headed “Yes” and “No.” One of these forms is com 


pleted on each survey 
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-FURST FLOOR WORK- 
loor Box & Register 


Baseboserd Reg. & Box 


Sidewall Reg. 
» Paint 
e . 
Baseboard Return 
. . 
. - (F 
Close Old Reg. Opening 
(Pipeless 
lose Old Reg. Opening 
(Floor) s M 
Close Old Reg. Opening | Over i 
(Baseboard) ri Dismantle & Remove Old Furnsece 
Close Old Reg. Opening ne sc , Steen 
(Sidevell) = Boiler & Radistors 
Close Old Steam Pipe | Dismantle & Remove H.W.Soiler 
Opening & Radietors 
Instelling Thermostet Meke Base For Ay 
* . | " ” . ir 
Deep,Ready Mix 


livery 


Delivery 


Chimney Clean Out (Brick 


Cut Opening In well 


UCT WORK - FORCED AR- 





oel Furnece Insulate Hood Branches-Each (N) 
jravity Furnace (Ges - = C 


orced Air Ges Furnece 


Furnece 


2 Returns 
RA Trunk & Branches-Each 


ore 


& Low Sides 
ith New Furnece 
High & Low Sides 
Added Later 
Window Models 
On Window Sill Install 
Window Models | Purge 
Mounted High In Window | Wire Blower & Controls 
onversion Ges 


~ACCESSORIES- " ( 
Blower On New Instslisetion 
. " Old ° 


1 
Conversion Ges Burner 
* Ps ° 
Ges Weter Heater 
With Furnece 
Gas water Heater (Assembled 
(Seperste) | | Wire Forced 
Instell Humidifier Non-Assembled 
with F I late Duct Each 
2 lean Basement-Put 
Mtl. 5 
nespove 


e 


Ware Air Pipes 
Use Old Pipes 3 Reset Service (16" 
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Joist Return Air } » - 28" 


(10 Ft. T 1 Time (Zone 


~ 
5 ANON wo 


Sore 


eel Joi 

Each Additional 2 
Return Air Drop 
Of Furnsece 


k 


PER HOUR 


L LABC QST 


LABOR ESTIMATES are figured on this special form, 
developed from years of experience. The figures show 


average time for completion of each step 





Under the general classification on this form there 
are 11 questions that deal with problems involved in 
getting the furnace and other equipment into either the 
basement or crawlspace, chimney data, electrical service 
information, and partition wall construction features. 

Under the oil classification. information as to tank lo- 
cation, fill and vent line data, furnace supply line loca- 
tion, filter size and location, and flue pipe length is indi- 
cated. 

Where gas is used. questions deal with meter location. 
adequacy of supply piping, gas approval by utility com- 
pany, vent pipe location and size, other gas burning 


equipment used, and condition of chimney. 


Salesman Sketches Floor Plan 


Information for this installation check sheet is obtained 
by the salesman at the same time that a detailed floor 
plan is sketched. This floor plan contains pertinent data 
on exposure, construction, area dimensions and other 
building features needed for estimating the heat loss. The 
salesman’s sketch is converted into a scaled floor plan 
at the office. A supply and return system is designed to 
meet the needs of the areas to be served, and also to 
utilize building construction features to keep time con- 
suming installation work at a minimum. 

The job of designing a modernization installation in 
the most efficient manner must take many factors into 
consideration. When specifying locations for trunk duets, 
grille and register openings, branch ducts, and panned 
joist spaces, the salesman-engineer must utilize all the 
principles of a good air distribution system by working 
the duct fitting into places where the building’s struc- 
tural features can be utilized to the best advantage. 

When it is possible, basement window openings are used 
to locate the supply openings near the outside wall for 
perimeter diffusion. When window openings do not suit 


the duct system design, portions of the masonry at the 


top of the basement wall (where not used for support 


BY LOCATING perimeter outlets above basement win 
dow openings it is easier to get them closer to outside 
wall 


WHEN SUPPLY outlets cannot be located above win 
dow openings in basement, wall is chipped out for boot 
connection 


of the building) are chipped away to make room for 
boot connections. 

Basement partition walls, designed to support certain 
portions of the house, frequently must be cut through in 
a number of places to make room for supply and return 
ducts. Where it is necessary to make several holes close 
together in partition walls, it is advisable to install pre- 
fabricated floor jacks to assist in handling the building 
load. Too many or too large openings in partition walls 
can cause the building to settle in that general location. 

Another problem often faced by the salesman-enginee1 
in laying out the duct system is created by water and gas 
piping, electrical conduit and cable, and other equipment 
already fastened to the basement ceiling. To overcome 
this situation it is often necessary to hang the trunk and 
branch ducts as much as 6 in. below the joists, using off- 
set fittings to permit the ducts to cross the existing 
utility equipment. 

Special effort is made to locate supply openings where 
they will direct warm air over the areas of greatest heat 


loss. This often becomes quite a problem in moderniza 
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FLOOR JACK at left helps carry building load where 
basement partition wall was cut through in two places 


HANGING DUCT 6 in. below joists solved the prob- 


lem of crossing electrical conduit and piping 


tion work when an outside door is located near a cornet 
and on the adjoining wall a window is also located neat 
the corner. The Wolfe engineer in such a case usually 
selects a register that can be located beneath the window 
and carbe adjusted to direct a portion of the warm ait 
up along the wall containing the window and a second 
portion of the air toward the exposed door area. 

Location of kitchen supply openings also presents prob- 
lems over and beyond those encountered in other rooms. 
One recent modernization job was being installed at the 
same time that the home owner was remodeling his 
kitchen with metal cabinets and alcoves for the refrigera- 
tor and other appliances. Mr. Wolfe took advantage of 
the exposed walls to run a supply duct in the partition 
and bring it out over the metal kitchen cabinets being 
installed. 

One rule, carefully followed by this company, is never 
to cut into wooden beams to make room for duct work. 
Some way is found to take the duct either over or under 
the beam. 


Two Men Cut Openings 


When cutting holes for supply and return openings, 
two men are used, one in the basement or crawl space 
and the other on the floor above. The man on the first 
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INSTALLATION of new cabinets in this kitchen en- 
abled installers to run duct in partition wall and out 
through the soffit above the cabinets 


floor will drive a nail through the wooden flooring. The 
man in the basement will locate the nail and tell the 
man above how to adjust the opening to be cut to fit 
the space available below the floor. As the hole is being 
cut, the man below observes the progress. If alterations 
are necessary to provide room for duct fittings and 
working area, he informs the mechanic working above. 

Installing supply ducts for second and third floors 
presents several problems because of the air volumes 
required. If the house contains clothes closets near suit- 
able locations for ductwork, these are used. When closets 
arent suitable or available, ducts are placed in corners 
of first floor rooms to supply the areas above. Decorating 
these ducts is usually left to the home owner, since some 
people prefer to cover them with furring strips and 
plaster, and others to paint the ducts to match the decor 
of the room. 


Conduct Vigorous Promotion Campaign 


The Wolfe company does not believe in waiting for 


prospects to come to the door. They conduct a vigorous 
sales promotion program. Prospect leads are obtained in 
several ways. Each approach is designed to fit the 
prospect. If the prospect has recently purchased a home 
(in Middletown, they are listed in the daily newspaper), 
a letter goes out to the new owner. The letter is an intro- 
duction of the services of the C. R. Wolfe Heating Co. 
and an offer to check the heating equipment free of 
charge. The letter points out that the new owner surely 
recognizes the importance and desirability of a heating 
system that will provide comfort during the coldest 
weather. 





For prospects who live in old houses, a letter is written 
telling about the benefits of periodic inspections to cul 
down high fuel bills. These prospects are encouraged to 
return a self-addressed post card which lists the type of 
equipment they have and requests that a service appoint- 
ment be made. The cost for servicing each type of heat- 
ing system is listed. This same post card is sent to all old 
customers who are encouraged to have an annual inspec- 


tion and cleanup operation performed. 


Special Price in Slow Season 


To encourage this type of service work during April. 


May and June special prices are offered (usually $2 lowe1 


than prices for the other nine months). Old customers 
have learned to take advantage of this saving and the 
company is able to schedule the work for times best 
suited to the service department’s work load. Cleaning 
up most of the annual service calls before the busy fall 
installation season makes it possible to have the whole 
service and installation crew available when the work 
toad is heaviest. Also. sales leads uncovered by service- 
men during the annual cleanup and inspection service 
can be followed up early in the summer by sales person- 
nel. 

Another source of leads is past customers who receive 
a booklet containing four self-addressed post cards re- 
questing the names of persons whom the customer feels 
may be interested in new heating equipment. For each 
lead furnished by a customer that turns into a sale. the 
company sends a $10 check as a token of appreciation. 
Most of the leads received are turned into sales because 
the customer has already prepared the way for a favor- 


R. Wolfe Heating Co. 


able acceptance of the C. 


Warm Air Advantages Stressed 


One of the strongest sales tools used by the company 
is the “Seven Steps to Indoor Comfort” prepared by the 
National Warm Air Heating and Air Conditioning As- 





BRIGHT-HEADED pins in this county map show loca 
tion of every heating system installed by the company 
It is kept up to to date by Charles R. Wolfe (right) and 
G. Arthur Wolfe 


sociation. Mr. Wolfe uses this 16 page booklet to show 
that only a forced warm air heating system can provide 
all of the essential requirements of a heating system. Mr. 
Wolfe quickly points out that any type of wet heat sys 
tem is capable of providing only one of the seven re 
quisites air at a satisfactory temperature. He also 
points out that this is usually obtained only in certain 
areas of a room when wet heat types of systems are used. 
He explains that research at the University of Illinois and 
other colleges has proven that a properly designed forced 
warm air system can give satisfactory temperatures at 


all levels and in every part of a room. 


Points Out Economy Features 


Using the other requisites, he builds the case for the 
replacement of wet heat types of systems with forced 
warm air. He points out that forced warm air systems 
are more economical. Figures he has accumulated show 
that it costs 1/3 more to operate a steam system and 
1/4 more to use a hot water system. Using these figures 
to show the saving in operating costs he explains that 


such savings are sufficient to purchase an electronically 


WHAT’S YOUR PROBLEM? 


The American j\rtisan’s ‘TRAINING PRO- 
GRAM’ — IN PRINT will explain the whys 
and wherefores of some of the dealer’s 
problems, tell what to do about them. You 
will want the members of your organization 
to study these articles carefully, keep them 
for future reference ... . If you have a 
problem you'd like to see covered, write 
Clyde M. Barnes, Editor, American Artisan, 6 
N. Michigan Ave., Chicago 2, Ill. 
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UNUSUAL feature of company’s display room is this 
corner representing an old-fashioned living room 


operated filter which increases the efficiency of the filter- 
ing process. This provides the advantages of less launder- 
ing and dry cleaning of draperies and upholstery. The 
savings in these costs usually impress the housewife in 
particular, 


Sales Points Overcome Price Factors 


If prospects for a replacement job call in other dealers 
who offer a lower price, the Wolfe salesmen counte! 
with these four strong points: 1) good engineering, 2) 
a good product, 3) good mechanics and 4) a good service 
policy. The prospect is asked to compare these proven 
factors against the difference in price. Price seldom be- 
comes the deciding factor after a detailed explanation of 
each of the four points, backed up with evidence carried 
in the salesman’s portfolio. 

Prospects who visit the company’s showroom are shown 
an unusual display in one corner where a living room of 
the early 1900's is duplicated. An old kerosene lamp. 
hard wooden chairs, a straight legged table and a old 
pot bellied stove create an atmosphere of old time living 
and its typical discomforts. 


Contrast Makes Convincing Story 


When prospects have been shown the modern heating 
equipment on display and the warm air distribution sys- 
tem has been explained, they are taken again to the old 
fashioned living room and asked “Is your heating system 
as out of date as this corner?” The inadequacy of steam 
and hot water systems is easily recognized by the prospect 
and the principles of forced warm air heating systems are 
easily seen as the modern way to heat a building. 

Some of the replacement systems sold by the Wolfe 
company have gone into houses over 100 years old. One 
such job replaced a steam system in a three story house. 
The cost of this job was $2014, including duct work to 
serve 18 supply registers and provide six return openings, 
and a 175,000 Btuh gas-fired furnace. 
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EXHIBIT used at county fair is simple in design, but 
bright colors make it attractive 


Another boiler replacement in a two story house called 
for a 135,000 Btuh furnace, 13 supply registers and six 


return openings. This job sold for $1410. 


Advertising Based on Volume 


The company uses newspaper advertising, direct mail, 
radio and the Orange County Fair to advertise its serv- 
ices. Advertising budgets are based upon the volume 
anticipated for the coming year 214 percent of the 
annual volume is allocated to sales promotion. 

The booth decoration for the Orange County Fair 
consists of two model furnaces a highboy and a low- 
hoy one gas-fired, the other oil-fired. The backdrop 
for the display is a panel of modernistic design, brightly 
painted on one side with a dark diagonal panel on the 
other side. The dark panel design is broken with straight 
white cords hanging in front of the panel. The cords are 
pieces of treated white rope. On each of the long cords 
is a bright orange rubber ball. The display is simple in 
appearance but effective as an attraction. 

The booth contains a rack with literature about forced 


warm air heating and the equipment best suited to meet 


the needs of heating prospects. Those who stop at the 


booth and who are definite prospects for heating systems 
Oo 
) 


receive an in. thermometer. The metal thermometer 
holder contains the company’s name, address and phone 
number. The thermometers cost $0.34 each and are 
cheaper than most other types of handouts. They have 
an average life of five years and act as a daily reminder 
that the C. R. Wolfe Heating Co. is always ready to 
serve them. 

The Wolfe company’s success, it can easily be seen, is 
no accident. By specializing in modernization work, the 
firm has been able to develop skills and techniques which 
give it a distinct competitive advantage. Careful estimat- 
ing and cost controls assure satisfactory profits. However. 
the key element in building business has been a strong 
emphasis on merchandising and sales promotion to reach 
and sell the public. 





THE WEEK OF Nov. 18-21 will be a 
busy one for the warm air heating 
and air conditioning industry. Chi- 
cago will be the center of activity 


with major conventions, 


meetings 
and an exposition scheduled. Attend- 
ing these events will be members, as- 
sociate members and guests of the 
National Warm Air Heating and Air 
Conditioning Association, the Nation- 
al Heating and _ Airconditioning 
Wholesalers and the Air-Condition- 
ing and Refrigeration Institute. 
The National Warm Air Heating 
and Air Conditioning Association 
will hold its convention at the Mor- 
rison Hotel November 21-22 with a 
program designed to aid the industry 
in solving problems at the dealer 
level. The association’s 19 commit- 
tees will hold their meetings two days 


prior to the convention, Nov. 19-20. 


NHAW Follows NWAHACA 


National Heating and Aircondi- 
tioning Wholesalers will begin their 
annual convention at the Morrison 
Hotel Sunday, Nov. 17 with a board 


of trustees’ meeting. The convention 


J 


) Nae, —_— et 
~*~ pr 
hs . 


mene ai eel 


November 18-21: 





. . . as the National Warm Air 


Heating and Air Conditioning Association, the 


National Heating and Airconditioning 


Wholesalers, and the Air-Conditioning and 


Refrigeration Institute converge on 


the convention city simultaneously for 


national meetings and exposition 


program will get underway Monday 
morning, November 18, and run 
through Wednesday, November 20. 

The Air-Conditioning and Refrig- 
eration Institute, sponsor of the 10th 
Air Conditioning and Refrigeration 
Industry Exposition, expects — this 
show to be the largest in its history 
with a multi-million dollar display 
of air conditioning equipment for 
residences, stores, institutions, offices 
and warehouses. The show will be 
open Monday through Thursday, No- 
vember 18-21 at the 


Amphitheatre. 


International 


Prior to this busy week other as- 
sociations and engineering societies 
will hold their annual meetings so 
members of their industries may be 
free to visit the ARI show. These 
groups are: The American Society 
of Refrigerating Engineers, Nov. 14- 
16. Shoreland Hotel; Refrigeration 
and Air Conditioning 
Nov. 16-18, 


Contractors, 
Drake Hotel; Air-Con- 
ditioning and Refrigeration Whole- 
salers, Nov. 16-18, Sheraton Hotel: 
and Refrigeration Service Engineers 
Society, Nov. 16-19, at the Morrison 


Hotel. 


NWAHACA Spotlights Dealer Problems 


. . - With a new approach, featuring case 


histories, team discussions and industrywide analysis 


A NEW APPROACH to conducting con- 
vention programs will be inaugurated 
November 21 and 22 at the National 
Warm Air Heating and Air Condi- 


tioning Association meeting. 
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INOOOR COMFORT 


of dealer-interest subjects 


“We are arranging for representa- 
tives of each of the business segments 
of the industry to speak with, rather 
than at one another,” says George 


Boeddener. managing director of the 


association. Two and sometimes three 
speakers will be on the same platform 
at the same time, each in turn dis- 
cussing program subjects from the 


standpoint of his type of business. 
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NW AHACA 
Convention Program 


Thursday, November 21 


:30 a.m Registration 
:45 a.m. 


Let's 


Morning Session 
Work 
welcoming address 
It's Your Market 
Group Advertising Is Profitable 
The 
12:30 p.m 
2:30 p.m. 
Quality Systems Can Be Sold 
Added Profits 


There's Profit in Engineering 


logether— President's 


Terre Haute Story 
Luncheon Session 
Afternoon Session 


Advertising for 


Friday, November 22 


8:30 a.m. 


9:30 a.m. 


Registration 
Morning 
Standardize Your Jobs for Profit 
Profit Through Better Buying Habits 
Capitalize for Longer Profits 

Your 
Profits 


ADJOURNMENT 


Session 


Use Added 


Association for 











WwW ill be 


dealer interest, dealing with a prob- 


Each subject focused on 
lem common in the dealers’ sphere, 
and a dealer will be one of the speak- 
ers on each subject. He will be sup- 
ported by a teammate representative 
of a wholesaler or manufacturer who 
will explain the effect of the dealer’s 
problem on his business. Case histo- 
ries will be emphasized, with selected 
their 


tions to common problems. 


dealers describing own. solu- 


Profits Up 40 Percent 


Walter Stevenson. Hoosier Heating 
& Sheet Metal. Haute. Ind.., 


will relate how he increased his sales 


Terre 


70 percent and his profit 40 percent 
in two years with a planned, continu- 
ous advertising program. His team- 
mate will be Frank Nunlist, executive 
Mueller Climatrol 
Div.. Worthington Corp., Milwaukee, 


whose staff helped plan the program. 


vice president, 


Describing how group advertising 
pays off will be a team comprised of 
Walter Marth, G. F. Marth & Son, 
Milwaukee dealer; Frank EF. Mehr- 
ings, president of Heating and Ait 


Conditioning Supply and Service Co., 
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DIRECTING the conven- 
tion activities is Frank L. 
Meyer, 


Terre 
profit 
promotion 


Meyer Furnace 
Co., president of NWA- 
HACA, whose opening 
address is “All Together 
Now” 


Nunlist, 
trol Div., 


Corp. 


CONFIRMING the value 
of continuous promotion of 
in increasing a dealer's 


ing and 
profits is Walt Stevenson, local 


Terre Haute, Ind., dealer 





These are some of the speakers who 
will report on dealers’ problems 


REPORTING 
Haute 
through _ planned 


is 


Mueller Clima- his 
Worthington 


RECOMMENDING 
cooperative 
promotion by 
associations is 
Frank E. Mehrings, Peo- dealer, will report his ex- 
ria, Ill., wholesaler 


on “The 
Story” of 


PRESCRIBING 
neering 


“Engi- 
Profit” as 
means of assuring a deal- 


for 


Frank J. er’s good reputation in 
Don 


Majestic 


community is 
Winegardner, 
Co. 


PRACTICING what he 
preaches about good en- 
gineering, John P. Mon- 
Ypsilanti, Mich., 


use 
advertis- 


tonye, 


periences 








Peoria wholesaler: and James F. 
Deane, vice president and general 
manager of Tuck-Aire Furnace Co.. 
San Francisco manufacturer. Mr. 
Marth and Mr. Mehrings will de- 
scribe the WHAM programs in their 
Mr. will de- 


House Secrets 


and Deane 
the Heating 
promotion of the Warm Air Heating 
Institute of Northern California. 


A discussion of 


cities, 


scribe 


for 
profit by John P. Montonye, Indoor 
Comfort Co., Ypsilanti, Mich. and 
Don Winegardner, manager, 
Majestic Co., Huntington, Ind., will 


describe 


engineering 


sales 


how accurate engineering 


of heating and cooling installations 
pays off. 

Two dealers—William E. Favret. 
Co.. and Adam J. Pataky, 
Adam, Lusch & Schill Furnace Co.. 


Columbus 


Favret 


together with Newt Hess, 
vice president, Vorys Bros., Colum- 
bus wholesaler, will enumerate tips 
on materials buying for profitable op- 
eration. 

Other case histories presented by 
dealer-manufacturer-wholesaler teams 
will analyze such 
able 


standardizing for 


subjects as profit- 


prospecting, selling quality, 
profit, and time 


payment selling. 





























\ 


KEYNOTER for the NHAW 
is C. S. Stackpole, 


executive director of the Ameri- 








convention 


can Gas Association 


A CONVENTION program that 


prom- 


ises money-making ideas, inspiration 
and good fellowship, along with an 
opportunity to exchange business 
thinking with the nation’s top heat- 
ing and air conditioning wholesalers, 
will be ready and wating at Chicago. 

Keynote speaker will be C. S. 
Stackpole, executive director of the 
American Gas Association. who will 


bring a message of importance to 
everyone in the industry. 

Workshop panel sessions featuring 
the dramatic skits which proved so 


popular last year will again be a 
feature that those attending will look 
forward to. 

The first workshop panel will con- 
tinue last Spring’s discussion of the 


“Know 


important and valuable topic. 





equipment for inspection by industry and the public 


be featured at the 10th Exposition 


and Refrigeration Industry, sponsored by the Air-Condi- 


tioning and Refrigeration Institute 


Amphitheater November 18-21. 


Following are 


A HUGE DISPLAY of heating and cooling equipment will 


Air Conditioning 


the names and booth numbers of those 


NHAW To Explore 
Management Pitfalls < 






Wholesalers compare notes on figuring costs, han- 


dling credit, collections and financing, budgeting, 


All Your Costs of Doing Business.” 
John Robertson, president elect, will 
be chairman of this session. 

Credit. collections, and finance will 
come in for study in the second work- 
shop panel. Robert W. Allen, Win- 
N.C., 


serve as chairman. 


ston-Salem, wholesaler, will 

A final workshop panel will cover 
wholesaler budgets for sales promo- 
tion. It will both the sale of 
merchandise and the service of prod- 
Atlanta 


wholesaler. will act as chairman for 


treat 


ucts. Tommy Thompson, 
this discussion. 

For the third year, one day will 
he set aside for the Business Confer- 
Fifty 


prov ided so that 


Program. conference 
booths will be 


wholesalers and 


ence 


manufacturers can 


meet to discuss business matters 
of mutual interest. Tuesday, Nov. 19, 
is the day set for the conferences. 
Another convention feature will be 
to sell the 


competition 


a demonstration on how 
big volume dealer in 
with the direct selling manufacturer. 
Jack Allen, Buffalo, N.Y., wholesaler, 
will share with other wholesalers his 
sales technique. 


In addition, outstanding programs 


ARI Assembles Big Exhibit 


. . . featuring air conditioning—heating and cooling— 





from the show 


the International went to press. 


sales promotion and selling the large volume dealer 


or products. The information 





scheduled to 
provide a refreshing change of pace 


of entertainment are 


and to make the convention fun for 


all. 
The convention program is as fol- 


lows: 


Sunday, Nov. 17 


12:00 Noon Board of Trustees Meeting 
and Luncheon 


Monday, Nov. 18 


Registration 

Committee Meetings 

12:00 Noon Luncheon Meeting 

2:15 p.m. Panel Workshop Session on 
“Know All Your Costs of Doing Busi 


ness 


8:00 a.m 
9:30 a.m. 


Puesday, Nov. 19 


8:00 a.m. Registration and 
Membership Breakfast 


General 


9:15 a.m. General Membership Meet- 
ing 

11:30 a.m. Business Conference Pro 
gram 


12:30 p.m. 
6:30 p.m. 
7:30 p.m 


Buffet Luncheon 
Cocktail Party 
Annual Banquet 


W ednesday, Nov. 20 


8:00 a.m. New Trustees Breakfast 
9:30 a.m. Workshop Panel on Credits, 
Collections, Finance 

11:00 a.m. Workshop Panel on Whole 
saler Budgets for Sales Promotion 

12:30 p.m. Luncheon 

2:15 p.m. Demonstration on 
the Big Volume Dealer 

3:15 p.m. Adjournment 


Selling 








3 HEP 


“By 


» 


%Suy yore 


exhibitors scheduled to show air conditioning equipment 


given is the latest available 


management at the time that this issue 


Keeney Publishing Co., publisher of American Artisan, 









will have a display in Booth 704. 
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Dexter Perk Ave. 


ARI EXHIBITS ARE HOUSED in these booths at the International 
hibitors’ 





Amphitheater. Keep this floor plan and ex- 
list as a guide to the show. American Artisan will welcome visitors at booth 704 (encircled) 


ARROW-HART & HEGEMAN_ ELECTRIC 
Show Hours COMPANY, 103 Hawthorn Street, Hartford 
6, Connecticut—Booth 232 
THE EXPOSITION will be open each day during the BACHARACH INDUSTRIAL INSTRUMENT 
following hours: COMPANY, 7301 Penn Avenue, Pittsburgh 
8, Pennsylvania—Booth 222 
Monday, November 18 . oases’? 2 p.m. to 10 p.m. BALTIMORE AIRCOIL COMPANY, INC., 
Tuesday, November 19 eeees ecees 10 a.m. to 6 p.m. 2624 Mathews Street, Baltimore 18, Maryland 
s —Booths 648-49-50 
Wednesday, November 20 . 10 a.m. to 6 p.m. 


BELL & GOSSETT COMPANY, 8200 North 
Thursday, November 21 10 a.m. to 4 p.m. Mlinois- 


Austin Avenue, Morton Grove,  Illinois— 
Booths 525-26 


ACME INDUSTRIES, INC., 600 North Me- 


BENDIX-WESTINGHOUSE AUTOMOTIVI 
chanic Street, Jackson, Mich.—Booths 418-20 


AMERICAN BRASS COMPANY, Waterbury, AIR) BRAKE COMPANY, EVANSVILLI 
Connecticut—Booth 521 DIVISION, 950 East Virginia Street, Evans 

ville 11, Indiana—Booth 414 

ADDISON PRODUCTS CO., Addison, Mich.— AMERICAN COILS COMPANY, Route 524, 


Booths 611-12 Lakewood Road, Farmingdale, New Jersey— BINKS MANUFACTURING COMPANY, 3114- 
| Booths 663-64-65 40 Carroll Avenue, Chicago 12, 
AEROQUIP CORP., 300 South East Ave. Jack- Booths 230-31 
son, Mich.—Booth 641 AMERICAN MOTORS CORP.—see KELVINA- 


TOR DIV BOHN ALUMINUM & BRASS CORPORA- 
AEROVOX CORP., 742 Belleville Ave. New 


TION, 1625 East Voorhees Street, Danville, 
Bedford, Mass.—Booth 745 AMERICAN PLATINUM WORKS, 231 New Illinois—Booth 359 
Jersey Railroad Ave., Newark, N.J.—Booth 
AIRSERCO MANUFACTURING CO., 435 Mel- 744 BROOKSIDE CORPORATION, McCordsville, 
wood St. Pittsburgh 13, Pa.—Booth 146 | Indiana—Booth 428 
AMERICAN NAME PLATE & MFG. COM- 
AIRTEMP DIV., CHRYSLER CORP. 1600 ‘i 


PANY, 4254 West Arthington Street, Chicago BRUNNER DIV.—see DUNHAM-BUSH, IN¢ 
Webster St. Dayton, O.—Booths 105-6-7-8-9-10 24, Illinois—Booth 223 


Illinois— 


: BRYANT MANUFACTURING COMPANY, 

ALCO VALVE CO., 865 Kingsland Avenue, St. AMINCO REFRIGERATION PRODUCTS DIVISION OF CARRIER CORPORATION, 
Louis 5, Missouri—Booth 444 COMPANY, 1000 East McNichols Road, 2020 Montcalm Street, Indianapolis, Indiana 

Detroit 3, Mich —Booth 207 —Booth 406 

ALLEN-BRADLEY COMPANY, 136 West ae — 
Greenfield Avenue, Milwaukee 4, Wisconsin— ANDERSON CHEMICAL COMPANY, P. O BUCHBINDER BROS., 506 S. Wabash Ave., 
Booths 767-68 Box 1424, Macon, Georgia—Booth 605 Chicago 5, Ill.—Booth 316 

ALLIED CHEMICAL & DYE CORP.—see GEN- ANSUL CHEMICAL COMPANY, One Stanton BUNDY TUBING COMPANY, 
ERAL CHEMICAL DIV. ; i 


Street, Marinette, Wisconsin—Booth 449 
ALLIN MANUFACTURING COMPANY, 410 A-P CONTROLS DIV.—see CONTROLS CO. 
Hermitage Avenue, Chicago 22, Illinois— OF AMERICA 
Booth 662 


8109 East 
Jefferson, Detroit 14, Michigan—Booth 545 


BURR OAK TOOL AND GAUGE CO., Box 
471, 1011 Prairie Ave., Sturgis, Mich.—Booth 
§23 
ARMSTRONG CORK COMPANY, Liberty & 
ALTER COMPANY, HARRY, 1721 South Wa- Charlotte Streets, Lancaster, Pennsylyania— BYERS CO., A.M., Clark Bldg., Pittsburgh, 
bash Avenue, Chicago 16, Illinois—Booth 713 Booth 163 Pa.—Booth 711 
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ALGON CO. DIV.—see HAGAN 
CALS & CONTROLS, INC. 


CHEMI 
ALUMET & HECLA, INC.—see WOLVERINE 
TUBE DIV 


ARRIER CORPORATION, 300 South Geddes 
Street, Syracuse 1, New York—Booth 510 


CARRIER CORP.—also see 
co. 


BRYANT MFG. 


ARVER PUMP COMPANY, 1056 
Avenue, Muscatine, lowa—Booth 145 


Hershey 


ENTURY ELECTRIC COMPANY, 1806 Pine 
Sereet, St. Louis 3, Missouri—Booth 625 


HASE BRASS & COPPER COMPANY, 236 


Grand Street, Waterbury, Connecticut—Booth 
562 


HEMICAL SOLVENT COMPANY, P. O. Box 
487, Birmingham, Alabama—Booth 263 


HRYSLER CORP.—see AIRTEMP DIV. 


OBRA METAL HOSE, 4640 West 54th Street, 
Chicago 32, Illinois—Booth 720 


OLEMAN COMPANY, INC., 
Francis, Wichita 1, 


250 North Sc. 
Kansas—Booth 320 


ONTROLS COMPANY OF AMERICA, A-P 
Controls Division, 2450 North 32nd, Milwau- 
kee 45, Wisconsin—Booths 310-11 


OPELAND REFRIGERATION CORPORA- 
TION, Sidney, Ohio—Booths 118-19-20-21-22 


REAMERY PACKAGE MANUFACTURING 
COMPANY, 1243 West Washington Boule- 
vard, Chicago 7, Illinois—Booth 513 


URTIS MANUFACTURING COMPANY, 
1905 Kienlen Avenue, St. Louis 20, Missouri 
—Booths $59, 607 


CUTLER-HAMMER, INC., 315 North 12th 
Street, Milwaukee 1, Wisconsin—Booth 430 


DAVISON CHEMICAL COMPANY, DIV. OF 
W. R. GRACE & COMPANY, 101 North 
Charles Street, Baltimore 3, Maryland—Booth 
364 


DELCO PRODUCTS DIV., GENERAL MO- 
TORS CORP., 329 E. First St., Dayton, O.— 
Booth 448 


DETROIT CONTROLS CORPORATION, 5900 
Trumbull Avenue, Detroit 8, Michigan— 
Booths 557, 609 


DOLE REFRIGERATING 
North Pulaski 
Booth 366 


COMPANY, 
Road, Chicago 30, 


5910 
Illinois— 


DOW CHEMICAL 
Michigan—Booth 756 


COMPANY, Midland, 


DUNHAM-BUSH, INC., 179 South Street, 
West Hartford 10, Connecticut—Booths 346- 
52 


DU PONT DE NEMOURS & CO., INC., E. L., 


1007 Market Street, 
ware—Booth 402 


Wilmington 98, Dela- 


ELECTRIC 
Champlain 
674 


AUTO-LITE COMPANY, 1201 
Street, Toledo 1, Ohio—Booth 


ELECTRO DYNAMICS DIVISION OF GEN- 
ERAL DYNAMICS CORPORATION, 163 
Avenue A, Bayonne, New Jersey—Booths 233- 
34 


EMERSON’ ELECTRIC MANUFACTURING 
COMPANY, 8100 Florissant Avenue, St. Louis 
21, Missouri—Booths 660-61 


EMERSON-QUIET KOOL, 46 Oliver St., New- 
ark, N.J.—Booth 442 


ERICKSON INDUSTRIES, INC., Box 127, 
River Falls, Wis.—Booth 217 


ESSEX WIRE CORPORATION, R-B-M DIVI- 
SION, 131 Godfrey Street, Logansport, 
Indiana—Booth 221 


EVIS MANUFACTURING COMPANY, 5955 


North Rockwell Street, Chicago 45, Illinois— 
Booth 252 
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F § AIR CONDITIONING 
Maybelle, Box 9355, 
315 


CORP., 1815 S$ 
Tulsa 7, Okla.—Booth 


FAFNIR BEARING COMPANY, Booth Street, 
New Britain, Connecticut—Booth 261 


FASCO INDUSTRIES, INC., 255 North Union 
Street, Rochester 2, New York—Booth 554 


FLEXIBLE TUBING CORPORATION, 
ford, Connecticut—Booth 511 


Guil- 


FRANKELL MANUFACTURING COMPANY, 
INC., 1074 Home Street, New York 59, New 
York—Booth 165 


FRICK COMPANY, West Main Street, Waynes- 
boro, Pennsylvania—Booth 314 


FRIGIDAIRE DIVISION, 
TORS CORPORATION, 
Booths 758-59-60 


GENERAL 
Dayton 1, 


MO- 
Ohio— 


FURNAS ELECTRIC COMPANY, 1000 McKee 
Street, Batavia, Ilinois—Booth 654 


GARMAN COMPANY, IN(¢ 
Grover Road, St 


724 


THE, 1253 
Louis 23, Missouri—Booth 


GENERAL AIR CONDITIONING 
4542 E. Dunham St., Los 
—Booth 266 


CORP. 
Angeles 23, Calif., 


GENERAL CHEMICAI 
CHEMICAL & DYE 
Rector Street, New 
Booth 437 


DIVISION, ALLIED 
CORPORATION, 40 
York 6, New York— 


GENERAL CONTROLS COMPANY, 801 Allen 
Avenue, Glendale 1, California—Booths 626- 

GENERAL DYNAMICS CORP.—see ELECTRO 
DYNAMICS DIV 


GENERAL ELECTRIC COMPANY, One River 
Road, Schenectady 5, New York—Booths 
IL1-12-13-14 


GENERAL ELECTRIC COMPANY, AIR CON- 
DITIONING DEPARTMENT, Five Lawrence 
Street, Bloomfield, New Jersey—Booth 515 


GOODFELLOW COMPANY, INC., E. D., 496 
E. Bodley Avenue, P. O. Box 2119, Memphis 
6, Tennessee—Booth 616 


GRACE & CO., W. R.,—see DAVISON CHEM 
ICAL CO. 


GREAT AMERICAN INDUSTRIES, INC.—see 
RUBATEX DIV. 


H & H TUBE MANUFACTURING 
PANY, 263 North Forman Avenue, 
17, Michigan—Booth 258 


COM- 
Detroit 


HAGAN CHEMICALS & CONTROLS, INC 
Calgon Company Division, 323 Fourth Ave- 
nue, Pittsburgh 22, Pennsylvania—Booth 226 


HALSTEAD & MITCHELL, 705 Bessemer 
Building, Pittsburgh, Pennsylvania—Booth 335 
HEAT-X—see DUNHAM-BUSH, INC. 


HENRY VALVE COMPANY, 3215 North 
Avenue, Melrose Park, Illinois—Booth 669 


HIGHSIDE CHEMICALS CO., 10 Colfax Ave., 
Clifton, N.J.—Booth 623 


HOLSCLAW BROTHERS, 
Road, North Evansville, 


INC., 408 Willow 
Indiana—Booth 220 


HOWE ICE 
Montrose 
710 


MACHINE 


Avenue, 


COMPANY, 
Chicago, 


2825 
Illinois—Booth 


HUCK MANUFACTURING COMPANY, 2480 
Bellevue Avenue, Detroit 7, Michigan—Booth 
412 


HUPP CORP.—see PERFECTION INDUS- 


TRIES, TYPHOON AIR CONDITIONING 
co. 


IMPERIAL BRASS MANUFACTURING COM- 
PANY, 1200 West Harrison Street, Chicago 
7, Illinois—Booth 205 


JACKES-EVANS MFG. CO., 4427 
Ave., St. Louis 15, Mo.—Booth 259 


Geraldine 











JARROW PRODUCTS, INC., 420 North La- 
Salle Street, Chicago 10, Illinois—Booth 238 


KECO INDUSTRIES, INC., 2438 Beekman 
Street, Cincinnati 14, Ohio—Booth 354 


KELVINATOR DIVISION, AMERICAN MO 
TORS CORPORATION, 14250 Plymouth 
Road, Detroit 32, Michigan—Booth 453 


KENMORE MACHINE PRODUCTS, INC., 
15 Depew Avenue, Lyons, New York—Booth 
307 


KEROTEST MANUFACTURING COMPANY, 
2525 Liberty Avenue, Pittsburgh 22, Pennsy!l 
vania—Booth 519 


KIRSCH COMPANY, 309 Prospect 
North, Scurgis, Michigan—Booth 4327 


Street 


KOCH REFRIGERATORS, INC., 401 Funston 
Road, Kansas City, Kansas—Booth 144 


KRAMER TRENTON COMPANY, 
Breunig Avenues, Trenton 5, New 
Booths 439-40-41 


Olden & 


Jersey 


LARKIN COILS, INC., P. O. Box 
lanta, Georgia—Booth 405 


1699, At 


LAU BLOWER COMPANY, 2027 Home Ave 
nue, Dayton 7, Ohio—Booth 543 


LEHIGH MANUFACTURING COMPANY, 
Fountain Avenue, P. O. Box 1418, Lancaster, 
Pennsylvania—Booths 156-58 


LEWIN-MATHES COMPANY, 1111 Chouteau 
Avenue, St. Louis 2, Missouri—Booth 770 


LINDE COMPANY, DIVISION OF UNION 
CARBIDE & CARBON CORP., 30 East 42nd 
Street, New York 17, New York—Booth 319 


LONERGAN MANUFACTURING COMPANY, 
704 North Clark Street, Albion, Michigan— 
Booth 403 


MADDEN BRASS PRODUCTS COMPANY, 
P. O. Box 444, Aurora, Illinois—Booth 655 


MARCO INDUSTRIES, INC., Womelsdoft, Pa 
—Booth 253 


MARLEY COMPANY, THE, 222 West Gregory 
Boulevard, Kansas City 14, Missouri—Booth 
267 


MARLO COIL COMPANY, 6135 Manchester 
Avenue, St. Louis 10, Missouri—Booths 705-7 


MARSH INSTRUMENT CO., 3501 
Street, Skokie, Illinois—Booth 201 


Howard 


MASTER-BILT REFRIGERATION MFG. COM- 
PANY, 4209 Folsom Avenue, St. Louis 10, 
Missouri—Booth 729 


MAUREY MANUFACTURING CORPORA- 
TION, 2907-23 South Wabash Avenue, Chi- 
cago 16, Illinois—Booth 140 


MAYER & COMPANY, INC., GEORGE J., 
546 East Market Street, Indianapolis, Indiana 
—Booth 656 


McCORD CORPORATION, Riopelle at East 
Grand Boulevard, Detroit 11, Michigan— 
Booth 206 


McCRAY REFRIGERATOR COMPANY, INC., 
McCray Court, Kendallville, Indiana—Booths 
305-6 


McINTIRE COMPANY, THE, Okner Parkway, 
Livingston, New Jersey—Booth 160 


McQUAY, INC., 1600 Broadway, N. E., Min- 
neapolis, Minnesota—Booths 501-3 


MEIER ELECTRIC & MACHINE COMPANY, 
3525 East Washington Street, Indianapolis 7, 
Indiana—Booth 546 


METALS & CONTROLS CORPORATION, 34 
Forest Street, Attleboro, Massachusetts—Booth 
701 


METREX VALVE COMPANY, 9901 Franklin 
Avenue, Franklin Park, Illinois—Booths 142-43 


MILWAUKEE ELECTRIC TOOL CORPORA- 


TION, 5316 West State Street, Milwaukee 8, 
Wisconsin—Booth 746 
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MINNEAPOLIS-HONEYWELI REGULATOR 
COMPANY, 2753-4th Avenue, South, Minne- 
apolis 8, Minnesota—Booth 561 


MITCHELL MANUFACTURING COMPANY, 
3200 West Peterson Avenue, Chicago 45, Illi- 
nois—Booth 422 


MORRISON PRODUCTS, INC 16816 Water- 
loo Road, Cleveland 10, Ohio—Booth 262 


MORTELL COMPANY, J. W., 550 North Hob- 


bie Avenue, Kankakee, Illinois—Booth 732 


MUELLER BRASS COMPANY, 1925 Lapeer 
Avenue, Port Huron, Michigan—Booth 446 


MUELLER CLIMATROL DIVISION, Worth- 
ington Corporation, 2005 West Oklahoma 
Avenue, Milwaukee 1, Wisconsin—Booth 506 


MUNDET CORK CORP., 7101 Tonnelle Ave., 
North Bergen, N. J.—Booth 721 


MUSKEGON PISTON RING CO.—see Rotary 
Seal Div. 


NATIONAL-I Ss RADIATOR CORPORA 
TION, 944 Ash Street, P. O. Box 1047, 
Johnstown, Pennsylvania—Booths 269-271 


OLIN MATHIESON CHEMICAL CORPORA 
TION, East Alton, Ilinois—Booths 537-38 


ONAN & SONS, IN¢ D. W University Ave 
nue, S. E., at 25th, Minneapolis 14, Minne- 
sota—Booth 712 


OWENS-CORNING FIBERGLAS CORPORA- 
TION, National Bank Building, Toledo 1, 
Ohio—Booth 610 


PACIFIC LUMBER COMPANY, 100 Bush 
Street, San Francisco, California—Booth 218 


PARAGON ELECTRIC COMPANY, 1600-12th 
Street, Two Rivers, Wisconsin—Booth 313 


PEERLESS OF AMERICA, INC., 5800 North 
Pulaski Road, Chicago 30, Illinois—Booth 322 


PENN CONTROLS, INC 
Booth 541 


Goshen, Indiana— 


PENNSYLVANIA SALT MFG. CO., 3 Penn 
Center Plaza, Philadelphia 2, Pa.—Booth 565 


PERFECTION INDUSTRIES, DIVISION OF 
HUPP CORPORATION, 1135 Ivanhoe Road, 
Cleveland 10, Ohio—Booth 455 


PRICE AND RUTZEBECK, P.O. Box 30, Hay- 
ward, Calif.—Booth 737 


PUROLATOR PRODUCTS, IN¢ 
Wayne, Ind.—Booth 622 


, 3927 Fourth, 


RANCO, INC., 601 Fifth Avenue, Columbus 1, 
Ohio—Booth 410 


R-B-M DIV.—see ESSEX WIRE CORP 


READING TUBE CORP., 350 Fifth Ave., Room 
2301, New York 1, N. Y.—Booth 103 


RECOLD CORPORATION, 7250 East Slauson 
Avenue, Los Angeles 22, California—Booths 
116-17 


REDMOND COMPANY 01 Monroe Street 
Owosso, Michigan—Booth 264 


REFRIGERATING SPECIALTIES COMPANY, 
3004 West Lexington Street 
Illinois-——Booth 411 


Chicago 12, 


REFRIGERATION APPLIANCES, INC., 923 
W. Lake St., Chicago 7, Ill.—Booth 401 
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REMCO, INCORPORATED, Zelienople, Penn- 
sylyania—Booths 336 


REVCOR, INC., 251 Edwards Street, Carpen- 
tersville, Illinois—Booth 719 


REYNOLDS METALS COMPANY, 2000 South 
9h Street, Louisville 1, Kentucky—Booths 
451, 508 


RHEEM MANUFACTURING COMPANY, 
7600 South Kedzie Avenue, Chicago 29, 
Iilinois—Booth 174 


ROTARY SEAL DIVISION, MUSKEGON 
PISTON RING COMPANY, 252 Gardner 
Street, Sparta, Michigan—Booth 254 


RUBATEX DIVISION, GREAT AMERICAN 
INDUSTRIES, INC., Railroad Avenue, Ged- 
ford, Virginia~—Booth 137 


SCHNACKE, INC., 1101 Governor Road, 
North; Evansville, Ind.—Booth 673 


SEALED UNIT PARTS CO., INC., 261 East 
161st Street, New York 51, New York—Booth 
162 


SMITH CORP., A. O., 3533 N. 27th St., 
Milwaukee 1, Wis.—Booth 703 


SOUTHERN PLASTICS COMPANY, 108 
Pendleton Street, Columbia, South Carolina— 
Booth 139 


SOUTHWEST MFG. CO Box 151, 
Mo.—Booth 671 


Aurora, 


SPRAGUE ELECTRIC COMPANY, Marshall 
Street, North Adams, Massachusetts—Booth 
166 


SPORLAN VALVE COMPANY, 7525 Sussex 
Avenue, St. Louis, Missouri—Booths 323-25 


STANDARD REFRIGERATION COMPANY, 
332 South Hoyne Avenue, Chicago 12, 
Illinois—Booth 563 


STILES-KARLSONITE CORP., 1550 Grand 
Ave., Waukegan, Ill.—Booth 329 


STODDARD INDUSTRIES, INC., 1545 North 


Kingsbury Street, Chicago, Illinois—Booth 
652 


SUN OIL COMPANY, 1608 Walnut Street, 
Philadelphia 3, Pennsylvania—Booth 539 


SUPERIOR VALVE & FITTINGS COMPANY, 
1509 West Liberty Avenue, Pittsburgh 26, 
Pennsylvania—Booth 556 


T O T TOWERS, INC., 5220 Lawndale, Hous- 
ton, Texas—Booth 161 


TECUMSEH PRODUCTS COMPANY, Tecum- 
seh, Michigan—Booths 457 


TEMPRITE PRODUCTS CORPORATION, 
P. O. Box 72, East Maple Road, Birmingham, 
Michigan—Booth 504 


TENNEY ENGINEERING, INC., 1090 Spring- 
field Road, Union, New Jersey—Booths 619- 
20 


TEXAS COMPANY, The, 135 East 42nd Street, 
New York 17, New York—Booth 203 


TORK TIME CONTROLS, INC., One Grove 
Street, Mount Vernon, New York—Booth 651 


TORRINGTON MANUFACTURING COM- 
PANY, Torrington, Connecticut—Booth 361 


TUBE MANIFOLD 
Bryant Street, N. 
Booth 727 


CORPORATION, 415 
Tonawanda, New York— 





TYPHOON AIR CONDITIONING COM- 
PANY, DIVISION OF HUPP CORPORA- 
TION, 505 Carroll Street, Brooklyn 15, New 
York—Booth 303 


U. S. AIR CONDITIONING CORPORATION, 
7900 Tabor Road, Philadelphia, Pennsylvania 
—Booth 260 


UNION CARBIDE & CARBON CORP.—see 
LINDE CO. 


UNITED CORK COMPANIES, 50 Central 
Avenue, Kearny, New Jersey—Booth 338 


UNITED WIRE & SUPPLY CORPORATION, 
1497 Elmwood Avenue, Providence Rhode 
Island—Booth 764 


UTILITY APPLIANCE CORP.—see UTILITY 
FAN CORP. 


UTILITY FAN CORPORATION, DIV. OF 
UTILITY APPLIANCE CORPORATION, 
911 East 59th Street, Los Angeles 58, Cali- 
fornia—Booth 268 


VIBRATION MOUNTINGS, INC., 98-25 50th 
Ave., Corona 68, N.Y.—-Booth 637 


VIKING COPPER TUBE COMPANY, 16700 


St. Clair Avenue, Cleveland 10, Ohio—Booth 
312 


VILTER MANUFACTURING COMPANY, 
2217 South First Street, Milwaukee 7, Wis- 
consin—Booth 136 


VIRGINIA SMELTING COMPANY, West Nor- 
folk, Virginia—Booth 549 


WABASH CORPORATION, 2300 South West- 
ern Avenue, Chicago 8, Illinois—Booth 154 


WAGNER ELECTRIC CORPORATION, 6400 
Plymouth Avenue, St. Louis 14, Missouri— 
Booth 672 


WALL TUBE AND METAL PRODUCTS 
COMPANY, Knoxville Highway, Newport, 
Tennessee—Booth 642 


WALTON LABORATORIES, INC., 1186 Grove 
Street, Irvington 11, New Jersey—Booth 752 


WATSCO, INC., 1020 East 15th Street, Hialeah, 
Florida—Booths 235-36 


WEATHERHEAD CO., 128 W. Washington 
Blvd., Fort Wayne, Ind.—Booth 738 


WESTINGHOUSE ELECTRIC CORPORA- 
TION, 3 Gateway Center, Pittsburgh 30, 
Pennsylvania—Booths 249-50-51, 750 


WESTINGHOUSE ELECTRIC CORPORA- 
TION, 653 Page Boulevard, Springfield 6, 
Massachusetts—Booths 355-56 


WHITE-RODGERS COMPANY, 1209 Cass 
Avenue, St. Louis 7, Missouri—Booths 714-16 


WILCOLATOR COMPANY, 1001 Newark 
Avenue, Elizabeth, New Jersey—Booth 658 


WOLVERINE TUBE DIVISION, CALUMET 
& HECLA, INC., Guardian Towers-Guardian 
Building, Detroit 26, Michigan—Booth 551 


WORTHINGTON CORPORATION, Harrison, 
New Jersey—Booths 123-24-26 


WORTHINGTON CORP.—also see MUELLER 
CLIMATROL DIV. 


YORK CORPORATION, INDUSTRIAL DIVI- 
SION, Roosevelt Avenue, York, Pennsylvania 
—Booths 643-44-45-46 














































COOLING DEALERS’ 
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Duct Design Determines 


Cooling System Performance 


A review of recommended procedures for designing duct 


How to Solve Engineering 


in Residential Cooling 


and Installation Problems 


systems may uncover some ideas which will save time and 


effort with no sacrifice in performance in making residential 






DESIGNING THE DUCT WORK for an 
air conditioning system is one of the 
most interesting parts of the total 
design job. It presents a challenge 
involving air carrying requirements 
that must be met, space limitations 
that must be overcome, physical re- 
lationships that must lend themselves 


to economical fabrication, heat loss 


or gain possibilities that must be rec- 


and commercial cooling installations 


By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


ognized and noise generation and 
transmission potentials that must be 
anticipated. 

Duct design is not only interesting, 
it is also one of the most important 
factors in air conditioning. No mat- 
ter how efficiently air is treated by 
the conditioning equipment, if it is 
not properly handled in moving it to 


where it is needed, the whole system 













must, of course, be considered a 
failure. 

From the cooling load calculation 
the dealer determines the various 
amounts of air at a given tempera- 
ture and relative humidity that must 
be introduced into each space. He 
then studies each space with refer 
ence to the architectural features 


and possible lighting plan and deter- 
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mines how and where air is to entet 


and leave each space. Registers. 
vrilles and diffusers are selected to 
distribute air properly from each of 
the spots chosen. The next step is to 
plan the duct system which will con- 
nect supply and return openings to 


the conditioner 


Does Result Justify Method? 


The size and type of job has a 
bearing on how much time a dealer 
can devote to designing a duct sys- 
tem. This is not to say that inade- 
quacy is allowable in any design no 
matter how small the job. It does 
mean, however, that simplified meth- 
ods are acceptable for certain small 
jobs where cost savings and other ad- 
vantages which might be realized 
through more precise design methods 
are not justified by the effort ex- 
pended. 

Much residential work falls into 
this small job category. Most heating 
cooling dealers are probably familiar 
with the simplified method of sizing 
heating ducts described in Manual 7 
of the National Warm Air Heating 
and Air Conditioning Association. 
This pamphlet lists certain combina- 
tions of registers. 


and trunks 


risers, branches 


which are considered 
standard by the association. Some of 
the tables for duct sizing require only 
the actual length of the duct from 
bonnet to boot, the equivalent length 
of all fittings and the Btuh heat loss 


from each room 


Manuals Simplify Design Job 


NWAHACA Manual 11 can _ be 
used for sizing cooling ducts. Here 
again, from a certain limited number 
of standard sizes, ducts are chosen on 
the basis of the Btuh heat gain they 
must overcome. Where a duct system 
carries air for both heating and cool 
ing. the largest indicated duct size is 
used, 

If a particular heating or cooling 
job falls within the boundaries of 
the NWAHACA manuals, the dealer 
can size his duct system in accord- 
ance with their recommendations and 
be assured that he will be installing 


a system that will be acceptable. Tf, 
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Recommended residential 
velocities (fpm) 
Main ducts 


1 VELOCITY REDUCTION METHOD is used for sizing ducts when duct 
resistance is only a small part of pressure loss to be overcome. Velocities in 
various parts of system are chosen arbitrarily. Sizes are according to ASHAE 


recommendations 


initial velocity is in accordance 
with ASHAE rec dati a 





see Fig. 1. 


2 EQUAL FRICTION METHOD, in which only initial velocity of air as it 
enters the system is assumed, results in approximately same sizes as those in 
Fig. 1. Initial velocity is in accordance with ASHAE recommendations 


on the other hand, the job is beyond 
the scope of the manuals, the dealer 
must be prepared to design the duct 
engineering 


system by using’ basic 


data 


Figure Velocity Reductions 


One method of duct design, which 


can be used for relatively simple sys- 


tems where duct resistance is but a 
small part of the pressure loss to be 


overcome by the blower. is known 


as the velocity reduction method. 
Here velocities in various parts of 
the system are chosen arbitrarily. 
The highest velocity is used at the 
blower. Lower velocities are used 
down the run as air quantities be- 
come smaller. For a residence, the 
American Society of Heating and 
Guide 
recommends that velocities in main 
ducts be about 700 to 900 fpm, in 


branch ducts about 600 fpm and in 


Air-Conditioning Engineers 


branch risers, 500 fpm. 





With the aforementioned velocities 
as a guide, duct sizes are calculated 
in accordance with the relationship 4 

c/m/v, where A is duct cross-sec- 
tional area, c/m is the cubic feet of 
air per minute flowing in the duct 
and v is the veloc ity of the air in feet 
per minute. 

The amount of air flowing to each 
room is determined by proportion- 
ing the rated air quantity of the cool- 
ing unit (usually about 400 cfm per 
ton) in accordance with the various 
sensible cooling loads in each room. 
In other words, if the sensible cool- 
ing load of a certain room is 1] 
per cent of the total sensible cooling 
load of the house (exclusive of the 
load represented by outside air which 
is brought directly through the condi- 
tioner), then that room should re- 
ceive |] percent of the total amount 


of conditioned air. 


Table Assigns Dimensions 


Next, the dealer picks duct dimen- 
sions which will produce the re- 
quired cross-sectional areas. Thus, if 
an area of 100 sq in. is required, the 
10 in., 8 
20 in., ete. Remember 


that round ducts require the least 


duct sides may be 10 


]21 2 in.. 5 


material for a given area. Square 
ducts are next in line. Rectangular 
shapes not only require more mate- 


rial, but also have more resistance to 


air flow for a given area than square 


shapes. For practical purposes, rec- 


tangular ducts with 


aspect ratios 
(long side divided by short side) not 
exceeding 8 to 1 have the same re- 
sistance to flow and mean velocities 
as round ducts of the same hydraulic 


radius (area divided by perimeter). 


Apply Equal Friction Method? 


The second method of duet design 
is known as the equal friction meth 
od, used almost universally for con- 
ventional duct systems which handle 
velocities less than 1800 fpm. A 
third procedure, known as the stati: 
regain method, requires rather te 
dius calculation which often cannot 
be justified on small or even medium 
sized jobs. 


The equal friction method is sim- 


ilar to the velocity reduction method 
in that the air velocity is highest at 
the blower and is gradually reduced 
out along the system. The difference 
is that only the initial velocity of the 
air as it enters the system is assumed. 
The value is chosen largely with re- 
spect to noise which in turn depends 
upon whether the system is classified 
as residential, commercial or indus- 
trial. The ASHAE Guide 


mends, respectively, velocities in the 


recom- 


following ranges: 700-900 fpm, 1000- 
1300 fpm and 1200-1800 fpm. 
With the initial air quantity and 
the assumed initial velocity, the 
dealer uses an air friction chart in 
the ASHAE Guide or blower manu- 
facturers’ catalogs to determine the 


duct size and the corresponding 


THIS CONTINUING SERIES OF 
ARTICLES COVERS... 


... all aspects of residential 
cooling, beginning in the 
August, 1952 Artisan with a 
complete rundown on: 


FUNDAMENTALS .. . 


...in a series of 20 articles 
which described the basic op- 
erating conditions of residen- 
tial cooling equipment. Next, 
we turned fo: 


SPECIFIC PROBLEMS... 


. . . of maintenance, service, 
installation and management, 
describing new techniques 
and presenting pointers on 
solving problems common to 
residential cooling. The cur- 
rent series describes: 


CASE HISTORIES .. . 


- . « and known problems 
which have actually been ex- 
perienced and reported by 
dealers. Engineering, install- 
ing and servicing of cooling 
systems and their compo- 
nents are discussed by the 
author in answer to actual 
problems expressed by in- 
dustry members. 


friction loss in inches of water pet 
100 ft of straight duct. 


Example Shows Procedure 


For illustration, let us assume we 
have a commercial cooling system 
with a 5 ton unit handling 2000 cfm 
We select 1200 fpm as the 


velocity of the air entering the duct 


of air. 


system. From an air friction chart 
we find for 2000 cfm at 1200 fpm 
that a 1714 in. round duct is re- 
quired and that the frictional resist- 
ance will be about 0.11 in. water 
gage per 100 ft. This value of 0.11 
is now the key to sizing the remain- 
der of the system. As we move out 
away from the blower we might have 
a section of duct carrying 800 cfm. 
We now go back to our chart and 
find that for 800 cfm and a resist- 
ance of 0.11 we need a duct about 
1214 in. in diameter and the velocity 


will be 


procedure is carried out for 


about 950 fpm. The same 
all sec- 
tions of the system, each with its 
different air quantity. In each case. 
the cfm and 0.11 in. 


used with the chart to determine 


resistance are 
duct size and ‘air velocity. Other 
charts or tables in the Guide or else- 
where will show equivalent rectan- 
gular sizes in place of the round sizes 
chart is 


upon which the friction 


based, 


Caleulators Are Available 


Different types of calculators are 
available from manufacturers and 
other sources which serve the same 
purpose as charts and tables, but 
make the work much quicker. 

As air 
system it encounters a number of 


“obstacles’’. 


moves through a cooling 


Our previous reference 
to the air friction chart showed that 
the duct system itself is one of these 
obstacles. In addition there are coils. 
filters. outlet and inlet devices such 
diffusers. 
dampers and special duct elements 


as grilles, registers and 
such as transition sections and el- 
bows. The resistance which these ob- 
stacles offer to air flow is measured 
in terms of the pressure exerted by 
a column of water 


(water 


gage). 


Thus, it might require a pressure of 
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0.2 in. walter gage to push ut 
through a filter or a coil. A pressure 
of 0.18 in. water gage might be re- 
quired to push air through a duet 
The re- 


sistance offered by the various com- 


system at a certain velocity 


ponents is not constant but varies 
with air velocity. Since the blowet1 
does the pushing necessary to over- 
come the resistances which air en- 
counters, the individual resistances 
of the components must be added to- 
gether to determine the total pressure 


which the blower must provide 


Pressure May Be Limited 


With a self-contained cooling unit 


or a forced warm air furnace, the 


pressure which can be exerted by the 


blower is usually limited. In othe 


words, the manufacturer has selected 


the blower, drive and motor to move 


a certain air quantity not only 
against the resistance offered by the 
particular piece of equipment but al- 
so against an additional external re- 
sistance which might result when the 
equipment is used with a duct sys- 
tem. In accordance with minimum 
standards of the Air Conditioning 
and Refrigeration Institute, a 3 ton 
self-contained cooling unit should be 
capable of operating against an exter- 
nal pressure of 0.15 in. water gage. 
Corresponding values for 5, 714, 10, 
15, 20 and 25 ton units are 0.20, 
0.25, 0.30, 0.35, 0.40 and 0.45 in.. 
respectively. 

In view of these limitations, 
should be clear why the velocity 
duction method of duct sizing is ; 
plied only to simple systems in which 
duct resistance is small compared 
with the resistance of other system 
components. The normal use of this 
method would not require an_ esti- 
mate of duct resistance. However. it 
could be obtained by using the air 


friction chart. 


Assign Component Resistances 


In one approa h to sizing ducts by 
the equal friction method, the dealer 
packaged 


equipment containing a blower with 


might be working with 


a limited capacity for operating 


against external resistance as de- 
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What Is 

‘Air Conditioning’? 
True air conditioning provides 
comfort in all seasons of the 
year, according to the Ameri- 
can Society of Heating and 
Air - Conditioning Engineers. 
The ASHAE defines air condi- 
tioning as follows: 

“Air conditioning is the 
process of treating air so as 
to control simultaneously its 
temperature, humidity, 
cleanliness and distribution 
to meet the requirements of 
the conditioned space.”’ 











scribed above. Recognizing this. he 
would work backwards, starting with 
the allowable total resistance and de- 
signing the various duct components 
resistance 


so their combined total 


does not exceed the pressure the 
blower can produce. 

The procedure for designing with- 
in a pressure limit requires some 
judgment and some cutting and try- 
ing. For instance, it would be neces- 
sary first to make an allowance for a 
return duct system if one is to be 
used. As a first approximation it 
might be assumed that one third of 
the duct losses occur in the return 
side. If the total allowable resistance 
were 0.3 in. water gage. 0.2 in. would 
then be available for the supply side 
of the system. It is then necessary to 
select from a scaled duct layout what 
appears to be the run between the 
blower and an outlet which will offer 
the most resistance. This may or may 
not be the longest run, depending on 
the number of elbows, transitions. 
etc. 

For the selected run, the pressure 
drop and discharge velocity head of 
the outlet are determined from manu- 
facturers’ catalogs. Assume that these 
factors added together amount to 
0.08 in. water gage. Deducted from 
the 0.2 in. water gage assumed avail- 
able, there is a pressure of 0.12 in. 
water gage remaining for overcom- 
ing frictional resistance and the dy- 


namic losses which occur in elbows 


and transitions. If there are several 
of these fittings, an estimate might 
assign one third of the remaining 
0.12 in. water gage to them, leaving 
0.08 in. water gage for friction alone. 
If the duct run were 40 ft long, the 
duct system design would be deter- 
mined on the basis of a frictional 
pressure drop of 0.08/40 or 0.2 in. 
water gage loss per 100 ft. 


Tables Show Actual Losses 


Once the preliminary sizing 
completed, elbow dimensions will be 
known and actual losses can be deter- 
mined from standard references such 
as the ASHAE Guide. With this in- 
formation, the actual total system 
resistance can be caleulated and com- 
pared with the assumed values to 
determine whether reworking is nec- 
essary to stay within the design 
jimitation. 

One disadvantage of the equal fric- 
tion method is that since the resist- 
ance per foot is the same through- 
out the system, shorter runs will al- 
ways have less resistance than longer 
runs. This fact can be compensated 
in several ways. It can be corrected 
in the design stage by resizing the 
shorter runs for higher velocities and 
greater resistances 


(keeping noise 


limitations in mind), or dampers 
can be used to add resistance where 
it is needed. Since no design is per- 
fect, dampers should be installed in 
all branch ducts regardless of wheth- 
er they appear to be necessary for 


balancing. 


Good Practice Pays Off 


Good duct design is a means for 


attaining a number of important 
goals. Comfort is served if the system 
is sized to handle the required 
amount of air at velocities which are 


low enough to avoid sound annoy- 


ances. Economy is served if the sys- 


tem is designed for efficient fabrica- 


tion. Good taste in appearance is 
served if the system is well propor- 
blended unobtrusively 
with existing architectural features. 

It’s the 
practice makes for an all-round good 
job. 


tioned and 


same old _ story—good 








alendars 


Planning Is the Secret 
Behind Effective 
Advertising Package 


An advertising and sales promotion program should not be 


just a ‘hit or miss’ proposition. If it is to pay off in sales, it 


must be carefully budgeted and scheduled and must use 


media which have been proven successful 





Albert W. McKay (left) and George M. Nottingham to 
make certain it will catch the eye 


st Rage 





ALBERT W. MSKAY 
LOUNQITIQNED AIR, INE, 


\aelelGh lc] HEAT 


FINAL RESULT of their careful planning is this strik- 
ing sign in front of the company’s building. At night the 
white panel at top is lit from inside the sign 


PROMOTION-MINDED air conditioning dealers seek to ob 
tain the greatest benefit from the money they spend to 
uncover sales prospects. They conduct their sales pro 
motion programs on a schedule and use media that have 
been proven effective in their market areas. One dealet 
who has found that it pays to follow a well laid out pro- 
gram is Albert W. MeKay, Conditioned Air, Inc. of 
Macon, Ga 

Mr. McKay has a sales promotion budget that runs 
from January through December. It is designed to keep 
the company’s name constantly before the public. He 
uses newspapers, television and matchbooks as the main 
stays of his program. A new modernistic 9 ft sign located 
in front of the company show room contributes to the 
overall advertising appeal by reminding motorists of the 
company and its services. 

Some dealers prefer to vary the amount of money spent 
on sales promotion with each month of the year. They 
frequently base their appropriations on the volume of 
business conducted during a certain period. This is not 
the case with Conditioned Air. Inc., because they not only 
offer residential heating and cooling but extend their 
sales activities into the commercial field. There is a second 
reason for the constant level of advertising—the geo- 
graphical location of the company. The weather is never 
too severe in Macon, making it possible to locate pros- 
pects and sell and install equipment almost any week of 
the year. 


Newspaper Ads Prove Productive 


Newspaper advertising has proven to be one of the 
most productive sources of prospects. Conditioned Air, 
Inc., uses both of the newspapers published in Macon. 
Ads are run in both morning and afternoon editions on 
Monday, Tuesday and Wednesday. No ads are run in 
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CONFERENCES on layout of full page advertisement, an 
annual feature of the campaign, result in suggestions 
from each department 


Thursday editions bec ause the newspapers are flooded 
with full page grocery ads. The ad series continues in 
Friday afternoon and Saturday morning papers. 

The size of the ads varies when an occasion warrants 
special attention or some special event of civic interest 
is to take place. In general, the daily ads are of the 15 
column inch size (three columns wide, 5 in. deep, or two 
columns wide and 714 in. deep). These ads cost $40 
each. The ads, because of their regularity, receive pre- 
ferred positions in the newspapers. They usually appear 
on a page containing news about residential, commercial 
or public building. 

Ads are changed frequently to maintain interest of 
readers or to attract readers that failed to show interest 
in the approaches used in previous ads. The whole pro- 
gram is designed to maintain an active appearance and 
to direct attention toward Conditioned Air, Inc. The 
newspapers cover a retail trading area with a population 
of 480,000, representing 122,900 families and an effec- 
tive buying income of $474,000,000 annually. 


Market Information Considered 


This market information was taken into consideration 
at the time the sales promotion budget was made up. 
Other data that helped to determine the amount of busi- 
ness that could be expected from a continuous advertising 
campaign was the $16,490,000 spent annually for home 
furnishings. It was felt that if people spent 314 percent 
of their income to furnish their homes, the heating 
and cooling industry could expect to attract part of this 
annual volume if people were kept informed about the 
new equipment available and the service it could perform. 

Ads designed to appeal to people interested in cooling 
equipment use plenty of white space, a photograph of the 
equipment and bold face type to emphasize the message. 
This message, when directed to residential prospects, sug- 
gests that the home owner “Install now—and make no 
monthly payments ‘til summer” and reminds him about 
“Early Bird Savings,” and how he can “Beat the rush 
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USE OF NEW display model in selling is discussed by 
(1 to r) J. T. Dent, Hilton C. Wood, George M. Notting- 
ham and Albert W. McKay 





pres nn ? ase Bie 


DRAWING POWER of different ads is checked by 
Marianne Schmoelzl by comparing with information in 
company sales records 


and save money.” Commercial prospects see messages of 
this nature: “Up to 10 years to Pay for Air Conditioning” 
and “Store — Office — Factory — Church, air condition- 
ing engineered, installed and serviced by Conditioned 
Air, Inc.” 

Other ads directed to people planning to build new 
homes tell about the all-electric heat pump, which can 
be installed in the middle Georgia area on a competitive 
basis with other types of combination heating-cooling 
equipment because of a favorable power rate. The mes- 
sages in these ads declare, “Single all-electric unit heats 
and cools entire house without flame or water” and 
“Heats and Cools your home all year with air and elec- 
tricity.” These ads contain smaller print to point out that 
the heat pump “burns no fuel, uses no water, is all-auto- 
matic and convenient, boosts property value and is a wise 
investment.” 


Full Page Ad Has Impact 


Special full page ads are used once a year, somewhat 
like a birthday announcement although this is not the 
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EVERY JOB is completely engineered, then checked be- 
fore quotation is submitted. Recommendations are in- 
cluded to help prospect save on initial cost 


theme. The ads usually are scheduled in March. Several 
years ago this full page ad was built around a format 
where the top half of the page showed an aerial view of 
the city of Macon. Over this were placed numbers in- 
dicating where heating and cooling installations had been 
made by the company. The lower portion of the page 
identified each of the numerals with the names of the 
people and their addresses. 

This ad was so well received that a similar type was 
used the following year with a “Look Who’s Been Added” 
theme. Here all of the installations made during the pre- 
vious 12 months were listed in the same manner as the 
year before. However. the ad also used an outlined sec- 
tion in one of the lower corners to list some of the better 
known names of the community. This box had the head- 
line title of “Hundreds of Central Georgia People Are 
Enjoying Cooling Systems Installed by Conditioned Air, 
Inc.” 

Another annual full page ad that proved very effective 
was designed to contain photographs of all of the com- 
panys employees. It listed their names and _ identified 
the work they performed. The headline used for this ad 
was “First in Sales, First in Service and First in Value.” 
Beneath the portion of the ads containing the photo- 
graphs, a smaller headline appeared. It read “Middle 
Georgia Users Say * and a number of quotes were 
used to show that customers considered the company 
“first in its field.” 


Make Company Easy to Contact 


In every ad, the company’s name appears in heavy 
type as does the address and phone number. This makes 
it easy for prospects to contact the company while they 
are considering the message put forth in the ad. The com- 
pany also ties itself in closely with the nationally rec- 


ognized symbol of the equipment manufacturer. This 


lends both prestige and acceptance of the company’s op- 
eration. 


Ads published on Monday have been proven to provide 





A REVIEW of service routing procedure by Hilton C. 
Wood and secretary Elga Rich helps company maintain 
reputation for quick response to calls 


the best returns for prospects. This can be verified be- 
cause of the nature of the ad used and the comments 
made by the prospects when they call. Each daily ad is 
varied not only because of the value of an additional 
appeal but to help check the effectiveness of the appeal. 
Many of the ads are prepared directly from the material 
supplied by the wholesaler and manufacturer. The whole- 
saler often is consulted for advice and guidance in put- 
ting together the advertisements and in preparing the 
sales promotion schedule and budget. 


Use Television Spot As Tie-In 


Newspaper ads are supplemented by a weekly spot an- 
nouncement on television. This 10 second announcement 
is scheduled to follow one of the weekly hour long tele- 
casts appearing on a national hookup by the manufac- 
turer. The spot announcement ties in the services of Con- 
ditioned Air, Inc. as the local outlet for the manufacturer 
and invites viewers to either dial the company’s phone 
number for more information or to come to the com- 
pany’s showroom to see the equipment on display. 

The Macon television station has an effective range of 
50 miles and calls have been received from prospects who 
live on the outer fringes of this range. 

Additional promotion is achieved through the use of 
matchbooks containing the company’s name, address and 
phone number and a brief message encouraging the 
reader to contact the company for information on how to 
obtain more comfort at home. 

At Christmas time, desk calendars with small thermom- 
eters are sent to all new customers and to prospects that 
can be the source of additional sales during the coming 
year. 

The company’s building is located on a corner with a 
lawn between the showroom and the street. This area is 
ideal for an eye appealing modern sign. Such a sign has 
been erected at a right angle to the building front so that 
it will attract passersby from either direction. The cost of 
the sign was $650. 
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Curtain Wall Panels Go Suburban 


. . . in new style homes featuring a 


worthwhile volume of sheet metal to attract contractors 


UsE OF ALUMINUM in_ residential 
architecture got a big boost in Sep- 
tember when the first of 25 new 
houses was completed in Wheaton, 
Ill. This house contains 7500 lb of 
aluminum in many forms. Most of 
the sheet aluminum is in the roof, 
wall panels and duct system. The 
amount of sheet metal required for 
this type of house makes the volume 
of work definitely worthwhile for 
the sheet metal contractor. 


Panels Need No Maintenance 


The 1728 sq ft house makes maxi- 
mum use of glass in the outside wall 
(about 25 percent), with colorful 
anodized aluminum panels filling in 
the space between, above and below 
the glass areas. Solid wall panels are 
8 ft wide, 12 ft high. Vertical ribs 
break the flat finish and add a dis- 
tinctive appearance to the building 
wall. 

The roofing sheets are 33 in. wide 
with 114 in. lips turned at right 


AMERICAN ARTISAN, Octoser 1957 


to a relatively new market 


angles to the roof surface. Strips of 
foam rubber are attached to the pan 
side of each lip. Panels are joined at 
the sides by a 1 in. lightweight alu- 
minum channel fitted over the lips of 
the adjacent panels and clamped to- 
gether manually. The roofing sheets 
are coated with a lucite acrylic film. 
The color of the roof of the first 
model is sky blue. 


Aluminum Used Throughout 


Aluminum is also used for gutters, 
flashing, valleys and inside trim in 
the kitchen, bath, basement and at 
windows. 

Wali partitions are richly-colored 
insulated panels, which add a mod- 
ernistic touch to the interior appear- 
ance of the house. 

A 30 X 30 in. single aluminum 
stack near the center of the roof con- 
tains all the vent pipes which normal- 
ly protrude through a roof, includ- 
ing the chimney. This arrangement is 


possible because of the central loca- 


tion of bathrooms, kitchen and fur- 
nace. A powered ventilator for the 
kitchen and both bathrooms is lo- 
cated in the stack. 


Eaves Have Breather Strips 


The hip roof is ventilated by two 
93 ft, continuous, 214 in. wide 
breather strips along the eave on 
each side of the house. 

Heating and cooling are provided 
through 15g in. wide slot type floor 
diffusers near full length glass panel 
windows and doors. 

This style house is to be known as 
the Care-free Home. Similar models 
are to be erected in 25 cities. The 
effort to acquaint the public with the 
advantages of colored metal roofs, 
wall panels and partitions is being 
sponsored by Aluminum Co. of 
America, using house plans designed 
by Charles M. Goodman, prominent 
architect who has worked closely 
with the National 
Home Builders. 


Association of 
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Coils Save 


coils from producers’ continuous 





Space and Money 






galvanizing lines pays off in re- 
duced inventories, storage, and 
scrap, without affecting 


standard shop methods 








WHEN A MANUFACTURER finds a way to economize in his 
production operations, the saving often can be passed 
down the line to the dealer or contractor. This has been 
the case in galvanized steel sheet which is being produced 
and sold in coil form. 

This economy comes about as the result of producers’ 
search for methods of controlling corrosion in steel. Long 
ago, they found that the most practical is the application 
of a thin layer of zinc through the galvanizing process. 
It is easy to apply, inexpensive, readily available, and 
has a hard, smooth coating which effectively resists cor- 


rosion. 


Coils Find Favor with Contractors 


Originally, sheet metal parts which had to be formed 
by severe fabricating operations were first formed from 
uncoated steel, then hot dip galvanized. Later, applica- 
tion and production procedures eliminated the breaking, 


flaking and peeling of the zinc coating and the continuous 
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hot dip galvanizing lines became common. After the 


galvanizing process, the finished sheet was often supplied 
to the warehouse in coil form to save on cutting, stacking, 
handling, storage and other operations. 

Many sheet metal contractors, recognizing the econo- 
mies that can be realized, are having their galvanized 


steel supplied in this form. 


Save Space, Time and Material 


Coils mean less storage, less handling, smaller inven- 
tories, fewer scrap losses and more production. Scrap 
losses are reduced because different sizes can be sheared 
from the same coil in the exact length required, eliminat- 
ing the waste of metal and extra work involved in trim- 
ming sheet ends. Metal waste is reduced by the thrifty 
“mismatching” method of laying out blanks to mesh so 
practically all of the strip is used. 

Fewer stock sizes are required. A single coil, from 
which different lengths and widths can be cut, replaces 
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several stacks of different sized sheets. Less money is 
tied up in inventory and valuable storage space is saved. 
With proper equipment, galvanized steel coils are quickly 
unloaded from freight cars or trucks, wheeled about in 
the shop, and placed in position on racks, cutting table 
or forming rolls. 


Zine Coating Adheres Tightly 


The outstanding characteristics of the continuous line 
product are good ductility and tenacious adherence of the 
zinc coating. It withstands severe drawing operations 
without peeling, flaking or powdering. Almost any metal 
that can be formed of uncoated steel can be formed of 
the continuous galvanized material. 

The continuous process allows close control over the 
coating, eliminating variations of thickness and trouble- 
some drip edges 

Fabrication techniques are no different from those 
previously used on uncoated sheets. Coiled galvanized 
steel from the continuous lines can be formed and worked 
by any of the familiar methods without impairing the 
coating. Deep drawn parts may be made in one piece 
accurately and to close finished dimensions. 


Proper Fluxing Required 


The continuous line galvanized sheets can be readily 
soldered but must be properly fluxed to assure a good 
joint. A mixture of equal parts of cut acid, raw acid, de- 
natured alcohol and water give good results. A number 
of suitable proprietary fluxes are commercially available. 
Any flux must be completely removed—washed off with 
cold water or wiped off with a damp cloth. If raw acid 
is used, the joint should be washed with water containing 
a small amount of ammonia or washing soda, then 
thoroughly rinsed with water. For strong joints, a 60 per- 
cent tin, 40 percent lead solder is recommended. For 
lower impact joints, 35-65 solder is satisfactory. A cored 
solder with ammonium chloride as the core has also been 
used successfully. 

Contractors often find it necessary to remove oil films 
which are sometimes applied as protective coatings at the 
mill. A cloth soaked in mineral spirits, naphtha or kero- 
sene will remove the film without water rinse. Emulsion 


type cleaners are also effective. These cleaners should 


be rinsed off with hot water. Thorough drying will pre- 


vent superficial staining or discoloration. Strong alkaline 
cleaners or acids stain or dull bright coating. 

In specifying any type of galvanized steel, remember 
that the weight or thickness of the zinc coating deter- 
mines the corrosion protection. Zinc not only protects the 
underlying steel by acting as a barrier but also sacrifices 
itself electrochemically to protect any small area of bare 
steel. Therefore, the more zinc present, the longer service 
life of the part. 

The editors acknowledge the cooperation of American 
Iron and Steel Institute and American Zinc Institute in 
providing information for this article. 
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ELBOW IS MADE in sections, each with its own seam, 
which are fitted together and crimped. Small parts can 
be cut from pre-measured piece to reduce waste 


LOCK SEAM IS FORMED without peeling or tlaking 
of zinc coat when continuous hot dip galvanized steel 
1s used 


GALVANIZED SPECIALIY PARIS are naturals for 
continuous hot dip galvanized coils from which pieces 
can be cut to exact size, then severely formed as in this 
radius forming operation 





HUGH REID'S SHEET METAL PATTERN 


How to Make a Conical Connection 
To a Cyclone Dust Collector Collar 


Here’s the simplified 
a pattern for the conical 


hopper collar 


THE CONICAL DUCT CONNECTION to the round collar of 
an exhaust system hopper was submitted by an indus- 
trial firm as a pattern problem solution. 

It is necessary to develop work lines M, N, P, R, S, T, 
U, V and W on the plan view to locate points A, B, C, D 
and E on the circumference line of the large circle; only 
then can points 6, 7, 8, 9 and 10 be located. 

In the pattern development, the round section with the 
opening must be developed first. 


Plan and Front Views, Figs. 1 and 2 — 


a) Draw the extended vertical center line marked CL. 
Establish point 01 at the bottom of the line. From this 
point measure the successive given lengths of 14 in., 2 
in., and 114 in. above point 01 and mark the points 
02, 03 and 04. Through the points draw lines perpen- 
dicular to and extending on both sides of the center line. 
From points 01 and 02, measure 14 in. on both sides of 
the center line and draw lines connecting the points. This 
will form the collector outlet. Measure 114 in. on both 
sides of points 03 and 04 and draw lines parallel to the 
center line connecting the points. Draw diagonal lines 
connecting the closest corners of the upper and lower 
rectangles as shown. Label this Fig. 2, front view. Where 
the diagonal lines connect, mark T’ at each point on the 
top rectangle, S at each point on the lower rectangle. 

b) About 214 in. above point 04 on the center line, 
establish point 0. Through this point draw the horizontal 
center line marked CL. With point 0 as center and 
radius 114 in., draw a circle. With point 0 as center and 
radius 14 in., draw a circle. Label this pattern Fig. 1. 

c) Mark the lower intersection point of the circle and 
the vertical center line with the letter A as shown. From 
point A draw a line to the left and perpendicular to the 
center line. From point A, measure the given 214 in. 
length and mark point 1. From point 1 draw a 14 in. 
line perpendicular to line 1A, and mark the point 5. 
From point 5, draw a 25 deg line to intersect the 114 in. 
outer circle and mark the intersection E. Extend the line 
to intersect the center line. Mark this point 05. 

d) From point 1 (Fig. 1) measure up 14 in. and mark 
the point 14. With point 14 as center and radius 14 in., 
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method for developing 
connection to a round 


for an exhaust system 


draw a half circle to the left. Divide the half circle into 
1 equal spaces and number the points 1, 2, 3, 4 and 5. 
Through the points draw lines perpendicular to and inter- 
secting the diameter line 1-5. Mark the distance from 
points 4 and 2 to vertical line 1-5 as distance E, and the 
distance from point 3 to the vertical line 1-5 as F. 

e) Bisect line AOS (Fig. 1) and mark the center point 
15. With point 15 as center and radius 15A, draw a half 
circle to the right. Divide the half circle into 4 equal 
spaces and through the points draw lines perpendicular 
to and intersecting the diameter line AO5. Draw lines 
connecting the intersection points on line AOS with 
Mark the intersection 
points of these lines and the large circle as points A, B, 
C, D and E. Draw work lines M, N, P, R, S, T, U, V, W. 

f) On Fig. 2, from line T’T’ 
and draw the horizontal center line marked CL. Mark 
the intersection point of the vertical 
center lines as point 6. From point 6 measure 21, in. to 
the left and mark the point 3’. With point 3’ as center 
and radius 14 in., draw a half circle to the left. Divide 


the half circle into 4 equal spaces and through the points 


intersection points on line 1-5. 


measure up 9/16 in. 


horizontal and 


draw lines perpendicular to and intersecting the diameter 
line. Mark these points 1’, 2’, 3’, 4’ and 5’. 

gz) With point 6 (Fig. 2) as center and radius 15A 
(Fig. 1) draw a half circle to the right. Divide the half 
circle into 4 equal spaces and through the points draw 
lines perpendicular to and intersecting the diameter line. 
Mark these points 8’, 7’, 6, 7’ and 8’ in that order. Draw 
lines connecting these intersection points with correspond- 
ing intersection points 1’, 2’, 3’, 4’ and 5’. 

h) Project point E on the plan view (Fig. 1) to line 
3’6 on the front view (Fig. 2) and mark the point 10. 
Project point D on the plan view (Fig. 1) to line 4’7’ 
and line 2’7’ (Fig. 2) and draw the line 9-9 connecting 
the points. Mark the distance from the top point 9 to the 
horizontal center line as line 11. Subtract the distance E 
on the 14 in. diameter half circle (Fig. 1) from the 
distance between lower point 9 (Fig. 2) and the hori- 
zontal center line as length L. 

i) Project point C from Fig. 1 to lines 5/8’ and 1’8’ 
(Fig. 2) and draw the line 8-8. Mark the distance from 


upper point 8 to the horizontal center line with the num- 
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10 percent for reproduction on this page 








HUGH REID'S SHEET METAL PATTERN 


How to Make a Conical Connection 
To a Cyclone Dust Collector Collar 


Here’s the simplified 
a pattern for the conical 


hopper collar 


THE CONICAL DUCT CONNECTION to the round collar of 
an exhaust system hopper was submitted by an indus- 
trial firm as a pattern problem solution. 

It is necessary to develop work lines M, N, P, R, S, T, 
U, V and W on the plan view to locate points A, B, C, D 
and E on the circumference line of the large circle; only 
then can points 6, 7, 8, 9 and 10 be located. 

In the pattern development, the round section with the 
opening must be developed first. 


Plan and Front Views, Figs. 1 and 2 — 


a) Draw the extended vertical center line marked CL. 
Establish point 01 at the bottom of the line. From this 
point measure the successive given lengths of 14 in., 2 
in., and 114 in. above point 01 and mark the points 
02, 03 and 04. Through the points draw lines perpen- 
dicular to and extending on both sides of the center line. 
From points 01 and 02, measure 14 in. on both sides of 
the center line and draw lines connecting the points. This 
will form the collector outlet. Measure 114 in. on both 
sides of points 03 and 04 and draw lines parallel to the 
center line connecting the points. Draw diagonal lines 
connecting the closest corners of the upper and lower 
rectangles as shown. Label this Fig. 2. front view. Where 
the diagonal lines connect, mark T’ at each point on the 
top rectangle, S at each point on the lower rectangle. 

b) About 21% in. above point 04 on the center line, 
establish point 0. Through this point draw the horizontal 
center line marked CL. With point 0 as center and 
radius 114 in., draw a circle. With point 0 as center and 
radius 14 in., draw a circle. Label this pattern Fig. 1. 

c) Mark the lower intersection point of the circle and 
the vertical center line with the letter A as shown. From 
point A draw a line to the left and perpendicular to the 
center line. From point A, measure the given 21 in. 
length and mark point 1. From point 1 draw a 1% in. 
line perpendicular to line 1A, and mark the point 5. 
From point 5, draw a 25 deg line to intersect the 114 in. 
outer circle and mark the intersection E. Extend the line 
to intersect the center line. Mark this point 05. 

d) From point 1 (Fig. 1) measure up 14 in. and mark 
the point 14. With point 14 as center and radius 4 in., 
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method for developing 
connection to a round 


for an exhaust system 


draw a half circle to the left. Divide the half circle into 
1 equal spaces and number the points 1, 2, 3, 4 and 5. 
Through the points draw lines perpendicular to and inter- 
secting the diameter line 1-5. Mark the distance from 
points 4 and 2 to vertical line 1-5 as distance E, and the 
distance from point 3 to the vertical line 1-5 as F. 

e) Bisect line AOS (Fig. 1) and mark the center point 
15. With point 15 as center and radius 15A, draw a half 
circle to the right. Divide the half circle into 4 equal 
spaces and through the points draw lines perpendicular 
to and intersecting the diameter line AO5. Draw lines 
connecting the points on line AO5 
Mark the intersection 
points of these lines and the large circle as points A, B, 
C. D and E. Draw work lines M, N, P, R, S, T. U, V, W. 

f) On Fig. 2, measure up 9/16 in. from line T’T’ 
and draw the horizontal center line marked CL. Mark 
the intersection 


intersection with 


intersection points on line 1-5. 


vertical 
center lines as point 6. From point 6 measure 21, in. to 
the left and mark the point 3’. With point 3’ as center 
and radius 14 in., draw a half circle to the left. Divide 


the half circle into 4 equal spaces and through the points 


point of the horizontal and 


draw lines perpendicular to and intersecting the diameter 
line. Mark these points 1’, 2’, 3’, 4’ and 5’. 

g) With point 6 (Fig. 2) as center and radius 15A 
(Fig. 1) draw a half circle to the right. Divide the half 
circle into 4 equal spaces and through the points draw 
lines perpendicular to and intersecting the diameter line. 
Mark these points 8’, 7’, 6, 7’ and 8’ in that order. Draw 
lines connecting these intersection points with correspond- 
ing intersection points 1’, 2’, 3’, 4’ and 5’. 

h) Project point E on the plan view (Fig. 1) to line 
3’6 on the front view (Fig. 2) and mark the point 10. 
Project point D on the plan view (Fig. 1) to line 4’7’ 
and line 2’7’ (Fig. 2) and draw the line 9-9 connecting 
the points. Mark the distance from the top point 9 to the 
horizontal center line as line 11. Subtract the distance E 
on the 14 in. diameter half circle (Fig. 1) from the 
distance between lower point 9 (Fig. 2) and the hori- 
zontal center line as length L. 

i) Project point C from Fig. 1 to lines 5’8’ and 1’8’ 
(Fig. 2) and draw the line 8-8. Mark the distance from 
upper point 8 to the horizontal center line with the num- 
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ber 12. Subtract line lengths F and E (Fig. 1) from the 
horizontal center line to lower point 8 and mark the 
differences in lengths as J and K. 

j) Project a line from point B on the plan view (Fig. 
1) to lines 2’7’ and 4’7’ on the front view (Fig. 2) and 
draw the line 7-7. Mark the distance from upper point 
7 to the horizontal center line with the number 13. Sub- 
tract line lengths F and E (Fig. 1) from the horizontal 
center line to lower point 7 and mark the differences as 
lengths G and H. 


The Half Taper Pattern, Fig. 3 — 


a) Extend line T’S (Fig. 2) to intersect the center line 
and mark this point as R’. 

b) Draw a vertical line for the beginning of Fig. 3. 
Establish the point R’ at the bottom. From the front 
view (Fig. 2) set a compass at line length R’T’ and with 
point R’ (Fig. 3) as center, draw a long arc to the right 
of the newly drawn vertical line. Mark the intersection of 
this arc with the vertical line as point T’. 

c) Calculate the length of one half the circumference 
of the 3 in. large end of the taper by multiplying the 
given 114 in. radius by 3.14 which equals 434 in. 

d) From point T’ (Fig. 3) measure the 434 in. length 
around the are and mark the lower point T’. Draw a line 
from lower point T’ to the radius point R’. 

e) Set a compass at length R’S (Fig. 2) and with 
point R’ (Fig. 3) as radius, draw an arc between the 
connecting horizontal and vertical lines R’T’. Mark both 
intersection points as S’. 


Half Pattern, Round Section with Hole, Fig. 5 — 


a) To calculate the half circumference, multiply the 
11% in. radius by 3.14; thus, 3.14 1.5 equals 43, in. 

b) Draw a rectangle equal to half the circumference 
by the given length which is 434 * 114 in. Measure up 
9/16 in. and draw the horizontal center line. On the 
center line establish point 6’ 114 in. from the right side 
of the rectangle. From the large diameter circle (Fig. 
1) transfer consecutively, the are lengths AB, BC, CD, 
DE to the left of point 6’ on the center line of Fig. 3 
and mark the points B’, C’, D’ and 10’. Through the 
points draw lines perpendicular to and extending on both 
sides of the center line. 

c) From Fig. 2, transfer length 13 to Fig. 5. Mark 
this distance above and below the center line at point B’ 
and mark both points 7’. Transfer length 12 (Fig. 2) to 
Fig. 5. Mark this distance above and below point C’ and 
label both points 8’. Transfer length 11 (Fig. 2) to Fig. 
5. Mark this distance above and below point D’ and 
label both points 9’. Through both sets of points 10’, 9’, 
8’, 7’ and 6’ draw the developed hole shape. 


The Tapered Connection, Fig. 6 — 


a) Draw a vertical line and establish point 6’ at the 
bottom. Set a compass at line length M (Fig. 1) and with 
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point 6’ (Fig. 6) as center, draw an arc on the vertical 
line and mark the point 1. 

b) Draw a right angle. Transfer line N from Fig. 1 
to the vertical leg. Transfer rise distance E from the 
small half circle (Fig. 1) to the horizontal leg of the 
right angle and develop the hypotenuse line EN. With 
point 6’ (Fig. 6) as center and radius EN draw arcs to 
the right and left of point 1. With equal space 1-2 on 
the small half circle (Fig. 1) as radius and point 1 (Fig. 
6) as center, cut arcs EN and mark the points 2. 

c) Transfer line P from Fig. 1 to the vertical leg of 
a right angle and rise distance G (Fig. 2) to the hori- 
zontal leg. The hypotenuse line GP is the developed line. 
With points 2 (Fig. 6) as centers and radius GP draw 
ares to the right and left of point 6’. With are length 
6’7’ (Fig. 5) as radius and point 6’ (Fig. 6) as center, 
cut arcs GP and mark the points 7’. 

d) Line R is transferred from Fig. 1 to the vertical 
leg of a right angle and fall distance H is transferred 
from Fig. 2 to the horizontal leg. The hypotenuse HR is 
the developed line. With points 7’ (Fig. 6) as center and 
radius HR, draw ares to the right and left of points 2. 
With equal space 2-3 (Fig. 1) as radius and points 2 
(Fig. 6) as centers, cut arcs HR and mark the points 3. 

e) Line S and fall distance J are transferred from Fig. 
1 and Fig. 2 to the vertical and horizontal legs of a right 
angle. The hypotenuse line JS is the developed line. With 
points 3 (Fig. 6) as centers and radius JS, draw arcs 
to the right and left of points 7’. With arc length 7’8’ 
(Fig. 5) as radius and points 7’ (Fig. 6) as centers, cut 
arcs JS and mark the points 8’. 

f) From Fig. 1, transfer line T to the vertical leg of 
a right angle. From Fig. 2 transfer fall distance K to the 
horizontal leg and draw the hypotenuse line KT. With 
points 8’ (Fig. 6) as centers and radius KT, draw ares 
to the right and left of points 3. With are length 3-4 
from the small half circle (Fig. 1) as radius and points 
3 (Fig. 6) as centers, cut ares KT. Mark the points 4. 

g) Transfer line U and fall distance L from Fig. 1 
and Fig. 2 to the vertical and horizontal legs of a right 
angle. The hypotenuse line LU is the developed line. With 
points 4 (Fig. 6) as centers and radius LU, draw lines 
to the right and left of points 8’. With arc length 879’ 
(Fig. 5) as radius and points 8’ (Fig. 6) as centers, cut 
ares LU and mark the points 9. 

h) The line V and the fall distance X are transferred 
from Fig. 1 and Fig. 2 to the vertical and horizontal 
legs of a right angle. The hypotenuse line XV is the 
developed line. With points 9’ (Fig. 6) as centers and 
radius XV, draw arcs to the right and left of points 4. 
With arc length 4-5 from the small half circle (Fig. 1) 
as radius and points 4 (Fig. 6) as centers, cut arcs 
XV and mark the points 5. 


i) With line length W (Fig. 1) as radius and points 
5 (Fig. 6) as centers, draw arcs to the right and left of 
points 9’. With arc length 9’10’ (Fig. 5) as radius and 
points 9 (Fig. 6) as centers, cut the arcs W and mark 
the points 10’. 
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TO PROFITS _ 
in gas-fired heating 


with this new 7-point dealer 
sales program! 


1 Quality you 
can count on... 
in a complete 
selection of models 
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If you want every heating job you do to “‘do right” 
for you in profits, performance, customer 
satisfaction . . . Janitrol Winter Air Conditioners 
are for you. 

A walk through our plant, to see the great new 
Janitrol conditioners being built would show you 
why this is true. 

For one thing, you’d see care in details of 
construction that might make you think we’re old 
maids—if you didn’t know it’s the details that 
make the difference! Make every Janitrol so 
quiet, efficient, long-lasting. 

You’d see advanced manufacturing tools and 
techniques that mean faster production of a com- 
plete line of models for every need, faster deliver- 
ies, lower net prices with plenty of profit for you. 

You'd see the industry’s most thorough in- 
spection methods... and you’d know why Janitrol 
conditioners are so free from “bugs” that cause 
service complaints, callbacks, loss of profits and 
goodwill. 

You'd see plenty more you'd like, of course. 
All of it adding up to this one, undeniable fact: 
You've got the GOLDEN KEY to heating profits 
in your pocket with this great new Janitrol quality 
heating line-—-the No. | attraction in Janitrol’s 
great new 7-point program for dealers. Now, 
read about the rest! 


This beautiful, compact new Janitrol Model FEC 45 Winter 
Air Conditioner for city and LP gases is just one in Janitrol’s 
complete line of models. Delivers thrifty, carefree heating 
with freedom from burnout, cracking and rusting made 
possible by its famous Janitrol Dura-Tube heating heart. 
20 year warranty. Matching cooling conditioner available. 


JANITROL HEATING AND AIR CONDITIONING DIVISION 


Surface Combustion Corporation, Columbus 16, Ohio 


Please show me how Janitrol's 7-point program for 


In Canada: 


SALES can give me the GOLDEN KEY TO PROFITS. Moffats, Ltd., Toronto, 15 


NAME 


COMPANY 


ADDRESS 


CITY 
GAS 


ZONE 


Fillin and MAIL TODAY! 


DE AOE A a RES: 


Advanced Janitrol engineering—new automated 
production methods—volume building sales leader- 
ship—all add up to more profits on every sale. This 
new Janitrol pricing plan lets you move in on com- 
petition with top-quality Janitrol products at 
really competitive prices! 


As a Janitrol dealer qualified under this new plan, 
you'll keep your working capital working, instead 
of “freezing” it in inventory. You'll have the 
inventory you need for prompt deliveries, better 
service, year ‘round. 


Makes Janitrol cooling and heating easily available 
to the six out of ten families who haven't the cash 
but have the credit on easy installment terms 
No down payment. Up to three years to pay 
Finance up to $3500. No risk or recourse to dealer, 
no collection problems. Eliminates red tape and 
delay. Keeps “hot"’ prospects from cooling off! 


A high-impact, sales-producing merchandising pro- 
gram created by Janitrol for your needs, your 
market, your profit ambitions! Newspaper ad 
mats, radio and TV musical announcements, 
window and in-store displays, color-illuminated 
outdoor signs—all yours as a qualified Janitrol 
dealer. And Janitrol sets up the complete program 
to the last detail, saves your time for selling 


A complete merchandising program to help you 
snare your share of the new house market. Chock 
full of tested promotion ideas that give you a 
running start on competition—let you offer the 
builder a service that enables him to upgrade his 
houses with quality Janitrol equipment, appeal to 
more prospects, sfay competitive! 


Today, Janitrol recognizes a new era in company 
dealer relations. The days of “playing it by ear” are 
no more. There’s a need for continuing close 
cooperation between both parties—an “open door” 
for exchange of ideas. The Janitrol Select Dealer 
Program makes these things possible, and gives 
you extra benefits besides. Business development 
counsel, training schools, prizes, vacations, to 
mention a few. Right now’s the time to qualify! 


get your 


TO PROFITS 
with J rN tno -1i)e 


Ask your JANITROL representative for 
the facts or RUSH THE COUPON TO US! 
femme) :ale7 Wale). 


Complete line of gas and oil furnaces, unit 
heaters, conversion burners, water cooled and air 
cooled summer conditioners, combination heating 
ferel ule Mecureliileu tee 





Idea Exchange 


for 


Dealers, Contractors 


Reduce Metal Waste on the Drawing Board 


. . . by laying out parts to scale on 


a sheet of wrapping paper to get maximum use of metal 


A QUICK METHOD 


—— 
ail 





of determining how 


144" 








to cut up a sheet of 


metal most econom- 


7 
ically involves the 2 
use of a sheet of pa- | 


per and the metric 























scale for laying out 
the pieces to scale. 


instead of a 


com- 20" 
mon ruler. | 
Most job sheet 


ae 


















































metal shops first cut 
the largest pieces 
for an order, then 1 in. 
try to use the re- 


mainder of the sheet for small- 


er pieces. Sometimes this method 
satisfactorily and some- 


When 


metal such as aluminum or stainless 


works out 


times it doesn’t. expensive 


steel is involved. a little advance 
planning is necessary to determine 
the proper method to cut out patterns 


in the most economic al manner. 


Scale Sheet to Handy Size 


Let’s solve a sample problem: 

Shear 10 pieces 20 
10 pieces 9 
144 in. sheet. 


Using the metric scale, measure 


25 in. and 


13 in. from a 48 X 
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off 144 millimeters on a sheet of 
wrapping paper and draw a hori- 
zontal line this long. This represents 
the length of the metal sheet. 

Next, measure off 48 millimeters 
representing the width of the sheet. 


With the 48 ° 


144 mm rectangle 





Tell Others About Your 


by writing to: 

Editor, American Artisan, 
6 N. Michigan Ave., 
Chicago 2, Illinois. 











LEAST POSSIBLE WASTE from a sheet of metal can be assured by experimenting with vari- 
ous arrangements of sizes to be cut on scaled drawing before sheet is cut. Scale used is Imm 


representing the sheet of metal, we 
are ready to lay out the 20 X 25 in. 
and 9 X 13 in. 


established scale 1 mm 


pieces, using the 


1 in. 


Direct Reading Obtained 


In this manner a direct reading in 
inches is obtained and mathematical 
computation and possible errors are 
eliminated. 

This practice has been used to save 
hundreds of dollars a year in a south- 
ern sheet metal shop. 

This suggestion was submitted by 
Daniel H. Spofford, Giffen Indus- 
tries, Inc., Coral Gables, Fla. 





Goy, you gure get faster delivery 


TUTTLE E- BANMEY etandard cizec!™ 


‘Yeah, and they eave 


Our two friends are wise, indeed, and so are 
the majority of those who specify and install 
air distribution devices for jobs large or small. 
From experience they know that when Tuttle 
& Bailey initiated standard sizes (ten years 
ago!) for grilles, registers and ceiling diffusers 
it had many real benefits, and still does. 


Te” Sa OP et oe ee 


wi. we ee. an ot ll 
c = a 


em oe 


PL Eyer 


Fer ey 


3 es 


oS:* nates ea Pt Epa 
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It means that T&B stocks standard sizes and 
that in turn means faster delivery, faster com- 
pletion of jobs and more satisfied owners. 
Very important, too, standard sizes are priced 
lower! Incidentally, experience has also proved 
that T&B standard sizes can meet at least 95% 
of job requirements. 


Use this reference chart 
of TUTTLE & BAILEY standard sizes 


T&B TRI-FLEX supply air grilles and registers 


T60 
T64 
T55 
167 
1647 


Single deflection grille (vertical face bars) 

Double deflection grille (vertical face bars, horizontal rear bars) 
Double deflection grille (horizontal face bars, vertical rear bars) 
Single deflection register (vertical face bars, vertical damper blades) 


Double deflection register (vertical face bars, horizontal rear bars, vertical 
damper blades) 


26 standard sizes 


8x4 
10x4 
10x6 
12x4 
12x5 


12x6 
14x4 
14x5 
14x6 
16x5 


16x6 
20x5 
20x6 
20x8 
24x5 


T&B AEROVANE return air grilles and registers 


T70D_ Grille (horizontal bars) 
178 Register (horizontal face bars, horizontal damper blades) 
T88 Register (vertical face bars, horizontal damper blades) 


20 standard sizes 


10x6 
10x8 
12x6 
12x8 


12x12 
18x6 

18x12 
18x18 


24x12 
24x18 
24x24 
30x12 


30x18 
30x24 
36x18 
36x24 








when you order 


_ you money, too!” 


T&B VENTILATING REGISTERS (No. 7908) 
23. standard sizes 


6x4 8x6 8x8 18x8 24x12 
8x4 10x6 10x8 10x10 14x14 
10x4 12x6 12x8 12x10 16x16 
6x6 18x6 14x8 12x12 18x18 
18x12 24x24 


T&B AEROFUSE CEILING DIFFUSERS Standard Sizes 


Adjustable Pattern (supply duct dia. = listed size in inches) 


Type PA 6-8-10.12-14-16-18 
Fixed Pattern 


Type PS, stepped down 6-8-10.12-14-16-18 
Type PF, flush 6-8-10.12-14-16-18 
Type PR, supply and return 6-8-10.12-14-16-18 
Type PH, half-round 6-8-10-12-14-16 
Type D, square 

Type ES, stepped down 6-8-10-12-15-18-22 
Type S, 6-8-10-12-15-18-21 


Dampers, grids and other accessory equipment available in standard sizes for use with the 
above Aerofuse Ceiling Diffusers. 


I'd suggest... 

get in touch with your nearest Tuttle 

& Bailey Representative and discuss 

with him T&B standard sizes. See 

for yourself how they can help you 

get your next job completed faster 
. and save you money, too. 


New Britain, Connecticut 





HOME REMODELING 
FURNACE REPLACEMENT. 


Call for MODERN 


AIR DISTRIBUTION SYSTEMS 
DESIGNED FOR YOUR USE BY 


CHAR-GALE 


Homeowners bringing older homes up-to-date, want 
more than half-way measures... and with Char-Gale 
“‘Gale-Aire’”’ comfort air distribution systems, you can 
go all the way to provide satisfaction. Complete 
Char-Gale perimeter systems, engineered for efficient 


SIMPLE INSTALLATION 

All the elements of Char-Gale sys- 
tems fit together quickly and easily 
—no strain, no pain. 


EFFICIENT OPERATION 
Designed and tested for overall 


performance that will give true cus- 
tomer satisfaction. 


operation and improved appearance, offer a welcome 
contrast to the bulky, old-fashioned equipment they 
replace. 


IMPROVED APPEARANCE 
The neat look of Char-Gale small 
pipe systems is a “feather in the 
cap” of the installer. 


BETTER USE OF SPACE 
There’s plenty of head room in a 
basement with the Char-Gale duct- 
work tucked out of the way, 


COMPLETELY PACKAGED 
Protected against damage, all Char- 
Gale material is easily stored right 
in the cartons. 


ONE SOURCE 
Complete air distribution s ms; 


no worry about matching units from 
different sources, 


The question of complete air conditioning is 
under control with Char-Gale. That’s because 
Char-Gale fittings, ducts and registers are 
designed to handle both heating and cooling. 











GET SHARE 


of this profitable replacement 
and remodeling market 


Distributors, Wholesalers and Dealers who stock the 
simplified ‘‘Gale-Aire’’ system, get a complete, modern 
air distribution line that’s easy to store, sell and install. 
And it’s not necessary to tie up capital in large inven- 
tories of duct, fittings and registers. Char-Gale trucks 
travel anywhere in the country, in a hurry! 











Contact your jobber or write us. 


MANUFACTURING COMPANY 


ANOKA, MINNESOTA 


eres a 
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YOU AND THE LAW 


Purchaser of Business Protected by Restrictions 


A reasonable clause prohibiting future competition by 


former owner can be used to protect buyer’s investment 


in a company’s good will 


FREQUENTLY, when a_ business is 
sold, such as that of a warm air 
heating and air conditioning dealer, 
the contract will include a clause 
which prohibits the seller from com- 
peting through the re-establishment 
of a similar type of business. 
Such a clause is usually insisted 
upon by the buyer as a means of 
protecting his acquisition of the 
firm’s goodwill and reputation along 
with its other assets. When a_busi- 
ness is sold, the sale includes more 
than the mere equipment and stock 
on hand. With the sale in the great 
majority of instances goes the vood- 
will that the seller has created. Good- 
will was described in a comment of 
the United States Supreme Court as 
the element of value that inheres in 
the favorable and fixed consideration 
of customers, arising from an estab- 
lished and well known and well con- 


ducted business. 


Good Will Is a Hope 


“The only proper signification of 


the word (goodwill).” comments a 


well known legal writer. “must be 
that benefit or advantage which rests 
only on the goodwill or kind and 
friendly feelings of others. It is the 
hope or expectation which may be 
reasonable and strong and may rest 
upon a state of things which has 
grown up through a long period and 
been promoted by large expenditures 
of money. And it may be worth all 
the money it has cost and a great 
deal more, but it is after all nothing 
more than the hope grounded on a 
probability.” 

Whatever the definition, however. 
the purchaser of a business stripped 


of its established goodwill is buying 
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a Dead Sea apple, attractive to look 
at but filled with ashes and disap- 
pointments. 

The buyer can best protect this 
acquisition of good will by the agree- 
ment of the seller not to compete 
within a certain territory and for a 
stated period of time. 

Several hundred years ago when 
a case involving such an agreement 
came before an English judge. the 
party seeking to enforce the contract 
was indignantly berated by the court 
and his case dismissed. That. how: 
ever. was long ago and in a decision 
in one of the Atlantic states the court 
explained the present law and _ its 


change since that early decision. 


Public Must Be Protected 


“The law has for centuries per- 
mitted contracts in partial restraint 
of trade, when reasonable. A true 
test is whether the restraint is such 
only as to afford a fair protection 
to the interests of the party in favor 
of whom it is given and not so large 
as to interfere with the interests of 
the public. It is an encouragement 
to industry and to enterprise in 
building up a trade, that a man shall 
be allowed to sell the goodwill of 
the business and the fruits of his in- 
dustry upon the best terms he can 
obtain. 

“To the extent that the contract 
prevents the seller from carrying on 
the particular trade, it deprives the 
community of any benefit it might 
derive from his entering into compe- 
tition. But the business is open to all 
others and there is little danger that 
the public will suffer harm from lack 
of persons to engage in a profitable 
industry.” 


Many years ago there was involved 
in a controversy a stipulation in the 
contract for the sale of a business, 
“And | hereby agree that I will not 
engage in the said business either 
directly or indirectly or allow my 


name to be used in said business.” 


Reasonableness Is Question 


The seller contended that such a 
provision was void and unenforce- 
able, but the Federal Court said in 
this case. “Public welfare is first 
considered and if it be not involved 
and the restraint upon one party is 
not greater than the protection to 
the other party requires, the contract 
may be sustained. The question is 
whether under the particular circum- 
stances of the case and the nature of 
the particular contract involved in it, 
the contract is or is not unreasonable. 

“Applying this rule and taking in- 
to account the nature and extent of 
the business at the time of the pur- 
chase, was the covenant not to en- 
gage in a competing business any- 
where in the United States unrea- 
sonable as being unnecessary for the 
protection of the purchaser in the 
enjoyment of the thing purchased? 

“By the sale no 


created. In our opinion the covenant 


monoply was 


of restraint was entirely reasonable, 
taking into account the circumstances 
and situation of the parties and the 
business involved. With respect to 
the territory to which the restriction 
should apply the rule has always 
been that it might extend to the 
limits wherein the buyer's 
would be likely to go.” 


trade 


Only a few months ago it was held 
as the established law by the court 
in one of the eastern states, “The 
authorities are in substantial agree- 
ment that covenants not to compete 
which are incidental or ancillary to 
a sale of a business are valid.” 

(Note. While this discussion applies to actual 


cases, it should be remembered that legal rules 
vary in different states 


| 
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Crescent is our trade-mark 


CRESCENT 


Pot -1 4-900) Mon 





CRESTOLOY 











CRESCENT AND CRESTOLOY 
outsell all other ADJUSTABLE WRENCHES 


CRESTOLOY Wrenches are forged from a 
special alloy steel permitting thinner, trimmer 
design with greater strength and less weight than 
conventional types. They are available in Single 
End patterns, 4" to 24” size. Double-end in four 
models combining 4-6; 6-8; 8-10; 10-12 inch 
sizes. The 15”, 18” and 24” sizes, available in 
Single End pattern only, are distinguished by 
their tapered handles. There is no stronger or 


finer Adjustable Wrench than CRESTOLOY. 


CRESCENT Wrenches are forged from 
selected carbon steel and specially heat-treated 
to increase their toughness and durability. Due 
to their lesser cost and relatively great strength, 
they are widely used in industrial and service 
operations where thinness is not essential. Avail- 
able in Single End Patterns, 4" to 18”. 

Both CRESCENT and CRESTOLOY 
Wrenches represent the best in design and work- 
manship, and carry the same guarantee. 


CRESCENT and CRESTOLOY 
TOOLS are sold by hardware 
dealers and industrial distribu- 
tors everywhere. Look for the 
bright yellow Crescent Display 
panels and select from one of 


the world’s greatest assortments 
of quality hand tools 





CRESCENT TOOLS — =~ 
Give Wings lo Wore mm \\% 


Sign of the “Srtisan 
Symbol C4 Cuccllence 


registered in the United States and abroad, for wrenches and other tools. Sold by 


CRESCENT TOOL COMPANY, 


eading distributors ond retailers everywhere and made only by 


JAMESTOWN, NEW YOR K 
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SKIL portable tools SAVE 50% production 
costs at Guerin-Zimmerman Co. 


Paul Guerin, owner of this metal fabri- 
cating company, purchased SKIL Drivers 
and SKIL Disc Sanders for the assembly of 
sheet metal parts in his Cleveland shop. 
The immediate result of this change— 
production increased 50% at the same costs. 

All the metal fabrication requires in- 
tensive sanding with disc sanders. The 
SKIL tools stay on the job longer under 
continuous use and are much easier to 
handle, report the men in the shop. Plus 
little downtime for maintenance. It means 
a 50% saving in production costs. 

The experience of this company adds 
up to big savings—savings in time, money 
and labor. You, too, can SAVE with 
SKIL tools. Ask a SKIL distributor to 
show you the features of SKIL metal- 
working tools that can mean savings on 
your jobs. Or for a FREE catalogue on 
power tools write SKIL Corp. direct: 
Dept. AAT-107, 5033 Elston Avenue, Chi- 
cago 30, Illinois. 


Made only by SKIL Corporation, manufacturer of famous 
SKIL and SKILSAW products, 5033 Elston Avenue, Chicago 
30, Ill. In Canada: 3601 Dundas St. West, Toronto 9, Ont 


On metalworking operations, 
you SAVE with SKIL tools 
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WHAT THE ASSOCIATIONS ARE DOING 





Dayton Hears Standards Story 


How TO usE the heating comfort standards to sell more 
equipment at a realistic price and how to improve em- 
ployee instruction were the two subjects presented at the 
September meeting of the Dayton Heating, Air Condi- 
tioning, Sheet Metal and Roofing Contractors Associa- 
tion. 


STANDARDS FOR RATING Heating Systems are dis- 
cussed by Dayton association officers and speakers (1 to 
r) Richard John, John Speck, Harold Squire, David R. 
Thomas, Jr., Harold Carroll 


The technique of holding an employee information 
conference was described by Harold W. Squire, executive 
vice president, Tiffin Art Metal Co. Mr. Squire pointed 
out that three important conditions must exist if an em- 
ployee conference is to be successful. Employees must 
want to learn, they must learn by doing, and they must 
relate what they are learning to what they already know. 

Suggestions for holding interest at a high level include: 
1) don’t cover the ground too fast. 2) don’t lecture. 3) 
don’t monopolize discussions, 4) don’t let the sessions run 
too long, 5) ask questions to encourage participation, 6) 
use illustrations, 7) review the highlights in a summary. 

The success of the heating comfort standards at a lo- 
cal association level and with individual dealers was re- 
lated by Clyde M. Barnes, editor, American Artisan. He 
presented examples of how dealers were using the stand- 
ards to sell better heating systems with increased profits. 
Mr. Barnes described the use of the standards by local 
associations to give the public a yardstick to measure the 
quality of a heating system. The 12 points which are in- 
corporated into this yardstick, he said, have not been 
available to the public before. 

Reprints of the 16-page special section from the July 
Artisan explaining the standards and their use were giv- 
en to each dealer present. Extra copies of the standards 
were also passed out with suggestions on their use as dis- 
play pieces. Pointers on using the cards as direct mail 
pieces and in newspaper advertising were also outlined. 

Dealers in various parts of the country were cited as 


examples of how additional cards would be used with the 
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dealer's name imprinted as an important tool in a sales 


promotion program and in the sales presentation itself. 


Heating Dealers Get AC Licenses 


AMENDMENTS have been passed to the Grand Rapids re- 
frigeration licensing ordinance which make it possible 
for qualified heating dealers to secure a license for ait 
conditioning work as the result of the efforts of the Grand 
Rapids Heating Association. The amendments provide 
that a licensed heating dealer be allowed credit toward 
a refrigeration license of the class and type with which 
he is familiar and qualified. To secure this credit the ap- 
plicant must have a signed recommendation from the 
heating board of examiners. Another amendment pro- 
vides credit for applicants who have attended a factory 
school on air conditioning equipment. 

Four classes of license are issued. Class A includes 
equipment not to exceed 7% hp for self contained units. 
Class B applies to 7, to 15 hp for self contained and 
remote units. Class C is unlimited as to horsepower. 
These classes are broken down into separate sections on 
air conditioning, refrigeration, and heat pump work. 
Class D applies to maintenance work. 

The association also announced plans to add the words 


“and Air Conditioning” to its name. 


St. Paul-Minneapolis Drop Restrictions 


RESTRICTIVE barriers between the St. Paul and Minne- 
apolis heating, air conditioning and sheet metal trades 
have been dropped in a move designed to help contrac- 
tors and the public alike. City ordinances had prevented 
contractors from conducting business in another city. The 
change is the result of considerable effort on the part of 
the Air Conditioning and Heating, Roofing and Sheet 
Metal Contractors Association of Minneapolis and_ the 
Roofing, Sheet Metal, and Air Conditioning Contractors 
Association of St. Paul. 

The association’s board of directors appointed a com- 
mittee of key men, together with a legal counsel. to de- 
velop a program aimed at eliminating restrictive legisla- 
tion, which had been spreading into suburban areas. 
They were able to enlist the cooperation of city and union 
officials. 

As a result, the first step was taken last February when 
the Minneapolis ordinance requiring a contractor to have 
a place of business in the city in order to secure a license 
to do heating and air conditioning work was repealed. 
Shortly thereafter the same type of ordinance was elimi- 
nated in St. Paul. 

The next step was to establish a reciprocal licensing 
agreement whereby a Minneapolis dealer might register 
his license in St. Paul for a nominal fee and be qualified 
to do business there. The same conditions would apply to 


(Continued on page 94) 
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pesicns A FULL capacity 2 H.P. COMPRESSOR 


Tecumseh can now offer the industry 2 

compressors in the 2 H.P. range. The new ' 

B21T18 is a full capacity (23,400 ri 

BTU) 2 H.P. built on the same . 

general design as the B74T16 (19,500 BTU). 

Since it is the same basic design, many 

production advantages were realized, 

saving cost and eliminating start-up 

expense. At the same time the customer 

is assured of an outstanding compressor, 

thoroughly proven in the field by several 

million counterparts in the smaller sizes. 

The customer may now incorporate a 

full capacity deluxe 2 H.P. model using 

the B21T18 and a lower capacity 2 H.P. : 
model using the B74T16. Savings in il si laid ae , tsi a 
auxiliary equipment will allow the oe Model B21T18-——2 HP — 23,400 wu 
manufacturer to sell the B74T16 - - meee 874716 —2 > ceo : 7 . 
model at a lower price. Bs. | eso cae 

In addition to these models Tecumseh 

114 H.P. and | H.P. compressors 


round out the line of external 
spring mount compressors. 


Tecumseh engineering and production 
skills combine to give you the best 
compressor — most favorably priced — 
for today’s market while geared for 
tomorrow's as well. You'll do better 
with Tecumseh. 


The Leader Serving Leaders in the Air Conditioning and Refrigeration Industries 


TECUMSEH PRODUCTS COMPANY 
MARION, OHIO TECUMSEH, MICHIGAN 
EXPORT DEPT: P. O. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
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speak for themselves! 
I'm sold on 


-NORRIS 
DABILITY 


**Like most furnace dealers, I’ve 
been exposed to a lot of fancy 
furnace valves and controls, but 
in the long run I've found 
that you’ve got to have 
dependable performance as well. 
That’s what has built my 
customers’ confidence in me and 
made my business a success. 
Pve used McQuay-Norris 
valves for years because 
I can rely on them!”’ 


Features... 


Time Tested by leading manufacturers 

AGA and UL listed for use with natural, manufactured 
and liquid petroleum gases 

Soft-seat valve with positive seal 

Fail-safe—spring pressure always closes the valve 
Operates in any position 

Resists corrosion, stands up under extremes of 
temperature 

Stainless steel working parts, special analysis 


aluminum die casting in valve body, soft seat of 
special formula Buna N 


@ 


Manufacturing Company « St. Louis 10, Mo. 


47 YEARS IN THE MANUFACTURE OF PRECISION PRODUCTS, 
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WAREHOUSES | | | 


Beautiful Answer to 101 


GARAGES 


Qverhead Heating Jobs 


THorman Three Sicty ° 


RADIAL DOWNFLOW AND 
DOWNBLAST UNIT HEATERS 


Your prospects will like the exclusive features 
of the ultra-modern Norman Three-Sixty ... 
and you'll enjoy a profitable edge on competition. 


Radial Downflow Three-Sixty units draw air 
from floor up into bottom of unit, heat the air, 
then gently distribute it outward and downward 
to form a 360° umbrella of warmth. 


Downblast Three-Sixty units for high ceilings 
draw air in through top of unit, then propel warm 
air downward. As warm air is thrust toward floor 
from bottom of unit, it expands to cover a wide 
area with comfortable warmth. 


Normane 


= 





products 
company 








ps 
— 


Norman Southerner 
Horizontal Gas 
Furnace 


Norman Conversion Burners 
Available with capacities 
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from 50,000 to 2,000,000 BTU/h. 


* Sealed Combustion 
System 


* Forced Exhaust 


* Exclusive Electric 
Ignition 


* 100% Outside Air 
For Combustion 


Exclusive sealed combustion system, that forces 
combustion products out flue under pressure, and 
electric ignition, that eliminates need of danger- 
ous standing flame, give Norman Three-Sixty 
units greater performance safety, wider range of 
installations. 


Here’s your answer to increased sales and prof- 
its. Find out more about the Norman line of 
Three-Sixty Unit Heaters. 


Send the ceupon today for literature and details. 


NORMAN PRODUCTS CO. 
1150 Chesapeake Ave., Columbus 12, Ohio 


Rush literature and details on the Norman Three-Sixty Forced 
Convection Overhead Gas Heater and other quality Norman 
gas-fired heating equipment. 


NAME TITLE 
FIRM NAME 
ADDRESS 


«|, 


ZONE ee 
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a St. Paul dealer wishing to do business in Minneapolis. 

In July and August the two cities passed ordinances 
putting the agreement into effect. The Minneapolis ordi- 
nance provides, “Any applicant for a master’s license 
who has and presents a valid and subsisting license and 
card of competency from any other municipality in the 
State of Minnesota in which the technical and mechanical 
requirements for securing such a license and card of com- 
petency are equal to those in the City of Minneapolis, as 
shall be determined by the inspector of buildings of the 
City of Minneapolis, may receive a permit to carry on 
his trade or occupation in the City of Minneapolis by 
registering his license and card of competency in the of- 
fice of the inspector of buildings and paying therefor 
the fee of five dollars.” The wording of the St. Paul or- 
dinance is generally similar. 

The news bulletin of the Minneapolis association com- 
mented that it is hoped this reciprocal agreement will en- 
courage other crafts of the building industry to work out 
similar programs. 


Cooling Exhibit at San Mateo Fair 


AN UNUSUAL cooling exhibit attracted some 87,000 visi- 
tors to the San Mateo, Calif., county fair. The central 
feature was an air-conditioned “home” built at the fair 
by the San Mateo County Sheet Metal and Heating Con- 


tractors Association. The walls of the home were two-by- 


MORE THAN 87,000 visitors saw this air conditioned 
display home at the San Mateo, Calif., county fair. It 
was a feature of the sheet metal and heating contractors 
association exhibit 


four studding covered with plastic vapor barrier wrap. 
The exterior was dressed up with attractive planter boxes. 
The roof was covered with composition shingles. 
Visitors were invited to walk through the house and 
enjoy the air conditioned comfort. Inside was a carpeted 
walkway along which visitors could pass to see the cool- 
ing equipment in operation. Despite the high tempera- 
tures in the fair building which housed the exhibit, the 


vapor barrier effectively retained the cool air. In addi- 
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(Continued from page 90) 


tion, because visitors on the outside could see through it 
and notice people walking around inside, their curiosity 
was aroused and they were encouraged to go in to see for 
themselves. 

The association’s 18 dealer members and 13 manufac- 
turers and suppliers cooperated in constructing and 
equipping the exhibit and furnishing manpower to staff 
it throughout the nine-day fair. In the 1800 sq ft exhibit 
area in addition to the home were displays for all types 
of modern warm air furnaces, cooling equipment and re- 
lated accessories. One corner was set up as an attractive 
lounge where visitors could rest or chat with exhibitors 
and pick up literature. 

This was the first year that the association had partici- 
pated in the fair as a unit. President Dan O’Brien said 
that members were well pleased with the results. He 
added, “Judging by the many questions which were 
asked by visitors. a large proportion of them took more 
than a casual interest in the subject.” 

Ted Alves, Redwood City. chairman of the exhibit 
committee, said, “We feel this unified exhibit, in which 
all of our members participated, had considerably more 
impact on the public than would have been achieved by 
individual displays alone.” 

Another feature of the exhibit was a display of ma- 
terials and equipment produced through the association’s 
apprentice program. Co-sponsor of the exhibit was the 
Warm Air Heating Institute of Northern California. to 
which all association members belong. 


Toledo Adopts Label for Furnaces 


A LABEL for members to place on the front of every fur- 
nace installed has been adopted by the Toledo Heating 
and Air Conditioning Contractors Association. The label 
tells the homeowner that the installer is a member of the 
association and informs him where service can be ob- 
tained if required. 


Design Homes for Health, Expert Says 


TEMPERATURE conditions may have a greater effect on 
shortening human life than hard work, Dr. L. P. Her- 
rington, a Yale University expert, told the Indoor Climate 
Design Institute held Sept. 12-13 at the University of 
California at Los Angeles campus. 

Dr. Herrington, nationally known authority on physio- 
logical engineering and chairman of a U. S. Army com- 
mittee on stress physiology, called upon the nation’s 
builders and suppliers of comfort equipment to assume 
leadership in designing homes for health and comfort. 

He advised architects and builders to take a lesson 
from the pages of the military in designing homes in the 
light of available physiological data which he said is 


(More association news on page 99) 
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NMiore to Sell* 


AUTOMATIC-ELECTRIC 
HUMIDIFIERS 


HIGH CAPACITY 


POSITIVE CONTROL 


(By Humidistat— Set It, Forget It) 


AUTOMATIC OPERATION 


(Furnishes Exact Humidity Needed — 
But Only When Needed) 


PLUS: 
BACTERIA REMOVAL 


Now you have even more to sell with Aprilaire Humidifiers! 


rhe unique operational advantages of this newest principle 

of automatic humidification now includes an outstanding 

and revolutionary first-—BACTERIA REMOVAL! 

Up to 70°, of all bacteria is removed from the air stream 
passing through the Aprilaire...and this new and vital 

health feature is a premium benefit to offer your customers 
And the Aprilaire’s many other features—positive 

control, high capacity, constantly maintained proper 

relative humidity—all add up to better health, greater comfort 


and economy. For more to tell...and sell...it's the Aprilaire! 


SEND IN COUPON FOR 
COMPLETE INFORMATION 


. . « PRODUCTS OF RESEARCH | 





RESEARCH PRODUCTS (“jy jo1alon 


MADISON 10, WISCONSIN 
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RESEARCH PRODUCTS CORPORATION 
Dept. 91, Madison 10, Wisconsin 


I'm interested in the Aprilaire. Send me more 
information including literature, prices, speci- 
fications and the profit-making proposition. 


3 NEW MODELS! 


PLENUM MODEL — for torced air furnaces. Easily mounted 
on warm air bonnet. Uses plenum heat for evaporation — 
furnace fan and ducts for distribution of humidified air. Two 
models available — Model 110 with capacity of 5.3 Ibs. of 
water per hour; Model 112 (New) with capacity of 9.2 Ibs. 
water per hour. 


UNIVERSAL MODEL — installed on or between joists in 
basement or crawl space. Flexibility of installation permits 
baseboard or wall registers. Heat source — steam or hot water. 
Capacity up to 9 Ibs. water per hour. 


eter Lacan ta | nae 


PORTABLE MODEL — No installation necessary. Ideal for 
offices, apartments — wherever a permanent installation is 
not desired. Push-button control for high or low humidifica- 
tion, heating or fan only. Capacity up to 4.3 Ibs. water per 
hour. Humidistat is optional equipment. 
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a. in 
Fast 2-step system | 


delivers J&L steel products 
through your local 


SHEET METAL DISTRIBUTOR 


He’s listed in your 
classified yellow directory 
.».and ready 

with complete stocks. 











Lift your phone 

and place your order... 
for delivery 

when you need it. 
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Reliable delivery from complete stocks 
of high quality J&L steel products 


Your local sheet metal distributor is a 
specialist in serving your pickup steel 
requirements. He maintains inventories 
of items you need for fast delivery. You 
get the same high quality J&L steel prod- 
ucts from this distributor as you would 
in buying larger quantities directly from 











a 


the mill. Local distributor salesmen are 
readily available to help you with recom- 
mendations on new products and methods. 
And they are backed up by the complete 
facilities of Jones & Laughlin. These 
salesmen are as near as your phone. Con- 
sult your classified directory. Call today! 





















































Jones & Laughlin 


...a great name in steel 
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the furnace 
with the 
fuel-saving 


FINS 


You can’t ALWAYS be low bidder 

. . when you justify your actual overhead 
and your real NET profit! VICTOR’s 
exclusive, patented features of genuine merit 
make it possible to justify the difference 

in price to your prospect, and successfully 
close the sale . . . FAST! 


VICTOR DEALERS ARE 
MAKING MORE MONEY! 


Reports from VICTOR dealers, everywhere, PROVE this! They are closing 
more sales . . . at bigger profits BECAUSE .. . they are selling the VICTOR 
line . . . famous for quality, greater heating comfort and greater fuel economy. 
VICTOR’s patented, Fuel-Saving FINS save up to 30% in fuel costs. CLINCH 
SALES with VICTOR's convincing table-top FIN Demonstrator AND a 15 year 
WARRANTY. Sell the VICTOR line exclusively in your territory! 


HALL-NEAL FURNACE CO. 

1324 N. CAPITOL AVE., INDIANAPOLIS 7, INDIANA 

Please give me full details of the VICTOR Heating and Cooling line 
AND the extra profits | can make with an exclusive VICTOR 
FRANCHISE. 


i rey ice a4 big Sad Lew ies ' - 5 ee 
1322-42 N. CAPITOL AVE. ” $$ $$$______— 
INDIANAPOLIS 7, INDIANA city 


STATE. 
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“Al 


A TOP AUTHORITY on how temperature affects human 
life, Dr. L. P. Herrington, Yale University, spoke at the 
Indoor Climate Design Institute in Los Angeles 


demonstrating that the climatic environment exerts a pro- 
found effect on human well being and efficiency. 

Experiments with animals, he said, indicate that differ- 
ent climate can produce structural and organic changes 
in human beings as the result of the stress of heat and 
cold. Military tests indicate that unfavorable climates. 
uncompensated by adequately conditioned housing. re- 
duce human life expectancy 

“Studies in British munitions factories show that cold 
and heat stress increase the frequency of accidents in 
manual operations. Accidents were at a minimum at 67 I 
and increased above and below this temperature. 

“In long periods of code reception, errors increased 
from an average of 12 per hour to more than 90 per hour 
as effective temperature was increased from 70 to 97 F,” 
Dr. Herrington reported. 

Details of other Institute events will be covered in next 


month’s issue. 


Southeast State Associations Meet 


THE ANNUAL meeting of the officers and directors of the 
sheet metal and roofing state associations of Georgia, Flor- 
ida, Alabama, and North and South Carolina was held 
Oct. 4-5 at Ashville. N.C. 


made presentations of forum topics. Georgia discussed 


Each of the state associations 
labor relations, Alabama apprenticeship programs, 
Florida self insurance and safety, and the Carolinas 


the college short course training program. 


Apprentice Classes Begin 


APPROXIMATELY 140 apprentices and 40 journeymen re- 
turned to classes in September at Kansas City, the local 
Sheet Metal and Air Conditioning Contractors’ Associa- 


tion announced. The classes were started one week earlier 
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so that the total hours for the year can be increased from 
125 to 150. There are 11 classes for apprentices and three 
for journeymen. 

Teachers for the apprentice classes include: Don Grif- 
fith, Harold Wallace, John Gruss, Ed Adams, Henry 
Arendt, Charley Stewart, James Huxley, George Van 
Beceleare, John Booy, and Art Stewart. Teachers for the 
journeymen classes are Jack Anderson, Ronald Blaich, 
and Richard Miller. 

At the last meeting of the apprentice committee a 
budget for the year 1957-58 was adopted. It calls for the 
expenditure of $14,903, an increase of about 12 percent 


over the previous year. 


Wholesalers Attend Management Course 


FIVE MEMBERS of the National Heating and Aircondi- 
tioning Wholesalers association recently completed the 
Wholesaler Executive Management Course held at Ohio 


State University. The course is sponsored by the National 


WHOLESALERS and faculty members were in attend- 
ance at the Ohio State University Wholesaler Executive 
Management School: (1 to r, standing) Glenn R. Meyers, 
Wilkinsburg, Pa.; Raymond Riviotta, Cleveland; Dr. 
T. N. Beckman, faculty; Paul H. Bolton, executive vice 
president, National Association of Wholesalers, spon- 
sors of the course; (1 to r, seated) Theodore F. Low, 
Providence, R. I.; Kenneth S. Hopwood, Cumberland, 
Md.; Warren G. Burnside, Niles, Ohio; Dr. James H. 
Davis, faculty 


\ssociation of Wholesalers, of which NHAW is a mem- 
ber. This is the third year that NHAW members have 
participated in the course. 

The enthusiastic response of those in attendance is 
typified by the remarks of Ted Low, Providence, R. I. 
He said, “I highly recommend this program to other 
members of our association. If I am able to put into ef- 
fect 10 percent of what I learned, my time and expense 
will be compensated manyfold.” 

The course each year is limited to 60 students from 
many different fields of wholesaling. The close contact 
with wholesalers of different types is usually found to be 
as valuable to the student as the classwork itself. 


(More association news on page 102) 





9 questions your warm air 
remodeling prospects might raise 


1 “With a new Crane Sunnyland furnace 
can I use any type of fuel?’’ You certainly can. 
There are Sunnyland furnaces for every fuel— 
all gases, fuel oil and coal. (They use less, too.) 


(Sunnyland gives you the easy answers! ) 





2 “Can we squeeze a furnace in this corner of 
the basement?’’ There’s no squeezing necessary! 
All Crane Sunnyland hi-boy, counterflow, and 
basement furnaces are compact, take up little 
floor space. Yet they produce plenty of warm air. 





3 “T’ve heard about the new horizontal model 
furnaces. Could you install one here?’’ Sure. 
Sunnyland horizontal models are designed for 
crawl spaces and attics. Or they can be suspended 
from your basement or utility room ceiling. 


Ti 


4 “We can’t quite a air conditioning now. 
Suppose we want to add it later?” No problem. 
Simply add a Sunnyland cooling coil with remote 
condensing unit to your Sunnyland furnace. (Or 
to your present forced warm air furnace.) 











5 “I see you sell Crane Sunnyland. Is that 
the Crane that’s so famous for quality plumbing 
and heating?’’ The very same. The company that 
has meant dependability to so many people for 
over 100 years. 





Why not find out the many 
ways Crane helps you sell the 
big remodeling market? Get in 
touch with your Crane Branch 
or Crane Wholesaler now. 


CRANE CO. 


836 South Michigan Avenue, 
Chicago 5 


VALVES ® FITTINGS ® PIPE © PLUMBING 
KITCHENS ® HEATING 
AIR CONDITIONING 
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AMERICAN 


ARTISAN, 


On 


TrOBER 


1957 


INDOOR COMFORT 


the Whole truth 


The truth, the whole truth and nothing but the truth 


requires that we pass along to you the one disadvantage 
of the gentle Thermo-Base system of air distribution. 


Yes, in fact, in all fairness to those of your prospective 
buyers who own a dog, you should forewarn them that 
there will be a few days of frustration . . . the dog will no 
longer know where to go for his siesta . . . the places he 
always avoided are suddenly as cozy as his former fa- 
vorite spots. He will’ seem confused for a while. He may 
never understand the reason for the complete disappear- 
ance of drafts, but, like the master of his house 
‘Yole}a Mm (oh'Z- ME ial-Meoalelale(-Pam Mm Gdl| Met t(ele-MEall Mm coll iaMilaMmalelaatelal 
arehitla=) Mu salolaMe | Me lele MMs 01-1) ah ial -lale Mo fale MMM al-Taaalom stolt- 
is America’s greatest comfort discovery. 


he will 
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More New Members for NHAW 


WHOLESALERS who have recently joined the National 
Heating and Airconditioning Wholesalers association are: 
Empire Gas and Electric Equipment Co., Denver; Gen- 
eral Heating and Cooling Co., Inc., Kansas City, Mo.; 
Hercules Equipment Co., Denver, and Southwestern 
Supply Co., Pueblo, Colo., Air Conditioning Supply Co., 
Los Angeles; Cellite Engineers, Inc., Springfield, Mass. ; 
C. A. Crosta, Inc., Denver; W. H. Landers Co., Inc.. 
Syracuse, N. Y., and as an associate member, Mercury 
Furnace Pipe Co., Inc., St. Louis. 

The wholesalers, according to Wilbur R. Bull, exe- 
cutive director, have joined the association to take ad- 
vantage of programs now underway that deal with whole- 
saler sales training, wholesaler management training, 
group insurance, statistical interchange of administra- 
tive costs, labor bulletin service, wholesaler personnel 
selection program, management helps, standardization of 
products, dealer management training, and dealer sales 
and merchandising training. Mr. Bull invites wholesalers 
interested in participating in these programs to contact 
him at 1200 W. Fifth Ave., Columbus, 12. Ohio, or 
they may write to the editor, American Artisan, 6 N. 
Michigan Ave., Chicago 2. 


Carolina Committees Appointed 


Committees for the coming year have been selected by 
John Stanley, president of the Carolinas Roofing and 
Sheet Metal Contractors Association. The committees and 
Sam Piper. C. E. 
R. 5. Barnes. Mor- 
ris Apple, Sr., Joe Piper; Publicity and Publication 
Ed Williams. Hilton Bowles, V. D. Ramseur; Joint Con- 
struction (ATA) Walter P. Budd, Gordon Waters. J. 
Roy Martin; Membership John Southall, J. C. Ware, 
Julian McKeithan; Labor Relations 
W. H. Arthur; Supplier Relations Lokie Martin, W. 
P. Young; FLACAALAGAB Meeting W. H. Arthur. 
Jr., Johnny Johnson, Bill Waddell, Harold Long; Griev- 
ance H. M. Browder, Ben Pickens; Convention 
Evan Spell, W. T. Fort, Don Caldwell; Sickness and Wel- 
fare Earl Delay. J. Vernon Hodgin, Jr.; Legislative 
Victor King, James Kyle, Rhett Hartin, Jr., Evan Spell. 


their memberships include: Finance 


Bourne, George Delay; Education 


Gerald Stewart. 


Financing Regulations Explained 


RECENT LEGISLATION regarding installment sales was ex- 
plained to members of the Master Sheet Metal, Furnace 
and Roofers Association of Rochester, N. Y. Joseph Hoff- 
man, Central Trust Company, and Angelo A. Costanza, 
attorney, discussed the law and its requirements at the 
September meeting. The law requires contracts for install- 
ment sales to be much more complete than formerly and 
to include information on the cost of financing, insurance 
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and other details. Penalties for violation of the law are 
severe, and all members were advised to become familiar 
with its provisions. 


Grand Rapids Discusses Heating Codes 


A PANEL DISCUSSION on the question “Should the Associ- 
ation Promote the Adoption of Heating Codes in Sur- 
rounding Townships?” was featured at the September 
meeting of the Grand Rapids Heating Association. Serv- 
ing on the panel were Gordon Hall, representing the as- 
sociation; Adolph Nelson, Kent County fire chief; J. W. 
Smith, Jr., Plainfield Township building inspector; Rob- 
ert Boelens, city heating inspector, and Clarence De- 
Korte of the gas company. Mr. DeKorte served as moder- 
ator. The Grand Rapids heating ordinance is currently 
being revised to increase its value to the public and the 
industry as a whole. 


New York Auxiliary Names Secretary 


APPOINTMENT of Harry Ivanuska, Climate Equipment 
and Supply Co., Rochester, as secretary of the Merchan- 
disers Association, auxiliary to the New York State Sheet 
Metal, Roofing and Air Conditioning Contractors’ Asso- 
ciation, has been announced by Richard A. Jones, presi- 
dent. Mr. Ivanuska will serve the balance of the term left 


vacant by the resignation of Joseph J. Metmeyer. 


Manual Discusses Oil Heat Advantages 


A NEW MANUAL, “Your Guide to Modern Living,” has 
been produced for members of the Oil Heat Institute of 
Washington. Written by Bob Elmslie, managing director 
of the state group, the booklet covers the advantages of 
automatic oil heating, the different types of heating sys- 
tems, fuels, how heat content of fuels is measured and 
gives cost comparison for fuels in the state. Copies of 
the booklet have been distributed to all chapter secre- 
taries by OHI’s distribution division. 


Use OHI Seal in Phone Book Ads 


SEVERAL chapters of the Oil-Heat Institute’s distribution 
division are using a plan to list members in local class- 
ified telephone directories with the OHI seal. A program 
is now underway to encourage this practice by all chap- 
ters. Each chapter will be provided with the necessary 
material to show how these listings can be obtained. Only 
dealer members dealing directly with the consumer will 
be listed in the ad. The individual chapters will pay for 
the ad and bill each participating member for its pro- 
portionate share of the cost. Information sent to chapter 
secretaries explains how the program works. 


(More association news on page 106) 
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A MERICAN 


NEW, 


COMPACT 


48-FRAME 


Fractional HP 
MOTORS 


INDUSTRIAL QUALITY for all applications 


ROTOR 
Rotor bars, end rings, and fans integrally pressure-cast 
of virgin aluminum. Rotors dynamically balanced to very 
close limits; meet strict quiet-motor requirements. 


INSULATION 
Heavy vinyl acetal insulated wire, tough 
mechanically, thermally, and dielectrically, 
has excellent moisture resistance, highest uni- 
formity. Stator core slots lined with cells of 
DuPont Mylar bonded to all-rag electrical 
poper. 


BEARINGS 


Sleeve: pressed into place in bracket which 
has been bored true in single set-up opera- 
tion. Finish boring operation assures proper 
bearing surface and concentricity. Ball: single- 
shielded, precision fitted in brackets. 


LUBRICATION 


" Sleeve beoring type: wool yarn 

wicking provides constant cil sup- 

__ Ply to pil groove. inner sump cup 

retains excess oil which is tapped 

by felt wicks extending into the wool yarn. Ball 
beoring type: standard construction permits 
re-greasing. 


: GOVERNOR and SWITCH 
For capacitor and split phase types. Rotating port 
securely press-fitted to shaft. At change-over speed, 
governor operates with snap action, quietly and with 
no flutter. Stationary switch is mounted on oa terminal 
plate; plate is GLASTIC, a strong, isture-r 
arc-resistant glass-filled polyester laminate, Solid silver 
contacts are used. 





BEARING BRACKETS 
Pressure cast in special aluminum casting alloy. Stress 
relieved for permanent stability. Strong internal ribbing 
for strength, and smooth outside surface. 


FRAME 
Stator frame rings formed of one-piece heavy rolled 
steel. No frame openings; windings fully protected. 
Rabbet fit faced and bored true to provide proper 
alignment of bracket and a concentric air gap. Heavy 
formed steel feet welded to frame ring. 


© 
Performance - Rated MOTORS 
1/20 to 400 HP 


1806 Pine Street © St. Lovis 3, Missouri ¢ 


ARTISAN 


take less space... 
weigh less... 


perform better! 


Century Industrial Quality means design that does not 
compromise dependability to gain slight cost advantages... 
sturdy construction provides the stamina which assures con- 
tinuous operation. 48-Frame Motors now available from 
1/20 to 1/3 HP... Performance-Rated to your needs... 
with weight savings up to one-third! 


Test one of these motors for yourself. Call or write your 
nearby Century District Sales Office or Authorized Distribu- 
tor. Send for new bulletin 1-1P1. 


CENTURY ELECTRIC COMPANY 


Offices and Stock Points in Principal Cities 
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One reliable source for 
all heating and air 


Udell eee 


conditioning controls 7a — 
— another service of ia 





=> 
Controls ¢ f “'-. ae 
ontrols ompany 0 Series 5250 gas furnace control Series 2700 Flexatemp thermo- Model 214 thermostatic expan- 
° features a flow interrupter for static control — converts any sion valve — for all types of air 
America. summer shutdown Built-in pres- stendoard manually operated, A-P conditioning and coolers. Accurate 
sure regulator — easy conver- constant-level oil valve to fully modulation assures extremely 
sion to LP-gas. Choice of outlets. automatic, wall-thermostat control. smooth valve operation. Sizes: 1, 
Complete with electro-magnetic Complete kit. Choice of thermo- 2, 3 tons R-12; 1, 2, 3, 5 tons 
operator. Simple installation. stats. For heaters and furnaces. R-22. Adjustable superhect. 


) 


the automatic controls most often 
seen on the newest best-sellers 








The appliance manufacturers have let A-P automatic 
controls help them sell the many wonderful new heating 
and air conditioning appliances that improve modern liv 
ing. More and more firms are standardizing on A-P as 
a “one-stop” source. 

You as a dealer and installer benefit from this sim 
plified procurement. You choose from a broad range of 
oil, gas and refrigeration controls with uniform quality 
standards. You're backed by nation-wide service . .. more 
than 400 refrigeration jobbers can fill orders for future 
replacements. And it’s ail yours at mass-production 
pricing. Profit from the trend to A-P! 


WRITE FOR FULL DETAILS 


on A-P’s complete line of 
standard controls for all 
types of oil and gas heat 
ing and refrigeration 
New condensed catalogs 
provide complete specs 





CONTROLS COMPANY OF AMERICA 


Manupactarers of H-D CONTROLS 


2452 N. 32nd Street © Milwaukee 10, Wisconsin 


Controls That Make Modern Living Possible 
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Stainless Steel 


welding information 


*eeeeeeeet 


*Follow the book 
and it’s easy 


to weld Stainless 


rm 
Lue STAINLESS STEELS can be welded by 


just about any method that you use with 
carbon steels except for hammer or forge 
welding. 

But you can’t take-just any piece of Stain- 
less and weld it without some forethought. 
Each type of Stainless Steel should be treated 
as a very special breed of cat, and you'll save 
yourself a lot of headaches if you check the 
book before you start the job. 

Which book? The best one you can get is 
free. It’s our 130-page “Stainless Steel Fabri- 
cation Book.” Write for a copy on your com- 
pany letterhead to United States Steel, 525 
William Penn Place, Pittsburgh 30, Pa. 


United States Steel photograph made at 
Superior Welding Co., Decatur, Illinois 


United States Stee! Corporat Pittsburgh 
American Steel & Wire Division, Cleveland 
Columbia-Geneva Steel Division, San Francisco 
National Tube Division, Pittsburgh 
Tennessee Coal & Iron Division, Fairfield, Ala 





United States Steel Supply Division, Warehouse Distributors 
United States Steel Export Company, New York 


USS 
STAINLESS 
STEEL 


SHEETS - STRIP - PLATES - BARS - BILLETS 
PIPE - TUBES - WIRE - SPECIAL SECTIONS 


UNITED STATES i a a 





WITH THE ASSOCIATIONS 


(Continued from page 102) 





Code Developed for Powder Tools 


A CODE COVERING operation of powder actuated fastening 
tools and aimed at insuring maximum safety on the 
job has been announced by Richard F. Webster, secre- 
tary of the Powder Actuated Tool Manufacturers’ Insti- 
tute, Inc. The code will serve as a guide for state agencies 
in the creation of regulations governing the use of the 
tools. 

A powder actuated tool is one using the power supplied 
by a fired cartridge to sink a fastener into a variety of 
non-brittle surfaces, particularly steel and concrete. It 
is used mainly in construction and plant maintenance. 

The code recommends that only qualified operators be 
permitted to use the powder actuated tools. An operator 
becomes qualified upon completion of a_ prescribed 
course and written examination and is issued a card 
attesting to this training. 

It also recommends that all powder actuated tools be 
equipped with a protective shield or guard; that the fir- 
ing mechanism be so designed that the tool cannot fire 
during loading or preparation to fire, or if dropped while 
loading; that it be designed so that the degree of pene- 
tration can be controlled; that all breeching parts be 
visible to make inspection easy; that all parts of the 
tool be of adequate strength to resist maximum stresses 
expected when firing. 

The code also covers the types of materials which do 
not lend themselves to powder actuated fastening work 
and how the fastener should be used and where it should 
not be used. It proposes that workers wear goggles when 
using the tools; that the tools be inspected each time 
before using; that only qualified service personnel make 
repairs. 


Columbus Hires Executive Secretary 


IN A MOVE designed to strengthen the affairs of the asso- 
ciation, the Heating, Air Conditioning and Sheet Metal 
Association of Columbus, Ohio, has announced the ap- 
poiniment of Warren C. Armstrong as executive secre- 
tary. The association will maintain a headquarters office 
which will be open during business hours. 

The association recently released a statement to local 
newspapers in regard to an investigation of the business 
practices of one particular company. The release noted 
that members of the association have always supported 
developments which have lead to higher engineering, in- 
stallation and repair standards, as well as ethical selling 
practices. It pointed out that the association has worked 
with city and county officials in the development of codes 
and regulations to protect the homeowner. In general, the 
release was designed to place association members in a 
favorable light. 

The release stated, “As businessmen long established 
in this city, we certainly are not opposed to any investi- 
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gation of sharp practices in the furnace business, but we 
feel that the public should, at the same time, know about 
our efforts to police ourselves ethically.” 

Campbell Graf resigned as director and secretary-treas- 
urer of the association. He is moving to Dayton. Robert 
Weaver was elected to fill his term as director and 


Dwight C. Swepston was elected secretary-treasurer. 


Dealer Profits to Be Analyzed 


A survEY of profit and loss statements of members is be- 
ing conducted by the Dayton Heating, Air Conditioning. 
Sheet Metal and Roofing Contractors Association. Mem- 
bers will be asked to submit anonymously their profit and 
loss statements for 1956. Although participation in the 
project is voluntary, it is expected that sufficient response 
will be obtained to serve as the basis for future discus- 
sions and business management. It is also planned to ex- 
change such information with other associations to get a 
more comprehensive picture of what makes a successful 
dealer. 

The association is considering the formation of a griev- 
ance committee as part of its code and ordinance commit- 
tee. This proposed group would handle all complaints and 
grievances of members and take them up with the vari- 


ous government agencies involved. 


AMCA Committees Selected 


Members of three important committees of the Air 
Moving and Conditioning Association have been named 
by its president, W. H. Rietz. E. E. Trickler, New York 
Blower Co., Chicago, has been appointed chairman of 
the certified ratings committee. This group is develop- 
ing and will supervise a uniform procedure for rating 
the performance of fan and air conditioning devices in 
AMCA qualified laboratories according to the associa- 
tion’s standard test code and laboratory standards. 

Members of the certified rating committee are: H. F. 
Brinen, W. A. Curtis, E. W. Petersen, E. J. Stone, and 
J. W. Wilcock. 

AMCA’s engineering committee establishes standard 
methods of testing and rating air moving and condition- 
ing devices and is cooperating with other associations 
and engineering societies on several projects to improve 
practices and product performance within the industry. 
Members of this committee are: H. R. Bohanon, W. A. 
Curtis, O. Fury, J. E. Gill, J. J. Merrick, and R. E. 
Parker. 

The standards committee develops and promotes in- 
dustry acceptance of standards, definitions, and nomen- 
clature for equipment. Members of this committee in- 
clude: H. R. Bohanon, H. F. Brinen, J. J. Friedler, L. G. 
Malissa, J. W. Mathis, and G. E. Szekely. 


(Coming Events on page 120) 
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Sell Comfort and Health... 


build sales on the dependability 
of Robertshaw 
Central Heating Controls! 


The welfare of loved ones is a strong sales appeal which successfully 
sells countless products from tires to insurance to vacuum 

cleaners. It can sell central heating too. Robertshaw dependability 
plays a vital role in this powerful sales approach. The name 
Robertshaw is a household word the homeowner recognizes— 
because Robertshaw is the same fine name found on water heater, 
oven, range and top burner controls for over half a century! 


Take a look in your own home. The chances are that you already benefit 
from Robertshaw dependability in your own comfort and welfare. 


WALL THERMOSTATS TR series... “‘fash- 
ion-right at home” in any decor, detach- 
able ring for painting... easy-to-read 
double dial eliminates squinting. Snap- 
action switch is completely enclosed to 
seal out foreign particles. Features ad- 
justable heat anticipation. Requires no 
leveling to install! 

DT series...low cost, yet highly reli- 
able. Attractive bronze finish, fixed heat 
anticipation. 








MODEL HC-E A new, hi-capacity gas 
heating control, actually 2 controls in 
one... automatic pilot with thermo- 
magnetic, 100% gas shut-off, built-in 
pilot filter and adjustment and a SILENT, 
positive, snap-action gas valve... 
includes limit switch terminals. 


COMBINATION FAN & LIMIT (FAL 40D) 
Compact, easy-to-install... fan and limit 
terminals separated to allow extra space 
for quicker, easier wiring. Limit switch 
features gold-plated contacts for positive 
operation, may be used to control line, 
low voltage or millivolt circuits. Fan and 
limit control setting adjustable, approx. 
20° fixed limit differential. 








fete] baie] Smee) 1.7... bf 


Mr. Controls 
GRAYSON CONTROLS DIVISION 


Long Beach, California 


#9 PILOT AND NEW SUPER-CLAD THERMO- 
COUPLE An unbeatable combination for positive, 
safe operation. #9 Pilot features flame-retain- 
ing double hood to provide improved main 
burner ignition. New Robertshaw-Grayson Super- 
Clad Thermocouple generates greater electrical 
output... eliminates service calls caused by 
needless outages—yet costs no more! 





FIND YOUR TO 


I'm going to work for 
you ine &< cities 


says Jiminy Filter 


WN among the 240 cities where Sunday newspapers will carry advertising of Fiberglas* 


DUST-STOP* filters this fall (33 new cities, listed in red, have just been added)! Here’s local advertising 
support delivered right to your customers’ doorsteps—24 million strong! Be the first in your town to tie 
in with this program. Your DUST-STOP Distributor will supply Jiminy Filter Display, banners and other 
materials FREE! Owens-Corning Fiberglas Corporation, Dept. 35-J, Toledo 1, Ohio. 


A Abilene, Texas 
Ak oO 
Albany, Ga. 
Albany, N. Y 
Albert Lea, Minn. 
Altoona, Pa. 
Altus, Okla. 
Anderson, Ind. 
Anderson, S. C. 
Anniston, Ala. 
Ardmore, Okla. 
Asbury Park, N. J. 
Ashland, Ky. 
Athens, Ohio 
Atlanta, Ga. 
Austin, Texas 


Bakersfield, Calif. 


Baltimore, Md. 
Beckley, W. Va. 
Big Spring, Texas 
Billings, Mont 
Biloxi, Miss. 
Birmingham, Ala. 
Bloomington, Ill. 
Bluefield, W. Va. 
Bogalusa, La. 
Boise, Idaho 
Boston, Mass. 
Bowling Green, Ky. 
Brownsville, Texas 
Buffalo, N. Y. 
Burlington, Vt. 


Canton, Ohio 

Casper, Wyo. 
Champaign- 

Urbana, Ill. 

Charlotte, N. C. 
Cheyenne, Wyo. 
Chicago, Ill. 
Cincinnati, Ohio 
Cleveland, Ohio 
Colo. Springs, Colo. 


Columbus, Ohio 
Concord, N. C. 
Coshocton, Ohio 
Council Bluffs, lowa 
Cumberland, Md. 


Dallas, Texas 

Danville, Ill. 
Danville, Va. 
Davenport, lowa 
Dayton, Ohio 
Daytona Beach, Fla. 
Denison, Texas 
Denton, Texas 
Denver, Colo. 
Des Moines, lowa 
Detroit, Mich. 
Dothan, Ala. 
Dubuque, lowa 
Duluth, M 
Duncan, Okla. 


El Dorado, Ark. 
Elmira, N. Y. 
Enid, Okla. 
Eugene, Ore. 
Eureka, Calif. 
Erie, Pa 


Fairmont, W. Va. 


Fayetteville, N. C. 


Flint, Mict 

Florence, Ala. 
Florence, S. C. 

Fort Lauderdale, Fla. 
Fort Myers, Fla. 

Fort Wayne, I 


Gadsden, Ala. 
Gainesville, Fla. 
Galveston, Texas 


Grand Junction, Colo. 


Grand Rapids, Mich. 


Greenville, Miss. 
Greenville, Texas 


H Harlingen, Texas 


High Point, N. C. 


Hobbs, N. M. 
Hot Springs, Ark. 
Houston, Texas 
Huntington, Ind. 
Huntsville, Ala. 
Huron, S. D. 


Idaho Falls, Idaho 
Indianapolis, Ind. 
Ironton, Ohio 


J Jackson, Mich 
Jackson, Tenn. 

Jacksonville, Fla. 

Jefferson City, Mo. 


K Kalamazoo, Mich 
Kankakee, III. 
Kansas City, Mo. 
Kilgore, Texas 
Kingsport, Tenn. 
Klamath Falls, Ore. 
Knoxville, Tenn 
Koko 


mo, Ind 


L Lafayette, La. 
Lake Charles, La. 

Lancaster, Pa. 

l insi ig, Mich 

Laredo, Texas 

La Salle, Ill. 

Las Vegas, Nev. 

Lawton, Okla. 

Lewiston, Idaho 

Lima, Ohio 

Logan, Utah 

Logansport, Ind. 

l g Island, N. Y. 

Lorain, Ohio 

Los Angeles, Calif. 


Louisville, Ky. 
Lowell, Mass. 
Lufkin, Texas 
Lynchburg, Va. 


Manchester, N. H. 


Mansfield, Ohio 
Marion, Ind. 
Marshall, Texas 
McAllen, Texas 
Medford, Ore. 
Memphis, Tenn. 
Meridian, Miss. 
Miami, Fla. 
Middletown, Ohio 
Midland, Texas 
Milwaukee, Wisc. 
Minneapolis, Minn. 
Mobile, Ala 
Monterey, Calif. 
Muncie, Ind. 
Muskogee, Okla. 


Nashville, Tenn. 

New Albany, Ind. 
New Brunswick, N. J. 
New Haven, Conn. 
New Orleans, La. 
New York, N. Y. 
Newark, N. J 
Newark, Ohio 
Norfolk, Va. 


0 Ogden, Utah 
Oklahoma City, 
Okla 
Omaha, Neb. 
Orlando, Fla. 
Owensboro, Ky. 


? Paducah, Ky. 


Panama City, Fla. 


Paris, Texas 
Parkersburg, W. Va. 
Pasco, Wash. 


Paterson, N. J. 
Pensacola, Fla. 
Peoria, Ill. 
Philadelphia, Pa. 
Phoenix, Ariz. 
Pine Bluff, Ark. 
Pittsburgh, Pa. 
Pocatello, Idaho 
Port Arthur, Texas 
Portland, Ore. 
Poughkeepsie, N. Y. 
Providence, R. I. 
Provo, Utah 
Pueblo, Colo. 


0 Quincy, Ill. 


Racine, Wisc. 

Rapid City, S. D. 
Reno, Nev. 
Richmond, Va. 
Ridgewood, N. J 
Rochester, N. Y. 
Rome, Ga. 
Roswell, N. M. 


S Sacramento, Calif. 
Saginaw, Mich. 
St. Louis, Mo. 
St. Paul, Minn. 
Salem, Ore. 
Salisbury, N. C. 
Salt Lake City, Utah 
San Angelo, Texas 
San Antonio, Texas 
San Francisco, Calif. 
Santa Ana, Calif. 
Santa Barbara, Calif. 
Santa Fe, N. M. 
Santa Rosa, Calif. 
Sarasota, Fla. 
Schenectady, N. ¥ 
Seattle, Wash. 


Sioux City, lowa 
Snyder, Texas 
South Bend, Ind. 
Spartanburg, S. C. 
Spokane, Wash. 
Springfield, Ill. 
Springfield, Mo. 
Suffolk, Va. 
Syracuse, N. Y. 


Tallahassee, Fla. 

Tampa, Fla. 
Teaneck, N. J. 
Texarkana, Texas 
Toledo, Ohio 
Trenton, N. J. 
Troy, N. Y. 
Tulsa, Okla. 
Tupelo, Miss. 
Tuscaloosa, Ala, 
Tyler, Texas 


U Utica, N. Y. 


y Vallejo, Calif. 
Vicksburg, Miss. 

Victoria, Texas 

Vincennes, Ind. 


Waco, Texas 
Walla Walla, Wash. 
Washington, D. C. 
Waterloo, lowa 
Wenatchee, Wash. 
Westchester 
County, N. Y. 
West Palm Beach, Fla. 
Wichita, Kan. 
Wichita Falls, Texas 


Y Youngstown, Ohio 
York, Pa. 
Yuma, Ariz. 


Z Zanesville, Ohio 


OWENS-CORNING 


- MB bcd ER, meth nha css Bini 
IBERGLAS 
*Fiberglas and Dust-Stop are trade-marks (Reg. U. S. Pat. Off.) of Owens-Corning Fiberglas Corporation. 
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there’s a 


WALKER = 9s Shur-Flo 
draft control — a ‘2 DRAFT INDUCER 
product for | z. ej commnes Tae Oniet as #00 


: Eliminates need for two instal- 
a “ 3 lations by combining fan oper- 
every heating tte ca ated draft inducer with draft 
: regulator control. Simple to in- 
stall at any angle. 


FAMOUS DRAFT CONTROLS BY WALKER 
PRECISION ENGINEERED FOR QUALITY 


mee TYPE Z 
= Dial & Pointer adjustment — simplest design, 
WALKER z easiest to adjust, maintains positive and 
Wie , accurate control under widest variation 
FUEL[SAVER , cleanin 
AUTOMATIC DRAFT sp 
REGULATOR we. TYPE 34 B 
ge Universally accepted for space heaters, water 


heaters, trailer stoves, and all budget-priced 
heating equipment. 


. TYPE BB 


Extra rugged, heavy construction designed for 
commercial and industrial use. Actual 
installation proved it cut fuel costs in only 
three months, enough to more than pay 

total original investment cost. 


ROYAL PURPLE MODEL 


—— Walker’s finest quality automatic draft 
regulator with all moving parts completely 
shielded from corrosion. 

Guaranteed performance. 


WALKER BBG 
DOUBLE SWING CONTROL 
Walker’s BBG Double Swing Control regulates 


updraft, dissipates downdraft in gas-fired 
and combination oil-gas fired equipment. 





WALKER MANUFACTURING Ss 
& SALES CORPORATION —CTj J VENTURI TOP FOR CHIMNEY CAPS 


Unique Venturi design assures positive 
1730 Penn St. St. Joseph, Mo. elimination of downdraft at chimney top... 
dala for oil, gas or coal fired chimney vents. 
; Patented pivots, balanced construction, 
G. Mitche O.. jascon St., Montreal, Quebec, Canada * . 
guarantee maintenance-free long life. 





E. H. Pr td cArthur St., Winnipeg, Manitoba, Canada 
. 
A E. H. Price, Ltd., 83 Robson St., Vancouver, B.C., Canada 


@eeeeeeoeeeaoeoeoeoe eee eeeeeeeeseeeeeeeeeeeeeeeee ee eeeeeeeeeeeeeeee ee eee @ 
Please rush me information about the Walker items checked below. 


(D Automatic Draft regulators for small installations 

(CO Industrial Draft regulators for schools, buildings, plants. 
(C Double Swing Draft Control for Gas - - - —_—— __ADDRESS_ 
(CD Walker SHUR-FLO Draft Inducer 

CL) Royal Purple—Deluxe Controls for Deluxe Equipment. 
(5 Venturi Top Chimney Top. 


STATE 
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Diffuser vanes angled in 422 directions 
produce perfect perimeter air pattern! 


Here’s why Mr. John J. Falls of Falls-DeFogie Construction Company 
is using the “Perfusaire” perimeter diffuser exclusively in their 
newest housing development at Broadview Heights, Ohio: 


“To meet today’s competition I specify the best building materials 
...im perimeter heating and cooling that means Auer'’s “Perfusaire”’. 
My past experience with the “Perfusaire” has proven beyond a doubt 
that only Auer’s special diffuser design assures proper air delivery 
to each room. That's an important sales feature because good living 
comfort means satisfied customers...more sales...fewer call-backs.” 


“Another thing I like about the “Perfusaire” is that it’s a complete 
unit that installs easily without cutting or fitting. “Perfusaire” cuts 
my sheet metal contractors’ installation time nearly in half and 
helps reduce labor costs. Believe me, it pays to insist on Auer’s 
“Perfusaire” perimeter register.” 


Take a tip from Mr. Falls the next time you specify perimeter 
diffusers and insist on the Auer “Perfusaire”. It is the only diffuser 
that is specifically designed and engineered to produce a true perime- 
ter air pattern for heating and combination heating-cooling jobs. For 
complete details contact your nearest Auer jobber or write us direct. 


NO HOT OR COLD sSporTs. Smoke test proves 
Auer’s exclusive design with diffuser vanes 
angled in all directions produces perfect perime- 
ter air pattern. Scientific distribution of air 
eliminates drafty, uneven heating. 





PERFUSAIRE ADVANTAGES include: 18” length 
has capacity of 4 to 8 foot units...installs easily 
in new or old construction, in or against base- 
board or plaster... unit is shipped complete 
with damper ready for quick installation...no 
accessories to buy, no stackhead required. 


Picea’ THE AUER REGISTER COMPANY 





REGISTERS 
Derrviittms “REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 


6602 CLEMENT AVENUE e@ CLEVELAND 5, OHIO 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Cleat Bending Machine 
; tubes are in multiple banks. 
SEMI-AUTOMATIC cleat bending machine which han- 


dies duct up to 12 in. wide and 30, 28 and 26 gage 
material—Fallsington Mfg. Co., Dept. AA, Williamson 


volume control and burner interlock. Heat extractor 


Centrifugal Roof Ventilator 


DikECcT DRIVE centrifugal roof ventilator ranging in 
size from 1/10 to 10 hp—Peerless Electric Co., Fan 
and Blower Div., Dept. AA, 1401 W. Market St., War- 
ren, O. Wheel diameters range from 1214 to 3614 


fve.. Fallsington, Pa. When rectangular duct blank 
is inserted, machine performs a cycle of operations 
which result in two fully-bent cleats. Unit is said to 
produce approximately 3600 pieces per 8 hr day. 
Hand wheel adjusts for various lengths from 24 to 
18 in. 


in.; capacities are 1100 to 25,000 cfm. Single phase, 
— three phase and specially designed motors are avail- 

Gas or Oil-Fired Furnace : ae aan 
able. Backward curved wheels are dynamically bal- 
anced, locked to shaft. Spun venturi inlet is engi- 


“AireE-MASTER” MODEL FA furnace available with 


high pressure gun type oil burner or power gas burn- neered for quiet operation. Units are weathertight; 


bird screen is included. 


Furnace-Mounted Humidifier 


HUMIDIFIER FOR GAs furnaces, said to maintain com- 
fortable humidity in 6-7 room dwelling—Lewbill In- 


er—Johnson Heater Corp., Dept. AA, 1 Winnisimmet 
St., Chelsea, Mass. Bonnet output is based on 3000-3500 
Btuh heat transfer from sq ft of heating surface. Mul- 


tiple low speed centrifugal blowers are designed for 


dustries, Inc., Dept. AA, 2002 Clark Bldg., Pittsburgh 
22. Atomizing unit has whirling pneumatic atomizing 
nozzle which introduces fine water mist into heating 


system. Unit has no float valves, evaporator plates, 
large air volume with low vower factor; separate 
5 I 


water overflow or residual water loss, the company 
motor-driven, induced draft fan has heat dissipator, 


states. Humidifier operates only when blower is in 
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equipment developments 


(Continued ) 





operation. Unit operates on 110-v a-c current, de- 


livers minimum of 1/10 gph of continuous operation. 


Air Conditioning Thermostats 


Series T-240 air conditioning thermostats with 4-posi- 
tion selector switch which provides choice of manual 


or automatic system changeover—General Controls 





Co., Dept. AA, 801 Allen Ave., Glendale 1, Calif. Unit 
provides control for two-stage heating and two-stage 
cooling. Another switch provides independent fan 
operation for air circulation. Featured are mercury 


switches and brushed stainless steel cover. 


Portable Nibbler for Titanium 


Mopet HN PORTABLE NIBBLER said to be suitable for 
cutting titanium, stainless steel and all types of non- 


ferrous metals without distortion on either side of 


7 


the cut—Fenway Machine Sales Co., Inc., Dept. AA, 
963 W. 23rd St.. Philadelphia 3. Tool cuts up to 55 in. 
per minute with minimum radius of 6 in. For shorter 


} in. radius, special die holder is available for use on 


12 ga stainless steel and lighter metal. Unit weighs 13 


lb. is 13 in. long, operates on a-c on 


cycles with 220-v operation optional. 


Gas-, Oil-Fired Furnaces 


MopeEts 532 o1L-FIRED horizontal, 554 gas-fired high- 


boy, and ) oil-fired highboy furnaces designed for 


dO: 
all types of home construction Thatcher Furnace Co.., 


Dept. {A, Centre St.. Garwood, N.J. Oil-fired models 
have heavy gage steel heat exchanger. The 532 series 
can be suspended or installed in crawl space or atti 
or applied as unit heaters. Featured in four standard 
models are convenient access door, front flue and 
radiator. Gas-fired unit is 67 in. high, 23 in. square 
with single port upshot gas burner, recessed burnet 
compartment and optional automatic humidifier 
Model 553 oil-fired units have blowers which can be 
used separately for air circulation during summer 


Outside measurements are same as gas-fired units 


Industrial Exhaust Fan 


PVC (POLYVINYL CHLORIDE) tubeaxial fan for in 
dustrial corrosive fume exhaust systems—Jndustrial 
Plastic Fabricators, Inc., Dept. AA, Endicott St., 


Vorwood, Mass. Featured are semi-pressure type 


(Continued on page 122) 
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“HERE'S THE STUFF FOR 





CUSTOMER SATISFACTION! 


This is polystyrene, the miracle electrostatic plastic 
developed for exclusive use in Dust-magnet air fil- 
ters.. The fibers of the filter. maintain a charge at- 
tracting dust-particles that would easily pass 
through ordinary materials. It resists humidity and 
héat. Requires no treatment or service other than 
occasional rinsings in clear water. Thousands of 
Dust-magnet filters have been sold to air-condi- 
tioner and furnace manufacturers—they have been 
rigidly tested in the lab and field. In eight seasons 
of operation, not one complaint has been received! 
Install Dust-magnets in your heating and air con- 
ditioning units—write or call STODDARD INDUS- 
TRIES, INC,, 1545 Kingsbury Street, Chicago 22. 
Telephone MOhawk 4-1650. 








The lifetime filter that 
washes clean in a jiffy! 


* A Product of 
STODDARD INDUSTRIES 
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You mean that 
GREAT WESTERN GALVANIZED SHEETS 


will not flake, peel, crack 
or chip no matter how 
we form them? 








We mean 
just that / 


If you want galvanized sheets that form easily into any 
shape . . . no matter how tough . . . without flaking, 
chipping, cracking or peeling . . . depend on GREAT 
WESTERN. 
Galvanized by the most modern continuous process these a 5 u es 
quality sheets have the tightest zinc coating ever. x tt Va 
The sparkling bright finish reflects the permanence and e 
inner quality that mean good looking jobs, lasting satis- make the difference in 
— a a ing _ he pag ape a - Galvanized Sheet Steel Service 
or delivery — we mean fast delivery — ca 
GREAT WESTERN STEEL today. We from GREAT WESTERN STEEL. 
carry large stocks of sheets and coils in a 
wide range of gauges, widths and lengths 
for immediate shipment. 














Call Great Western: HEmlock 4-5800 


General Office and Plant: 


GREAT WESTERN |paiieeamotainensteues 


Milwaukee Division: 2475 W. Hampton Ave., Hilltop 4-3092 


Min T E E L C 0 M PA N y REPRESENTATIVES IN PRINCIPAL MIDWESTERN CITIES 


ESTABLISHED 1918 
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—F-ese= tor BURNERS 


Made to replace any oil burner simply and efficiently. 
With low initial cost, easy installation and few, if any, 
service calls, Gun-Heat burner sales are the fastest- 
growing in the whole heating field. 


Can successfully convert most all coal or wood-burning 
furnaces with no physical changes necessary. It’s a 
cinch to install. Controls and air shutters are easy 
to get at for occasional adjustment or service 


For boiler conversions up to two million 
BTUHE. Used as standard equipment on 
many new gas boilers, Barber 

lar jet burners have always led the field 
in boiler conversions. Like the TP model 
above, they employ the tried-and-true 
Barber impinged jet principle. 


Although they cost more, Barber jet TP burners are 
still the most efficient for many applications. Their 
hotter flame burns lower in the furnace. No air adjust- 
ments necessary. There are thousands in use today. 


All Barber burners are certified by the American Gas 
Association who tests each model. Their standards 
are formulated by the National Bureau of Standards, 
U. S. Public Health Service, National Safety Council, 
Associated Factory Mutual Fire Insurance Companies 
and The Heating and Piping Contractor's National = 
Association. In the event of power failure, flame fail- tieateaaed 


ure or gas pressure failure, you and your home are safe. 


g 


MANUFACTURING COMPANY 
1052 East 134th Street, Cleveland 10, Ohio 





SELECT 
VERSATILE 


ASO 


iG PILOT SWITCHES 


Whatever your automate pilot requirements, 





there’s a BASO switch designed for easy installation 
Do vou need Pilot Gas Control, Electric Ignition, 
Automatic Recycling, or Simple Current Interruption? 
hen check these specifications and select the 


TYPE 860-861 


switch engineered for vour gas appliance 


TYPE 852 


Baso automatic pilot 
Rotor pilot v alve 


TYPE 860 & 861 


Nutomatic reeveling, switch 


automatically pulls in when normal 


TYPE A850 


Manual, thermoclectric witeh 


breaks main \ 


Pilot eas filter pilot flame is restored pilot fame tail 


Llectric igniter switch. * Breaks main valve circuit if pilot New straight line reset 
Pilot cas adj i“ flame goes out or falls below 
Compl ! 


Sate 


Repl aceable Baso power unit 
sale ignition point ew uray color schem 
Fewer service calls in low dicator button to show 
pressure areas when switch is ON or OFF. 

For low or line voltae 
For 2-wire No BOO) on 
No. BOL) circuit 
Sell-actuatin power 


therine oupl 

















€ 


nea 


TYPE A850 





TYPE 852 


For more about these new switches, Write 


BASO INC. .0007... 


Dept. SA-4 


(Formerly Milwaukee Gas Specialty Company) 









How ANEMOSTAT 


Air Diffusers help make movies 









A carefully designed air conditioning system 
enables Production Center, Inc. to make movies at 
top speed during the hot summer months. In 


fact, production has been increased by three to 
= j a wishes One of three completely air conditioned sound 


four times, according to Center estimates. stages at Production Center, Inc. in New York City. 

































Anemostat Air Diffusers help do this vital job. 
They draftlessly diffuse 20,000 cubic feet of cooled 
air per minute pushed by giant fans through the 
soundproofed ducts. The two main studios have 32 
vertical ducts, ranging in diameter from 18 to 

24 inches; of these, 24 are telescopic and can be 
raised or lowered to suit requirements. The 
conditioned air, efficiently distributed by Anemostat 
Air Diffusers, offsets the heat from the tremendous 
wattage of the lights needed for film-making. 


Movie-viewing, as well as movie-making, is aided 
by Anemostat Air Diffusers. They are installed in 
hundreds of theatres throughout the country. 
Anemostat Air Diffusers also provide true draftless 
comfort and uniform air distribution in schools, 
hospitals, banks and practically all types of 
commercial and industrial buildings. 


Note the Anemostat Air Diffusers 
installed on the telescopic ducts. 


«e-_— 






Joseph B. Klein, Architect 
Robert Glenn, Inc., General Contractor 
Wolff & Munier, Inc., 

Mechanical Contractors 


SELECTION manual HO 80-1957 


For complete data, write for your 
copy of the new Anemostat Selection 
Manual No. 60 to Anemostat 
Corporation of America, 10 E. 39th 
Street, New York 16, N. Y. 








e Almost everywhere these days, you 
find that your dollars buy less—but 
not at your Moncrief Wholesalers’. 


Today’s new Moncrief Gas Fired 
and Oil Fired Winter Air Condition- 
ing Furnaces give you, and your 
customers, more for fewer dollars 
— with unmatched advantages: 


© Sturdier Construction — With heat 
exchangers constructed of 16-gauge 
steel (14-gauge in the larger oil model) 
and 21-gauge cabinets. 


© Appealing Styling — Compact cabi- 
nets with rounded corners that not 
only provide eye appeal but also extra 
rigidity — beautifully finished in two 
tones of grey. 


® Factory Assembled and Wired — 
So completely that the installer needs 
only to connect the fuel line, electrical 
supply, thermostat and ducts — Oil as 
well as Gas Units. 

® Adaptable for Cooling — With built- 
in provision to increase blower capac- 
ity when needed for operation of a 
summer air conditioning cooling coil. 


® Rear or Side Air Intake — With op- 
tional Return Air Cabinet or Side Air 
Intake, which are money-saving acces- 
sories for the Winter Air Conditioner. 


© Complete Line — Gas Furnaces: 
75,000, 100,000, 125,000 and 150,000 
Btu Input — Oil Furnaces: 78,400 and 
112,000 Btu at Bonnet — both Winter 
Air Conditioners Counterflow 
Units. 


and 


® Really Competitive Pricing — Low 
prices that enable you to meet cheap 
furnace competition with Moncrief 
excellence! 


If increased costs are squeezing 
your profit dollars, it’s time for 
you to get with Moncrief. See your 
Moncrief Wholesaler, today! 


DEALER ...yvour 


ing Dollars 
are Bigger 


AT YOUR 


ONCRIEF 





1 
+ 


New Moncrief Winter Air Conditioners 
Measure High in Excellence—low in Price! 


Oil Winter 
Air Con- 
ditioner, 
showing 
interior 

construction 

with long air 
travel over 
Round 

Combustion 
Chamber 

and Large 

Radiator 


Conditioner Pe Conditioner. 5 


h oo with 
wit Plenum- 
enameled = | 

~~ 


Winter Air Winter Air ; 


T 

Return Air Saline 
pot mame dy Coil. Low 
acce y Height 
An advanced pee nd 
Basement- 

Type Unit! compact 

Cooling 
Installations! 


Ns 
oO 


MONCRIEF is YEARS AHFAD WITH THE COMPLETE LINE FOR ANY TYPE OF INSTALLATION! 


2, 3 or 5 Ton 
Air Cooled 
Summer A. C. 
Units with 
choice of “VV” 
(Upfiow) or 
Flat’ Hori- 
zontal Flow) 
Cooling Coils 


2, 3 or 5 Ton 
Air or Water 
Cooled Gas 
or Oil Fired 
Year ‘Round 
A. C. Units 


3 or 5 Ton 
Water 
Cooled 
Summer 

A. C. Units 


Gas or Oil 
Fired Winter 
A. C. Units 


Horizontal 
Furnaces 
4 Gas Sizes 
4 Oil Sizes 


Gas Fired 
Unit 
Heaters 


Gas or Oil 
Fired 
Gravity 
Furnaces 


Gas 
Conversion 
Burners 


Gas or Oil 
Fired 
Utility and 
Counter- 
flow Winter 
A. C. Units 


Incinerators 


THE HENRY FURNACE COMPANY © Medina, Ohio 


— 


C — ——a 
| MONCRIEF 


) } : a oe a ee 2 ee 2) 
\ 


FITTINGS 


AMERICAN ARTISAN, OcToBerR 1957 





Reduce 
your 


inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 

In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 


. Water and acid resistant element. 
. Uniform density filtering to .0005”. 


. No channeling or ‘‘soft'’ spots. 


. Will not shrink, distort, stretch, flake 
or deteriorate. 


. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


p-~~MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 
This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units. 


Filtration For Every Known Fluid 


PURQOLATOR 


PRODUCTS, INC. 


Rahway, New Jersey and Toronto, Ontario, Canada 


Dept. OB5-730 Purolator Products Co., Inc. 
Rahway, New Jersey 


Please send me copies of your Oil Burner Filter 
Element Cross-Reference Chart. 


Name 





Addr 





City Zone__ State. 





cme er ere ee 
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Skuttle-Aire Permanent Air Filters offer you, in addi- 
tion to the added profits that go with an in-demand 
product, the kind of consumer satisfaction that builds 
repeat business . . . establishes you as “the right guy 
to do business with,” an important foothold to gain in 
this booming filter market in heating and air condi- 
tioning! 


Skuttle-Aire Filters have been carefully designed to do 
the best filtering job possible. The quality of materials 
used along with the sturdy fabrication of a Skuttle- 
Aire Filter spell out quality all the way through. Com- 
pare these features with any other permanent filter on 
the market: Heavy gauge rigid one piece aluminum 
frame; expanded metal grills and internal corrugated 
metal screen for added strength and greater filtering 
capacity; four layers of Thermo Plastic filtering media 
—woven of continuous monofilaments for uniform fil- 
tration, minimum air resistance, inherent electrostatic 
properties. 


Skuttle-Aire Filters are available in standard as well as 


special sizes in both 1” and 1/2” thicknesses. Stock 
Skuttle-Aire today. 


MANUFACTURING CO. 








Coming 


1957 
November 


Nov. 14-16 — American Society of Refriger- 
ating Engineers, semiannual meeting. Shore- 
land Hotel, Chicago. R. C. Cross, executive 
secretary, 234 Fifth Ave., New York 1. 

Nov. 18-20 — National Heating & Aircondi- 
tioning Wholesalers, Inc., annual conven- 
tion. Hotel Morrison, Chicago. W. R. Bull 
executive director, 1200 W. Fifth Ave., 
Columbus, Ohio. 

Nov. 18-21 — Air-Conditioning and Refriger- 
ation Industry, 10th exposition, Internation- 
al Amphitheater, Chicago. Air-Condition- 
ing and Refrigeration Institute, 1346 Con- 
necticut Ave., N.W., Washington 6, D.C. 

Nov. 19-20 — National Warm Air Heating 
and Air Conditioning Association, board 
and committee meetings. Hotel Morrison, 
Chicago. George Boeddener, managing di- 
rector, 640 Engineers Bldg., Cleveland 14. 

Nov. 21-22 — National Warm Air Heating 
and Air Conditioning Association, annual 
convention. Hotel Morrison, Chicago. 
George Boeddener, managing director, 640 
Engineers Bldg., Cleveland 14. 


1958 — 
January 


Jan. 19-23—National Association of Home 
Builders, annual exposition. Conrad Hilton 
and Sherman Hotels and the Coliseum, 
Chicago. John M. Dickerman, executive 
director, 1625 L St., N.W., Washington 
6, D.C. 

Jan. 27-29 — American Society of Heating 
and Air-Conditioning Engineers, 64th an- 
nual convention, Pittsburgh, Pa. A. V. 
Hutchinson, executive secretary, 62 Worth 


St., New York 13. 
February 


Feb. 2-5 — New York State Sheet Metal, 
Roofing and Air Conditioning Contractors’ 
Association, annual convention. Van Curler 
Hotel, Schenectady, N.Y. Clarence J. 
Meyer, executive secretary, 569 Genesee 
St., Buffalo 4, N.Y. 

Feb. 6-7—Sheet Metal and Warm Air Heat- 
ing Contractors’ Association of Indiana, 
40th annual convention. Hotel Severin, 
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Events 


Indianapolis, Ind. F. E. Anderson, execu- 
tive secretary, 439 S. 17th St., Terre Haute. 


Feb. 10-12 — Sheet Metal Contractors As- 
sociation of Illinois, annual convention. 
Pere Marquette Hotel, Peoria. Jay E. 
Harms, secretary, 1619 N. Sheridan Rd., 
Peoria. 


Feb. 17-20 — Seventh Annual Industrial Ven- 
tilation Conference. Kellogg Center, Michi- 
gan State University, East Lansing, Mich. 
James C. Barrett, Michigan Dept. of 
Health, Lansing 4, Mich. 


Feb, 20-22—Sheet Metal and Roofing Con- 
tractors’ Association of Minnesota, annual 
convention. Hotel Duluth, Duluth. Richard 
Grant, executive secretary, 867 Grand 
Ave., St. Paul 5, Minn. 


March 
Mar. 3-5—QOhio Sheet Metal Contractors’ 
Association, annual convention. Commo- 
dore Perry Hotel, Toledo. Don Dieterle, 
chairman, 2112 Maplewood, Toledo 6. 


Mar. 10-12—Sheet Metal Contractors’ Asso- 
ciation of Wisconsin, annual convention. 
Hotel Schroeder, Milwaukee. Robert A 
Schmieder, executive secretary, 8320 W. 


Bluemound Rd., Milwaukee. 


Mar. 27-30 Southeast Trade Exposition 
sponsored by Sheet Metal, Roofing, Heat- 
ing, Air Conditioning Contractors’ Associ- 
ation of Georgia. Atlanta Biltmore Hotel. 
Atlanta, Ga. B. L. Noblitt, executive sec- 
retary, P. O. Box 1196, Augusta, Ga. 


Mar. 31 — Apr. 2 — Gas Appliance Manu- 
facturer’s Association, annual meeting. The 
Greenbrier, White Sulphur Springs, W.Va. 
H. Leigh Whitelaw, managing director, 


60 E. 42nd St., New York 17. 


May 
May 4-7 — Air Conditioning and Refrigera- 
tion Institute, annual meeting. The Home- 
stead, Hot Springs, Va. George S. Jones, 
Jr., managing director, 1346 Connecticut 


Ave., N.W., Washington 6. D.C. 


May 8-10 — Sheet Metal and Air Condition- 
ing Contractors’ National Association, Inc., 
annual convention. Eden Roc Hotel, Miami 
Beach. Joseph D. Wilder, executive secre- 
tary, 170 Division St., Elgin, II. 
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With the introduction of the Model 800 Humi-dial, 
Skuttle offers automatic humidification at a new, low 
cost. Here is the electric humidifier for the mass mar- 
ket, with all the capacity of the most expensive unit 

. 24 quarts of water a day . . . but with a price 
tag that invites comparison! 


The Skuttle Humi-dial eliminates the humidistat and 
relay transformer — is adjusted for proper degree of 
humidification right at the humidifier. From this point 
on the operation of the. Humi-dial is basically the same 
as the proven Model 400 Humidimatic. Vapor is pro- 
duced independent of the heat from the plenum by the 
use of a 625 Watt element in the water pan. The 
Model 800 is also equipped for automatic water feed. 
A new, improved water feeder regulates a constant 
water volume. 


Stock the new Skuttle Humi-dial now and profit from 
increased automatic humidifier business. 


MANUFACTURING CO. 





A complete line 
of America’s finest 


heating equipment 


fluid heat. 


AUTOMATIC HEATING EQUIPMENT 


Conversion Burners 


Winter Air Conditioners 





Hot Water and Steam 


Oil-Fired Automatic 
Water Heaters 


120 gal./hr. recovery 


PLUS 


Rotary Wall Flame 

Conversion Burners, 
Furnaces, Boilers A broad line of quality equip- 
ment for oil and gas firing. 


Get full details today. 


Hot Water and Steam 


fiuid aire 


JOHN WOOD COMPANY 


Heater and Tank Division 
nshohocken, Pa. * Chicago, Ill. * Red Oak, la 


equipment developments 


(from page 112) 





wheel, airfoil blades, sealed inner housing of poly- 
vinyl chloride welded construction protecting belts 
and pulleys, plastic packing gland with stainless steel 
drive shaft, ball bearing main drive. Unit will operate 
in any position. 


Combination Gas Control 


SLS 101 combination safety regulator with 100 per- 
cent shutoff and automatic main gas valve—Thermac 
Co., Dept. AA, 14296 E. 6th St., Corona, Calif. Safety 


po 
-—T 
~s = 


ee 


| 


uu 


feature operates independently of automatic main gas 
valve. Unit is designed to eliminate separate electric 
relay or separate automatic pilot. Unit is disassembled 
in field by removing four screws without removing 
unit from line. Red pushbutton controls lighting. Com- 
bination controls are in various pipe sizes and capac- 
ities up to 265,000 Btu natural gas. 


Wheel Assembly for Vacuum Cleaners 


DETACHABLE THREE-WHEEL assembly for many types 
of larger furnace vacuum cleaners—Premier Co.. 
Dept. AA, 755 Woodlawn Ave., St. Paul 1, Minn. 
Fight in. back wheels and center swivel ball bearing 
caster are designed for smooth mobility for the trian- 
gular wheel dolly. Tubular steel and welded construc- 
tion are designed for lightweight sturdiness. Tubular 
steel push handle is also available. 


Saw Blade for Stainless Steel 


SAW BLADE attachment for portable high-speed re- 
ciprocating saws, designed to cut stainless steel 

Price & Rutzebeck, Dept. AA, P.O. Box 30, Hayward, 
Calif. Bayonet-design blades are satisfactory for 
limited cuts in harder materials as well, the company 
states. Blades have 10, 14, 18, 24 and 32 teeth per 


in., 15g in. usable cutting length. 
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it’s 
P\(-Yarate 


it’s 
foolproof 


For use in warm air 


Install the Keeney Climatizer and you'll be assuring 
your customers of top-operating, trouble-free per- 
formance. Instant-acting, an exclusive built-in heat- 
ing element produces a vapor which rises directly 
into the air stream. No evaporation plates! Fool- 
proof, water level float controls the amount of water 
automatically fed through a self-cleaning valve. 
Humidity desired is set by knob on face plate. 


You can install the Keeney Climatizer in just 14 


, electric humidifier 


heating systems 


minutes! Unit comes with wiring and tubing in place. 
Saddle valve, sheet metal screws and easy step-by- 
step instructions included. 


For complete information, write for Catalog No. 1. 





MODEL 250 — wired to operate 


when blower is ON 


MODEL 251 — wired with electric plug 


for continuous operation 











THE KEENEY MANUFACTURING CO. 


NEWINGTON, CONNECTICUT 


Follow the leader — KEENEY 


AMERICAN ARTISAN, OcToBeR 1957 





equipment developments 


(Continued ) 


Time Switches 


Mopets TSA-47 indoor and TSA-41 


‘ e outdoor time switches with 24 hr 
in perimeter 


dials which can be used for up to 24 


. on-off operations per day, with trip- 
heating 


pers set as close as 1 hr apart 


! General Electric Co.. Instrument 
systems ! 


INSTALL 


SONOCO 
SONOAIRDUCT. 


Dept., Dept. AA, 1 River Rd., Sche- 
nectady, N. Y. Three switching ar- 
rangements are available: double 
pole, single throw; single pole, single 
throw; and single pole double throw. 
Omitting device is available for skip 
ping a day or more of operation. In- 
door unit is 7 61/61 : 5 

§ 21/32 in., weighs 314 Ib. Outdoor 
model weighs 3°, Ib. measures 
9 19/32 XK 65/32 X 4 11/32 in. 


Furnace Humidifier 
Move. WF HuMuIDIFIER, redesigned 
meets and 
exceeds all . aes Economical Sonoco Sonoairduct fibre duct can 
F ia A ame save you installation time and money in loop 


eps and radial, slab-floor gas and oil fired perimeter 2 
criteria and , : g 
test reaquire- cf heating systems. 
ments for { y ’ 7 : : . . 
produde le 5 Sonoco Sonoairduct fibre duct is lightweight, 
this category easy to handle and levels quickly. Aluminum 
foil lined. 23 sizes—2” to 36” I.D., up to 50’ 
long. Can be sawed to exact lengths on the job. 
Free installation manual available upon request. 


so installation can be made only on 


air return side of furnace—W alton 


See our catalog in Sweets 


S< 


‘gkekere) SONOCcO 
& ic D.- R oO Q uu Cc Y Ss COMP AN ¥ Laboratories. Ince.. Dept. 14, 1186 
<a 7) 


CONSTRUCTION PRODUCTS DIVISION Grove St., Irvington 11, N. J. Unit's 
wZ 610 
B54. EAT HARTSVILLE, S. C. output has been increased to more 
— LOS ANGELES, CAL MONTCLAIR, WN. J ] ° ° 
5955 SOUTH WESTERN AVE 14 SOUTH PARK STREET than 10 fa per day. Action IS not 


AKRON, IND. ¢ LONGVIEW, TEXAS e BRANTFORD, ONT. @ MEXICO, D. F dependent on dryness of air or other 
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equipment developments 


(Continued ) 





variables. Unit uses atomizer prin- 
ciple. Humidifiers are made in brass, 


copper and other non-ferrous metals. 


Electronic Air Cleaners 


“Tec Line” of electronic air cleaners 


Electro 
fir Cleaner Co.. Dept. {A, 1285 


designed for average homes 


£00 


Reedsdale St., Pittsburgh. Pre-ioniza- 


tion feature permits reduction in 
size by one-third, the company states. 
Line includes both vertical and _ hor- 
izontal flow units which can be in- 
stalled in any warm air heating, 


ventilating or cooling system. 


Packaged Units 


PACKAGED COOLING units for use with 
remote air cooled condensers—7 rane 
Co.. Dept. { 3 Lat rosse, H is. | nits 
are in 3, 5, 714, 10 and 15 hp ca- 
pacities. Smaller units are furnished 
with capped connections for dis- 
charge and liquid lines, and use 
single air cooled condenser. Ten and 
15 hp units use twin remote con- 
denser models. Compressor section 
is isolated; fans are electronically 
balanced. 


Centrifugal Fans 

SERIES 8000 line of all-purpose cen- 
trifugal fans with airfoil blades 
Westinghouse Electric Corp., Dept. 
AA, P. O. Box 868, Pittsburgh 30. 
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For fast cuts and 


easy handling— 
Hand shears can’t compete with 


UNISHEAR 


The best man in your shop 
couldn't match a pair of hand 
shears against the speed and ac- 
curacy of Stanley’s U216 Portable 
Electric Unishear. 

First, he’d be beaten in length 
of cut. In one minute, Unishear 
U216 trims 20 feet of 14-gauge 
mild, hot rolled steel; other mod- 
els cut from 18 to 6 gauge. 

And he’d take a licking on ac- 
curacy, too. Unishear’s improved 
blade action cuts straight lines, 


curves, angles and notches 
smoother, more accurately than 
any hand method. The operator 
finds it easy to handle — self- 
feeding jaws do the cutting. 


To lower production costs, save 
fabricating time and make cutting 
jobs easier, get a Stanley Unishear. 
Choose from six portable and 
three stationary models. For more 
information write Stanley Electric 
Tools, Division of the Stanley 
Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hana ana electric 
tools + drapery, industrial and builders hardware + door controls « aluminum windows « metal parts + coatings « 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 





TAKE THE GUESSWORK 
OUT OF ESTIMATING 





High Velocity Air 
Movement Systems 


IN_ONE 
COMPLETE PACKAGE 


SPIRAL 


Lockstam 
PIPE 


Spiral pipe, matched fit- 
tings and sound absorbers 
all custom made to 

cut costs quicken 
and pin-point estimates 
Next time, specify 
United's spiral pipe fit- 
ings and sound absorbers 
. all in one complete 


package. 
Spiral Pipe Standards and Sizes 


e 26 gage zinc-coated steel — di- 
ameters 3” through 8” ¢ 24 gage 
steel—9” through 22” ¢ Standard 
length 12’ —lengths to 20’ if re- 
quired ¢ Available in any speci- 
fied metal 20 to 30 gage 


2) MATCHED FITTINGS 


AVAILABLE FOR EVERY SPIRAL 
PIPE DIAMETER 


» SOUND ABSORBERS 


HIGH PRESSURE 
LOW FRICTION LOSS 


———— —<¢f 


rr _ <a. o 


Write For Free Catalog 
Showing Detailed Specifications and 
Applications 


Wi: 


Sheet Metal Co. 


548 S. Drexel Ave. Columbus 9, Ohio 
Telephone: BElmont 5-3495 


equipment developments 


(Continued ) 


Available in standard sizes, units will 
handle up to 700,090 cfm at pres- 
sures to 1634 in. Fans have adjust- 
able inlet vane control to allow pre- 
cision control of inlet volume or pres- 
Stream- 


sure, the company states. 


lined air flow pattern from airfoil 


blades is said to reduce noise in 
ventilation, supply and exhaust in- 


stallations. 


Stud Welding Gun 


Mopet NS-10 small plastic stud weld- 
ing gun which welds studs through 
Nelson Stud Welding 
Div., Gregrory Industries, Inc., Dept. 


14 in. dia 


1A, Toledo Ave. & E. 28th St.. 
Lorain, O. Gun weighs less than 4 lb, 
is 9 in. long. Unit uses company’s 
regular line of studs, ferrules and 


welding equipment, 


Fill Signal 


“FILTONE” Mopet 3170 fill signal 
for warning dealer when fuel tank is 
full—Rochester Mfg. Co.. Dept. AA, 
72 Rockwood St., Rochester 10, N. Y. 
Redesigned unit is supplied with 
either 114 or 2 in flange size, ac- 


cording to the manufacturer. 


Metal Bending Brake 


DouBLE APRON hand bending brake 
for sheet metal up to 18 ga—P. L. 
Cady, Dept. AA, Darien Center, N. 
Y. Double aprons allow forming of 
variety of sections by hand; it forms 


any angle bend up to 155 deg with- 
out use of dies. Upper forming blade 
either 


is available in graduated 


widths or solid through length of 


Angle 
plished by 


machine. control is accom- 


placing various sized 


dowels in hinge structure. Upper 
forming blade can be replaced with 
punches for holes up to 3 in. dia. 
In 4 ft model it is possible to punch 
to center of a 52 in. sheet. Radii are 
formed 


anywhere in the — sheet. 


Aprons are independent. 


Triple Punch Press 


“TRIPLEX” press unit consisting of 
three 5 ton punch presses mounted 
on heavy frame for long progressive 
die work as well as punching, form- 
ing and blanking where long die sets 
Kenco Vig. C0. Dept. 1A, 
5211 Telegraph Rd., Los Angeles 22. 
Crankshaft and 


chronously ; 


are used 
rams operate syn- 
crank- 


shaft at central point. Switch starts 


drive engages 
and stops motor for each punching 
cycle; brake stops motor at finish of 
Safety 


double tripping. 


a cycle. devices prevent 
Selector switch sets 
press for single trip, continuous op- 
eration and inching. Presses are set 
on 42 in. centers allowing total die 

102 in. Shut height with 
stroke to bolster bed 


Center line of ram holes 


area of 8 
standard 1 in. 
is 57% in. 
to back is 334 in. Diameter of ram 
hole is 1 9/16 in. Ram clamps are 


8 in. wide. 


Portable Window Unit 


“TRUE PORTABLE” window cooling 
unit which weighs 59 lb, measures 
16 & 15 X 12 in.—Mitchell Mfg. 
Co., Div. of Cory Corp., Dept. AA, 
3200 W. 


Peterson Ave., Chicago. 
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5 sizes, 60,000 to 
120,000 btu input 














announces a 


New 
Multi-Flow | 


GAS Ny 


FURNACE 


Delivers warm air UP, 
DOWN or HORIZONTALLY... 
Adaptable for every type of 


~— 


4 
he 


sige 


domestic warm air installation 


Q 


It's as slim, trim, handsome as the newest jet fighter plane 
It’s as power-packed as a rocket missile. 


Yes, it's Humphrey's new domestic gas furnace —most a 
I ) 
WANT ALL heating unit ever built n to do the world’s finest 
THE FACTS? home heating job, and to } iy a better pront to the 


dealer who sells and installs it 


This ‘“Multi-Flow’ furnace is so compact it fits into any nook or 

corner so versatile you can use it for basement installations; in ‘s 

a closet or utility room on the main floor, for perimeter IN CLOSET 
heating; sunk into a crawl space; even located 


: 
overhead where conditions permit. 


Because it’s adapted to so many kinds of installations, this 
WRITE TODAY FOR | | 1 1 | 
Humphrey furnace largely solves a dealer's stocking problem. 


AES 


LITERATURE , & 
Because it installs so easily and quickly, it offers opportunity 


AND PRICES - } , 
for reduced labor costs. 


SUNK IN CRAWL SPACE 


GENERAL GAS LIGHT co. /KALAMAZOO, ited, B 


World’s Finest Gas Heating Equipment 


When that ‘tough 
customer says... 


aS 


—— @ 


1 WANT 
REAL 


cs 
* 
" 
op" BS "ee eneeees? 


Just tell him ~~ 


YOU WANT REZNOR 
FlexiTemp HEATERS 








ae 
seceaset @ 
aT That's right. Now 
1 you can promise the 
4 efficiency and econ- 
m 6Oomy of gas unit 
: heaters combined 
. - with comfort never 
before associated 
with unit heating. The secret is Reznor’s 
exclusive FlexiTemp control system with 
automatic two-speed fan control. In mild 
weather FlexiTfemp means low outlet 
temperature and gentle air circulation; in 
severe weather, more heat and more vig- 
orous circulation of the heated air. The 
performance of Reznor FlexiTemp heaters 
approaches that of the finest central heat- 
ing systems in meeting the “ideal” require- 
ments for continuous air circulation and 
constant outlet temperature. You can't 
sell real unit heating comfort unless you 
sell Reznor .. . because only Reznor has 
FlexiTemp controls. For complete details 
on how this latest Reznor first can help 
sell more heaters and make more money, 
just give your nearby Reznor distributor 
a call. 


S4REZNOR 


WORLD'S LARGEST-SELLING DIRECT-FIRED 


ZyyxSUNnit HEATERS 


Reznor Manufacturing Co., 6 Union St., Mercer, Pa. 
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Unit is 744 amp model, has built-in 
carrying handle. Portable models 
can be used in multiple bank for 


cooling any area, the company states. 


Small Area Furnace 


Mopets 35 anp 45 RJD counterflow 
furnaces with 35,000 and 45,000 
Btuh capacities, respectively, for 
small areas—Fraser & Johnston Co.., 
Dept. AA, 1900 17th St. San Fran- 


cisco 3. Unit measures 8 X 27: j 

6014 in. Unit is designed for motels, 
small apartments, refinished base- 
ments, cottages and other small resi- 
dential areas, or in conjunction with 
existing units to augment heating 


output, the company states. 


Stud Driver 


Mopet 455A stud driving tool de- 
signed to prevent possibility of com- 
plete penetration of any structural 
material by the fastener—Remington 
4rms Co., Ince.. Dept. 1A, 939 
Barnum Ave., Bridgeport 2, Conn. 
If stud is fired mistakenly and un- 
supported by necessary concrete or 
steel backing, a captive piston, firmly 
threaded to stud. is arrested by alu- 
minum buffer; piston and stud are 
halted at muzzle. Unit is designed to 
anchor wood to steel or con rete, 
wood or steel to steel. or threaded 


fasteners to steel or concrete. 


Sell Draft King 
Chimney Caps 


You make money ... 
Customers save money! 


The Perfect Cap for all Chim- 
neys, Flues and Ventilators. 
You ll do a volume business with 
Draft King when customers learn 
of its money-saving benefits. 
Draft King turns flue gases into 
perfect heating combustion—elim- 
inates chimney clogging soot and 
costly fuel waste. No moving parts 
—nothing to wear out. Made of 
either all-weather galvanized steel 
or aluminum, 


Other DRAFT KING 
Customer Benefits: 


@ Wind, rain, snow and ice proof 

@ Eliminates damaging chimney fires 
@ Acts as a spark arrester 

@ Prevents pilot blowouts 

@ Easy to install 

@ Improves appearance of chimney 
@ Priced under competitive makes 





SIDE DRAFTS 


Stops ALL = 
draft f 
troubles! 


+7 tetelett 


cnen 








UP DRAFTS DOWN DRAFTS 


Pods heeyy 








Manufactured by 


A. R. WOOD MFG. CO. 


Luverne, Minnesota 
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MORRISON CUSTOM DESIGN 


Photographs show Mor- 
rison Wheel and com- 
ponent parts of one of 
our direct connected 
blowers. 


Engineered and customized for your particular need! 


COMPLETE OR ANY PART. 


MCD* combines the various Morrison Blower De- 
signs with the many component parts that go into 
the making of complete assemblies. Morrison Prod- 
ucts' nationally recognized engineering superiority 
offers you customized blowers engineered for your 
particular furnace and air conditioning units. 

MCD* gives you quality produced blowers — 
meets every space and function requirement — 


overcomes all the limitations of stock blowers — 


assures substantial savings with its volume produced 
standard parts. 

When you choose MCD*, you automatically invite 
Morrison's skilled engineering staff in the solution 
of your specific problems. Our experts have al- 
ready helped most of the leading heating and air 
conditioning manufacturers attain ideal air distri- 
bution in their equipment. 

Write Morrison today. Learn how MCD* can help 


solve your engineering and production problems. 


MORRISON PRODUCTS 


16816 Waterloo Road — Cleveland 10, Ohio 


INC. 
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Every Emerson- 
Electric motor is 
custom-engineered 
to meet your 

exact requirements. 


Since 1890 


/ 
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Low-Pressure Signal Switch 


LOW PRESSURE SWITCH to control or signal small pres- 


sures, vacuums or differential pressures—Bacharach 
Industrial Instrument Co., Dept. AA, 7301 Penn Ave., 
Pittsburgh 4. Designed for control of movement of 


@pchHARACy 
vou ” Ps 6 

OW PRESSURE SWITCH 
PITTSBURGH 6, PA 


roll type air filters, pressure regulation of gas boosters, 
switch operation of dampers, blowers, gas-fired fur- 
naces and other low pressure control, safety or signal- 


ling applications, the unit features independently ad- 





justable automatic reset feature. Switch can be 
mounted in any position; it fits area of 314 X b 


in. Normal range is 0.1 to 5.0 in. water. 


+ . 
Humidifier Valve 
IMPROVED VALVE for humidification units, designed 
to prevent clogging, jamming or leaking, through 
closer tolerance for all working parts of the valve 


Skuttle Vig. Co.., Dept. AA, Milford, Mich. When ris- 


ing water level forces float upward, valve closes as 
valve-jet moves into special resilient seat, completely T he 
sealing valve, the company states. Valve seat retainer 


is tapered on inside diameter, designed for easy slid- HEATING & VENTILATIN c 
ing action. Float cannot turn into position which might Since 1894 G CO. 
cause binding under water pressure. Float is glass. 96 IRA AVE. AKRON, OHIO 
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Directed Air Flow 


INDEPENDENT 


aso. u. 5 PAT Fre 


No. 60A—Bars may be set to direct air 


flow up or to both sides. 


@ Register faces of the famous “Fabrikated” 

construction excel in rigidity, open area and 

attractive appearance. When valves are set in 

correct position, an adjusting screw permits 

directing the air flow to the outside wall. 
These floor registers are made in 
six standard sizes to fit openings 
from 4x 10to6x 14 with free air 
areas of 29 to 62 square inches. 
All sizes fully comply with code 
requirements of N.W.A.H. and 
A.C.A. 


Write for complete catalog 


Always Leading — Always Progressing 
*Reg. U. S. Pat. Off. 


\ THE INDEPENDENT 
‘“» REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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Humidifier Line 


“APRILAIRE” humidifier models 110, 112, and 135, 
designed for residential application—Research Prod- 


il 


ucts Corp., Dept. AA, 1015 E. Washington Ave., 
Madison 10, Wis. Models 110 and 112 plenum units 
evaporate 5.3 and 9.2 lb of water per hour, respec- 
tively. Model 135 is a portable model with 4 gal plastic 
reservoir and pushbutton controls for high or low 
humidification, as a fan or as a heater. On high, 
unit will evaporate 4.3 lb of water per hr; on low, it 
evaporates 2.6 lb per hr. Humidistat is standard equip- 
ment. Bacteria removal is featured. 


Gas-Fired Furnace 


“RHEEMGLAS GAS-FIRED furnace designed to comple- 
ment household appliances—Rheem Mfg. Co., Dept. 
AA, 7600 S. Kedzie Ave., Chicago 29. Available in 
20.000 Btuh increments from 80,000 to 160,000 Btuh, 
units are in two tones of blue with contrasting trim of 
embossed gold and symmetrical squares on large front 
panel and trim. Combustion chamber is contoured to 
fit natural flame pattern from gas burner. 





SEE SOMETHING NEW ON PAGE 139 
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REACHED FOR. 


time and time agam 
all year long! 





Start 1958 right by advertising in this big, 
important January Directory Issue 


LASTING sales power. Its yours when you (4) A guide to the products advertised in this issue 
advertise in AMERICAN ARTISAN’S Jan- and the manufacturers’ names 
uaryv Directory Number. (S) Normal editorial content of a regular issue to 


assure immediate cover-to-cover attention. 
Key dealers and wholesalers — those who do 


(6) Valuable reference data in easy-to-use form. 
sU¢ 


é of the available business — receive this 
issue as part of their paid subscription. Being Each year over 200 advertisers use the Jan- 
the field’s only complete Buyers’ Guide, it’s uary Directory to make sure their product 
enthusiastically welcomed. And no wonder . . . story “gets through” when buying decisions 
look what it contains are being made, sources of supply investigated. 


Will you be among them in 1958? 
(1) An alphabetical listing of all products used in : 


Residential Air Conditioning, Warm Air Heating Nowhere can your advertising dollar be bet- 
Sheet Metal Contracting, and manufacturers of ter invested. Take full advantage of this oppor- 
each tunity. Plan now for a spread, an insert, or mul- 
(2) Names and a tiple pages. Regular rates apply (not a 13th o 
(3) A listing of all known trade names, cross-referenced. extra-cost number). Closing date December 20. 


AMERICAN ARTISAN 6 N. Michigan, Chicago 


KEENEY PUBLISHING CO. AIR CONDITIONING HEADQUARTERS 


ddresses of all the manufacturers 
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For Performance Dependability ¢ Quality 


Wale AIO) 


AQ gq G'M KAW = 


=. 
Herter 


Hu 


one moving 


Atomizes 
2 gal 
per hour 


midistatically 
controlled 


THE FINEST 
PLENUM HUMIDIFIER BUILT 


America’s most efficient, trouble-free plenum 

humidifier, with ample capacity to maintain 

a relative humidity of 45% to 50% in 

the average home. Extremely compact, the 

“400” is easily and quickly installed. Long- 

part life stainless steel housing makes attractive 
installation free from rust and corrosion. 
Fan-cooled motor, externally mounted, is iso- 
lated from all contact with moisture. All 
metal construction. 


* Only 


* Quiet, 


@e@eeeeeeeeoeoeoeoeoeeeeoeeeeeeee8@ 
trouble-free 


PORTABLE 654 
HERRMIDIFIER 


operation 


PERFECT FOR 
HOME OR OFFICE 
. Compact and 
completely portable, 
the “654” quietly filters and hu- 
— the atmosphere. No pip- 
ng. . Simply plug unit into 
standard 110 volt electrical outlet. 
Automatically* maintains pre- 
selected level of humidity in 6- 
room home or office suite for less 
than 3c a day. Atomizes approxi- 
mately 1% pints per — 
Attractive wrought iron = stan ° ‘ pet 
included. — Humidistat 
ptional Extra 


WR®"E TODAY for literature giving complete information on HERRmidifiers 
America’s quality line of residential, commercial and industrial 
humidifiers. DISTRIBUTOR INQUIRIES INVITED. 


HERRMIDIFIER COMPANY 
Neffsville 1, Pa. 


A Complete Line of Residential, Commercial and Industrial Humidifiers 
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Belt-Driven Exhaust Fan 
Tyre PD BEL1 
industrial 


DRIVEN orifice ring fan suitable for 
systems—Chicago Blower 


Pacific Ave., Franklin Park. 


exhaust 
9867 


fume 


Corp., Dept. AA, 


Ill. Aerodynamic blade design is said to produce high 
pressure pattern without dead spots. Wheels are in 
10 sizes from 12 to 72 in.., 
blades. duty 
race bearings incorporated into self-aligning ball bear- 
blocks. Steel plate brackets for 


welded direc tly to orifice ring 


with 2. 4. 6 or 8 steel or 


aluminum Featured are heavy single 
ing pillow 


blocks are 


reports. 


bearing 


. the company 


Steel Punch Press 


ALL-STEEL pun h press designed for single operation 
Fallsington Mfg. Co., Dept. AA, 
Fallsington, Pa. Machine can be 


or for multiple setup 
Williamson Ave., 


' 


placed on bench or a stand available from the com- 


available for desired 


number of machines on multiple setup. Gage rail auto- 


pany. Various length stands are 
matically aligns press. Units are in 2 and 5 ton models. 
Maximum depth obtainable is 484 in. from center of 
die to back of cutout. 
ment, 


Featured is non-repeat attach- 
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Unmatched Economy +Whisper-Quiet Operation 
/ i 


Power These 
Fuel-Thrifty 





| 
Wi ig 
. a 
QW 


Model ORA 
Winter Air-Conditioner 





TORIDHEET 
Rotary Wall Flame Oil Burners 








Model ORD 
Counterfiow 





Model ORU 
Boiler 














‘ 
7 


Model ORM 
Water Heater 
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You make useful friends out of customers when you sell 
time-tested TORIDHEET Rotary Wall-Flame equipment. The 
operation is so reliable and quiet, the fuel economy so great, 
that customers tell friends and neighbors—actually become 
part-time salesmen for you. 


Proved fuel savings up to 40% _— to sell—a profitable line for your 
and trouble-free operation (only = customers to buy. If you’re not 
1 moving part) make TORID- _ selling TORIDHEET you're 
HEET a profitable line for you _—missing a bet! 


COMPLETE UNITS AND CONVERSION BURNERS— OIL OR GAS 


Wall-Flame Oil Burners @ Gun Burners e Wall Flame Boilers e Furnaces and Water Heaters 
Gun Fired Boilers and Furnaces e Gas Conversion Burners and Gas Fired Furnaces 
Low-Boys e Hi-Boys @ Counterflows e Comfort Cooling Equipment 


SOME DESIRABLE DEALER FRANCHISES AVAILABLE— 


YOUR INQUIRY IS INVITED 
CLEVELAND 


= * . 
Toridheet Division 
avromané weante: = CLEVELAND STEEL PRODUCTS 
loner es 20) © Beret. | 


16035 Brookpark Road ¢ Cleveland 11, Ohio 
Affiliated Canadian Manufacturer: Aero Tool Works Limited, Toronto, Ontario 








BEST POSSIBLE 


For ALL Oil 
Heating Systems 


= -« 7 
y >. 





Noon ir TER 


Reet 300 


FUEL rth FILTERS | 


MAXIMUM FILTERING 


Positively protects against clogged nozzles and 
lines in every oil heat installation, gravity or 
pressure type. Eliminates service call-backs. 


HEXAGON EXTENSIONS 

For easiest, quickest installation into oil lines at 
either tank or burner. Standard and King Size 
Models to handle every size oil heating system. 
RUSTPROOF and LEAKPROOF 
One-piece bowl construction, with reinforced 
bolt spud. Unconditional factory guarantee on all 
parts. 

ALL WOOL FELT CARTRIDGE 
Staggered fin design of cartridge provides maxi- 


mum filtering surface —removes smallest particles, 
moisture, dirt, scale and foreign matter. 
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Nozzle Changer 

“SUPER” NOZZLE CHANGER which fits both 34 and 
11/16 in. adapters Delavan Mfg. Co., Dept. AA, 
Grand Ave. & Fourth St., West Des Moines, Ia. Fea- 


tured are one-piece construction with broached sockets 
and a knurled handle designed to fit the installer’s 
hand comfortably and to prevent slipping, the com- 


pany reports. 


AC Registers, Grilles 


LINE OF AIR CONDITIONING registers and grilles de 
signed to blend with contemporary interior designs, 
and constructed of heavy gage steel—Standard Stamp- 
ing & Perforating Co.. a 14, 3137 W. 49th Pl., 
Chicago 32. Included are HV series of registers with 
two banks of individualty-adjumable face bars, one 
running horizontally, the other vertically. Range of 
sizes is available, with multi-louver or opposed-blade 
dampers. Line includes fixed-bar return air grilles 
with large percentage of open area, the company 
states. The face bars can be pre-set for either straight 
flow or downward deflection, according to the manu- 


facturer. 


SEE SOMETHING NEW ON PAGE 139 
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You can close every sale — when you're a Mor-Sun Merchan- 
diser. You're able to offer a furnace and air conditioner for every 
home heating and cooling requirement — units your customers 
like and want. They’re attracted to the clean lines, the new features, 
the modern styling and quality construction. Best of all — they 
like the price. You will too — because it will help boost your sales 
— and, at the same time, boost your profits. 


THE YEAR-ROUND LINE FOR YEAR-ROUND PROFITS 
...here’s why you get “MORE” with MOR-SUN 


UPFLOW, . . . gas or oil, in a complete range of sizes 
REVERSEFLOW © ty ELIA 
& LO-BOY . thermo-dynamic heat exchanger 


FURNACES guaranteed in writing for 10 years 





HEATING- ; easy to install in minimum floor area 


COOLING 


. attractively finished, two-tone green, copper trim 
COMBINATIONS 


. economically efficient, heating or cooling 





> MOR-SUN OFFERS YOU 
one of the soundest business 
j 7 . Opportunities open to 
full rated ling capacities | : “ee 
en ; heating distributors and dealers. 
For all the details — call, 
wire or write. 


fonp eons NV RESON 


HEATING AND AIR CONDITIONING 


AIR & WATER- . . . complete residential and light commercial line 
COOLED AIR 
CONDITIONERS : 
. precharged systems on air-cooled models 





Fe ON Mor-Sun Division, MORRISON STEEL PRODUCTS, INC., 609 Amherst St., Buffalo 7, N. Y. 
-wh 
® 


In Canada, Mor-Sun Limited, 62 Laurel St. East, Waterloo, Ontario. 
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new literature <a Safety Manual for Gas Equipment 


SAFETY MANUAL suggests practices to follow in the 
, fai installation and servicing of gas fired equipment in- 

Developing Advertising Programs ' Es os 

cluding furnaces, conversion burners and incinerators. 

BuLtetin No. 23, “Individuality in Retail Adver- Copies are priced at 40 cents—American Gas Asso- 

tising,” the newest in a series of small marketers aids, ciation, 420 Lexington Ave., New York 17. 

was developed to help increase sales and customer 

loyalty. The booklet points out how to make a small Oil B Pri Control 

advertisement more attractive and thus increase its # Surner Primary Lontroe 





attention value; provide continuity in the advertising Brocuure describes the features of “PerfXray” burner 
efforts by tying together advertisements appearing in mounted primary control. Wiring diagrams are in- 
different places and at different times; help to build cluded—General Controls Co., Dept. AA, 801 Allen 
a business personality for the advertiser; and increase 4ve., Glendale, Calif. 
returns from the dollars invested in advertising. 

Advertising media such as those used by small re- i 2 
tailers — newspapers, direct mail, magazines, telephone Direct Driven Fans 


solicitations, and house-to-house handbills — are dis- “LS” TYPE DIRECT DRIVEN FANS are illustrated and de- 


scribed in four page bulletin 775. Employing 
“Macheta” airfoil propellers, the units are available 
in ring, square panel or duct types, in sizes from 24 


f - to 48 in.—Aerovent Fan Co., Inc., Dept. AA, Piqua 
Flexible Air Duct es I q 


cussed—Small Business Administration, Washington 


25, D.C. 


FLEXIBLE AIR DUCT type 57-1A for conducting hot and 
cold air in high and low velocity air conditioning sys- . 
tems is discussed in data sheet S-11. Illustrated are Gas and Electric Water Heaters 
three air conditioning problems which were solved 
through the use of this type of air duct—The Wire- 
mold Co., Department AD-AA, Hartford 10, Conn. 


GAS AND ELECTRIC water heaters that feature bonder- 
ized jackets, “Ultra Glass” glass linings and two coats 


of electrostatically sprayed enamel are illustrated and 





THE GAS-VENT PIPE THAT IS 


THE =asiest TO INSTALL 
SPOTLIGHT 
IS ON 





DURA-VENT 


Goes in place fast. No tools required. 

Double-wall, air-insulated. Active air space insures low wall tem- 
perature. 

Heavy-gauge galvanized outer wall. Provides strength, durability. 

Aluminum inner wall. Heats fast, no condensation. 

Vent cap of novel design. Aids, not hinders draft. 

No sharp edges. No cut fingers. 

Available in round and oval in all common sizes and with all 
necessary fittings. Easy to meet any architectural requirement. 


DURA-VENT has representatives in all principal 
cities of the United States and Canada. Complete 
warehouse stocks are maintained in Atlanta, Chi- 
cago, Dallas, Kansas City, Louisville, Memphis, 
Newark, and Redwood City, California. For further 
details, contact your local representative or write to 


Build in 
DURABILITY 
with 
DURA-VENT 


DURA-VENT CORPORATION 


Affiliate of Peerless Mfg. Div. of Dover Corp. 


Factory and Western Sales Office: National Sales Office: 
2525 El Camino Real, Redwood City, Cal. Louisville 1, Ky. 
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CLOSED 
FLOW 


. 2. r) rr) A A | f" \ 
— | ’ bs a ' | 
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idjustable feature 


i 


electric valve 


K-3H Hydranoid gas valve is the only 

all quiet electric valve with sealed operator 
containing silicone fluid... 

for controlled mechanical motion. 
Available in combination models, too. 





+ eames STANDARD ELECTRIC 
deiscalhad VALVE 


FULL OPEN 


GENERAL CONTROLS 


Glendale, California + Skokie, Illinois * Guelph, Ontario, Canada 
Five Plants —42 factory branch offices serving the United States and Canada 


AMERICAN ARTISAN, OcTroper 1957 





new literature 


(Continued ) 





described in two color data sheets. Gas units are avail- 
able in highboy and lowboy models featuring “Magic 
Circle” burner. Electric water heaters are offered in 
both round and table top models—Patco Mfg. Co., Inc., 
Dept. AA, 231 N. Bread St., Philadelphia 6. 


Centrifugal Roof Ventilators 


BULLETIN SDA-220 has been revised to include direct 
drive centrifugal roof ventilators and new belt drive 
sizes up to 60 in. diameter wheels. Features, construc- 
tion details, ratings, performance data and dimensions 
on both the belt drive and direct drive roof ventilators 
are listed. Recommended specifications are also dis- 
cussed. Illustrations include photographs, line draw- 
ings, tables, charts and graphs—Fan and Blower Div., 
The Peerless Electric Co., Dept. AA, Warren, O. 


V-Belts 


CATALOG SHEET explains how “Vibrasorb” V-belt re- 
duces vibration and noise by absorbing it before it 
reaches the machine. The belt is used with such equip- 
ment as air conditioning units, forced air furnaces, 
window and attic fans—B. F. Goodrich Industrial 
Products Co., Dept. AA, Akron, O. 





“te 


for 


Metal Building Products 


FACILITIES FOR THE MANUFACTURE of such products 
as industrial plant ventilators, insulated metal panels 
and steel roof deck are described in an eight page 
bulletin. Each product is individually described and 
illustrations show representative installations. Included 
is a list of addresses of various sales offices and rep- 
American Steel Band Co., Dept. AA, 
P. O. Box 565, Pittsburgh 30. 


resentatives 


Portable Tools 


EIGHT PAGE CATALOG designated PC-601 is a con- 
densed version of the company’s full “Parco” tool line 
catalog. Among standard tools illustrated are “Grips 
Rite” angle head, “Handy Angle” saw and _ attach- 
ments, a range of boring sets, and “Planetor Magic 
Feed” portable bits—Price & Rutzebeck, Dept. AA, 
P.O. Box 30, Hayward, Calif. 


Parts for Electric Thermostats 


FOUR PAGE CIRCULAR contains detailed drawings and 
diagrams of thermostat cases, devices for adjusting 
temperature controls, mounting brackets and stuffing 
boxes. Ask for bulletin RT-819—Robertshaw-Fulton 
Controls Co.., Dept. AA, 110 E. Otterman St., Greens- 
burg, Pa. 


‘Conan ductor L. Bow says: 


For elbows shaped and tapered to fit any standard 
size pipe, get Cincinnati Elbows. Mechanically formed 
on fully automatic machinery. No raw edges to rust 
because they're hot-dipped in zinc after formation. 
Your choice of size, angle, gauge . . . in copper, aluminum, 
Stainless or galvanized steel. Ask your jobber. 


As 
~. 
*s 


ee GEMNA TI ELBOW CoO. 


4730 Madison Road « Cincinnati 27, Ohio 


EE 
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PRICES 


REDUCED 


on the industry’s most complete 
line of warm aar heating units 


ee ee 


1 NEW 


I 10-YEAR WARRANTY ; 


Here is your most powerful sales tool . . . a real 
sales clincher . . . written proof to your customer 
that the furnace you recommend and sell is backed 
to the hilt by American-Standard . . . the Nation’s 
leading manufacturer of heating and air condi- 
tioning equipment. 


iecetin-ctiesennd ene emcaenaindll 


American-Standard 


AIR CONDITIONING DIVISION 


ELYRIA, OHIO 


American-Standard Air Conditioning Division 
has slashed prices on its warm air héating line 
to give you the most profitable fall heating season 
you've ever had. 

In the face of steadily declining dealer profit 
margins, here is your golden opportunity to make 
your full profit on every job. Specify American- 
Standard, the industry’s highest quality equip- 
ment in the most complete array of models and 
sizes to meet every residential requirement. No 
cuts in quality . . . only the prices. 

Contact your American-Standard Air Condi- 
tioning Distributor, at once, for your new dealer 
price sheet. 




















Quality Protects Your Investment— American-Standard Quality Is Available At No Extra Cost 
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NOW there are 14 


\Waporite 


. a size and type Humidifier for every furnace installation. 


EVERY MODEL TESTED AND PROVED 


SERIES 555 
Fits any straight side 
warm air furnace. 


Corrosion resis- 

tant, stainless steel 

vapor pan 4” x 15’. Com- 
pletely assembled for quick and 
easy installation. 


New copper overflow on Model 555C. 


o 


@ No extras to buy @ No parts to assemble 
@ No extra holes to cut @ No tricky mounting 


SERIES 577 
Stainless steel. Ad- 
justable to sloping or 
straight bonnet furnaces. 
Pre-assembly cyts labor time and 
installing costs. 


EVERY MODEL WITH NEW SENSITIVE THERMO- 
STAT CONTROL TO ASSURE BALANCED HUMIDITY 


LOW COST 


FIELD-TESTED 
COUNTERFLOW STYLE 


@ Designed especially for 
basementless houses 
with perimeter heating. 


Complete assemblies for 
furnaces with concrete 
floor plenums or with 
crawl space plenums. 


Installs in minute on ex- 
terior of furnace casing. 


All parts furnished. \ 
CF-500 
WRITE FOR CATALOG AA-10 


AUTOMATIC HUMIDIFIER CO, Cedar Falls, lowa. 
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Gas Fired Furnaces 


“70TH ANNIVERSARY” gas fired furnaces that can be 
built in anywhere in the house are described in a four 
page illustrated circular (FG 8A1). The furnaces 
ranging in capacity from 75,000 to 200,000 Btu 
feature an aluminum finish metal grille and white 
baked enamel bottom panel with chrome trim designed 
to harmonize with any style of architecture. According 
to the company, all models are adaptable to year 
‘round air conditioning. Cooling units are designed to 
match the heating systems and can be made part of 
the initial installation or added at a later time—Per 
fection Industries, Div. of Hupp Corp., Dept. AA, 
1135 Ivanhoe Rd. Cleveland 10. 


Hermetic Condensing Units 


Biu-CoLp” AIR AND WATER COOLED hermetic con 
densing units are described in Form HC857( four 
pages). Specifications and capacities are given for 20 
models ranging from 1/5 to 2 hp. Features listed in 
clude hardened cast alloy crankshaft. dynamically 
balanced rotor, high power factor, and space saving 
design. Specifications are also included for 1/8 to 2 
hp motor compressors Lehigh Mie. Co.. Div. of Le 
high, Inc., Dept. AA, Easton, Pa. 


Gas Conversion Burners 


GAS CONVERSION BOOKLET printed in four colors is 
designed for consumer distribution. Included in the 
brochure are removable specification sheets featuring 
a keyed photograph showing working parts—7The 
Barber Mfg. Co.. Dept. 14, 1052 E. 134th St.. Cleve- 
land 9. 


Copper and Aluminum Tubing 


FACILITIES FOR THE PRODUCTION of copper, brass and 
aluminum tubing used in air conditioning equipment 
are described in a 12 page catalog insert. Illustrated 
are such operations as casting, extrusion. drawing and 
annealing—Wolverine Tube Div. of Calumet & Heela, 
Inc., Dept. TR-AA, Guardian Towers, Guardian Bldg.. 
Detroit 26. 


Gas and Oil Furnaces 


GAS AND OIL FIRED “Lo-Hi-Boy” furnaces are dis 
cussed in bulletins 511 (gas) and 811 (oil). The con 
sumers point of view is stressed in both bulletins 
which provide answers to such questions as: What 
does the consumer want? How does he want it? Where 
does he want it?—Armstrong Furnace Co., Dept. AA, 
851 W. Third Ave., Columbus, O. 
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Let’s talk about CONTROLS—both Good* and Bad** 


TO OUR FURNACE MANUFACTURING CUSTOMERS: 


THANKS FOR EVERYTHING and, particularly, for making us America’s largest producer of Fan and 


‘ : . ’ * . 
Limit Controls for use on Forced Air Furnaces. We are proud that ((AM-GTAT Controls are an integral 
part of your fine products. ° 


As many of you have requested, we are gradually adding new products to our Furnace Controls line. 
Regardless of what others do, it is against our policy to manufacture hastily “designed” Chinese copies of 
other makes of controls. Each of our new products will be carefully developed and field tested before being 
offered to the trade. Consequently, you can be assured of the same high quality and service that you have 


come to expect from ["AM-GTAT products. 


TO DEALERS AND WHOLESALERS: 


Regardless of timeworn “brand name” propaganda, it has now been proven that you cannot buy or use better 


Furnace Controls than (7AM-§$TAT . There is no reason for you to plow back your hard-earned profits 
in costly service calls. You'll have far less of this type of trouble with Furnaces using ([AM-STAT Controls. 


TO POTENTIAL MANUFACTURING CUSTOMERS: 


There MUST be a reason why more (‘AM-§TAT Fan and Limit Controls are used today on new produc- 
tion of Forced Air Furnaces than any other make. We think it might pay you to find out why. We will be 
glad to give you full information by mail or by personal call. 

If you have any Furnace models upon which application engineering of the Fan Control seems to be a 


problem, you will be interested in our new F14-16 and F14-18 Master Fan Controls. They’re almost human 
in all that they can accomplish. 


Wwonnen ee IS GOING To DRIVE HOME 


ok 


TO EVERY GOOD AMERICAN: 


Now, let us talk about controls which 
none of us wants. 

On July 3rd, President Eisenhower 
stated that runaway inflation could 
bring back Governmental controls. He 
specifically warned against business and 
labor, as a whole, jumping on the Steel 
price-increase “bandwagon” We be- 
lieve the President is right. 

In our opinion, this Cartoon by Don 
Hesse in the St. Louis Globe Democrat, 
shows why it is just plain common sense 
for all of us to cooperate in holding the 
line against inflation. 


[(AM-STA] will do its share. 


(AP be La! e GRanite 7-1256 « BRadshaw 2-6361 


DIVISION OF THE PAUL HENRY COMPANY « 11833 WEST OLYMPIC BLVD. « LOS ANGELES 64, CALIFORNIA 


CHARLOTTE, N.C., | Mint St., FRanklin 5-5012 / CHICAGO, 6760 Stony Island, FAirfax 4-8532 / CLEVELAND, 19117 Detroit Rd., EDison 1-1010 
DETROIT, 9187 Mercede KEnwood 7-0449 / HAMDEN, CONN.., 46 Chauncey Rd., ATwater 8-9081 / KANSAS CITY, 647 West 39th Street, VAlentine 1-2044 
MINNEAPOLIS, 3280 Gorham Ave., WEbster 9-8874 / NASHVILLE, 426 Seventh Ave. So., ALpine 6-6831 / ROCHESTER, One Flint St., GEnesee 8-6337 
SAN FRANCISCO, 37 Maytair, Daly City, Calif., Plaza 5-5566 bergen 29 Forman St., Cazenovia, N.Y., Oldfield 5-9216 / WASHINGTON, D.C., 
3313 Powder Mill Rd., Adelphi, Md., WEbster 5-5382 / S@ATTLE, 501 Jones Building, ELiot 6662 / TORONTO, CAN., 12 Leswyn Rd., RUssell 1-5296 
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new literature 


(Continued ) 





Air Cooled Condensers 


BuLLtetin AC-1OL on air cooled condensers describes 
several different methods of operating condensers at 
low ambient (winter) temperatures and gives advan- 
tages of each. Included is a description of the “Limi 
trol” system, using “Limitrol’” modulating valve de- 
signed to automatically maintain balance between con- 


denser and compressor under all weather conditions. 


simultaneously plotted to show ideal conditions—F. W. 
Dwyer Mfg. Co., Dept. AAC, P. O. Box 373, Michigan 
City, Ind 


Tube Working Tools 


Toot cataLoc No. 6111 (eight pages) features tube 
working tools recently added by the company to its 
line of brass and steel tube fittings. Illustrated and 
described are tools for flaring, burnishing, doubk 


flaring, cutting, bending and joining copper and steel 


tubing. Complete instructions and specifications are 
included for each—The Weatherhead Co., Dept. AA, 
128 Washington Blvd., Fort Wayne, Ind. 


Dimensions, weights, coil and fan data, and capacity 
at the evaporator in Btuh are given—Halstead & 
Mitchell, Dept. AA, Bessemer Bldg., Pittsburgh 22. 


Combustion Efficiency Calculator Steel and Aluminum Stock 


SLIDE RULE for calculating combustion efficiency is BUYING AID FOR STEEL USERS incorporates a steel stock 


designed to give overall efficiency of a furnace with catalog, a slide chart price calculator and a weight 
one setting. In using the slide rule, the serviceman calculator. Products listed include steel angles. bars. 
sets the scale at the stack temperature at which the beams, channels, plates, sheets, coils. strip, stainless 
furnace is operating. He then selects the window for steel and aluminum. Technical data, tables and other 
the proper fuel classification (coal, oil. gas) and op- estimating information accompany the regular stock 
posite the corresponding CO, content, reads off the listings. The book contains 125 pages, measures 5°, 
percentage combustion efficiency for the unit. On the 9 in. It is designed to permit addition of new data 
reverse side of the calculator relationships of draft. pages as they become available—Production Steel 
CO, content, stack temperature and smoke are graph- Co. of Illinois, Dept. JM-AA, 2801 Roosevelt Rd.. 
Broadview, Ill 


ically demonstrated. All four of the variables are 








DOMINANT 
name in overhead 
heating is still... 


Gas or oil-fired units designed especially 
for commercial and industrial installations 
THE ORIGINAL SUSPENDED FURNACE 


> Backed by 18 years of specialized 
overhead heating experience! 


Engineered for more efficient, more 


Models available for Gas or Oil economical operation! 


from 95,000 to 405,000 B.T.U. output 


Producing exclusively suspended 
type heating equipment! 


OQuerHead Hector, Ine. 


SHAFCONAIRE 


OVERHEAD HEATERS 


Write or call for complete information today! 


1612 BOOK BUILDING ¢« DETROIT 26, MICHIGAN «© WOodward 2-4647 
Factory Location: Kalamazoo, Michigan 
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The men who hammered out the Constitution 
and the Bill of Rights were thinkers—men of 
vision—the best educated men of their day. 
And every major advance in our civilization 
since that time has come from minds equipped 
by education to create great ideas and put 
them into action. 


So, at the very core of our progress is the 
college classroom. It is there that the imagina- 
tion of young men and women gains the in- 
tellectual discipline that turns it to useful 
thinking. It is there that the great ideas of 
the future will be born. 


That is why the present tasks of our colleges 
and universities are of vital concern to every 


Where Do 
Great Ideas Come From? 


From its beginnings this nation has been 
guided by great ideas. 


American. These institutions are doing their 
utmost to raise their teaching standards, to 
meet the steadily rising pressure for enroll- 
ment, and provide the healthy educational 
climate in which great ideas may flourish. 

They need the help of all who love freedom, all 
who hope for continued progress in science, 


in statesmanship, in the better things of life. 
And they need it now! 





If you want to know what the college crisis 
means to you, write for a free 
booklet to: HIGHER EDUCA- 
TION, Box 36, Times Square 
Station, New York 36, N.Y. 


\! 


HIGHER EDUCATION 


KEEP iT BRIGHT 











Sponsored as a public service, in cooperation with the Council for Financial Aid to Education 
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we hear that > THe 20rH annuat. sales conference of the Hart & 


Cooley Mfg. Co. was held in the offices of the com- 
pany in Holland, Mich. All phases of the company’s 


sales and promotion program were covered in the two 





> PurRcHASE OF THE KaLamazoo Stove Co. plant 
by the Clarage Fan Co., Kalamazoo, Mich., has just 


day session. Attending the meetings were G. W. Cope 
been announced. 


land, board chairman; G. D. Heeringa, president; 
J. Rowder, sales manager; and J. H. Van Dyke, ad 
vertising manager. The research and engineering stafl 
the concern was dissolved. includes approximately was represented by R. J. Waalkes. W. Wessels and F 
520.000 sq ft of usable manufacturing and warehous- hKuhtic. 

ing space as compared to 200,000 in the present 


The huge industrial property, where 1500 employees 
built Kalamazoo stoves and furnaces until 1952 when 


Clarage facilities. In addition, 13 acres of unoccupied >» THE 


RecoLtp Corp’s southwest district oflice has 
land for future use is included. 


moved into new quarters at 2411 Times Blvd... 
Harry R. Clarage, president, indicates that with the Houston. 

completion of legal details about November 1 the com- 

pany will begin the movement of all its operations to > 

the new plant. He estimated it will take 10 to 12 


months to make necessary plant alterations and com- 


THE ARMSTRONG Cork Co. has begun construction 
of an addition to its South Braintree, Mass. plant to 


provide increased facilities for the production of 
plete the transfer. Since the Kalamazoo Stove office “Armaflex” 


foamed plastic insulation. Completion is 
building is not included in the purchase, work is ex- 


scheduled for early next vear. 
pected to start on a new office building in the spring 

of 1958. > ALL MANUFACTURING COMPONENT'S of Iron Fireman 
Because of increased business in recent years. Clar- Mfg. Covs heating division will be consolidated in 


age has been forced to rent additional properties at Cleveland this fall with the acquisition of a third 


scattered locations. The new property will permit con- plant in that city, according to Lewis Cox. first vice 


centration of Clarage activities at one point with a president. The “SeleeTemp” division, now operating 


minimum of changes required in the facilities at the at Ligonier, Ind., will be transferred to Cleveland 


new location. completely by January 1, 1958. 





STACKED SHEET CUTTING } 
SAVES COSTLY LABOR HOURS 


‘ 


| 


Bett-Marr’s amazing 3-wheel band saw is especially designed for sheet metal 
work and will cut 50 to 70 stacked galvanized sheets. Its 24 inch throat accom- 
modates large sheets, and it is ruggedly built for trouble-free performance. 

Quickly adjustable blade speeds from 100 to 3000 FPM allow easy cutting 
of many materials* without blade chatter. This versatile saw will friction-cut 
stainless steel, up to 12 gauge, with no distortion. Perfect blade control assures 
smooth radius and straight line cuts. Bett-Marr costs so little it will pay for 
itself quickly in any shop. 





LOW COST 2-WHEEL SAW BETT-MARR TOOL FOR — 0 to 70 STACKED GALVANIZED 
OUTPERFORMS COSTLY SAWS 24" INSIDE BENDS SHEETS; also bronze, copper, steel castings 


d forgings, ics. 

The new, larger cheek bender makes end forgings, weed end plastics 
Bett-Mar Model 14SM, shown below, will bends up to 24 inches. Perfect bends MODEL 
do everything its big brother (Model 24S) along the entire length are assured by 248— 


. a two-way trunnion that keeps the 3 wheel 
will do, except accommodate the larger bending bar in position at the starting band saw 


sheets. In actual operation, side by side, it point. The adjustable plate can be set with 24°° 
has outperformed saws costing 6 times as for bends of '4” to 7%". Capacity is 24 throat. 
. , gauge but 20 and 22 gauge spacers are Height 61°" 
much. Model 14SM has a 13% inch throat, available. Shipping weight: 77 Ibs. depth aa", 
as compared to the 24 


" 22" wide, 
inch throat of the larger | table 
model. It has the quick- ‘ ( 20°' x 22"'. 
ly adjustable blade 
speeds, from 100 to 3000 
FPM, for cutting wood, 
metal, and plastics with- 
out blade chatter. Like 
its big brother, it is Cuts 
especially designed for 50 to 75 
stacked sheet metal cut- . ‘ stacked 
ting. Both saws have : ; sheets 
wheels designed so that ey 
SRaS CERNE Gy Write for information or ask your distributor Bett-Marr Mfg. Co. pat 
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OW Stainless Jobs 
an Help 

Increase 

Your Profits 


Adding stainless steel kitchen installations 
to your standard line of services can boost 
your profits. Here’s why: 


1. Because attractive stainless installations are 
so impressive, each new job should lead to 
others. 


. You can team up with builders and remodelers 
to get additional stainless kitchen installations. 


. Because stainless is the highest quality mate- 
rial available for kitchen equipment, you can 
expect a good profit on each job. 


Easy to Fabricate 


For installations like the one shown here, 
located in a nurses’ home, fabricating could 
have been done either on the job or in the 
shop. Holes for sinks were cut in a flat sheet 
of stainless, then the sheet and splash strip 
were secured to *," plywood with a contact 
bond adhesive. When these were in place, 
the job was completed by soldering pre- 
formed stainless steel moldings around the 
sinks, counter edges, and corners. 


Distributors Help 


To further simplify your work, check with 
your nearest distributor of Armco Stainless 
Steels concerning services he offers. He can 
often shear or slit stainless to the size you 
need. Furthermore, he is ready to work with 
you on gage, finish, and fabricating tech- 
niques so youll get the most profit from 
your jobs. 

If you would like to know the name of 
your nearest Armco Distributor or the 
names of manufacturers of stainless sink 
bowls and molding, just fill in and mail the 
coupon. 


RE 


Here’s how the kitchen in a nurses’ home looked before and after it was 
remodeled with Armco Stainless Steel for sinks and counter tops. It's 
easy to see why this lustrous, easy-to-clean material is in demand for 
kitchens of institutions, clubs, fraternal organizations, and in more and 
more private homes. 


ARMCO STEEL CORPORATION 
1217 Curtis Street, Middletown, Ohio 


Send me names of manufacturers of stainless sink bowls and molding 
Send me the name of my nearest Armco Distributor 


Name 
Company 
Street 


Zone 


ARMCO STEEL CORPORATION 


Sheffield Steel Division * Armco Drainage & Metal Products, Inc. 
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1217 CURTIS STREET, MIDDLETOWN, OHIO 


¢ The Armco International Corporation 
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VISITORS ATTENDING ARI EXPOSITION 
will receive bus service from Chicago loop hotels 
to exposition grounds through courtesy of Marsh 
Instrument Co. 


> Marsu INSTRUMENT ( oO. will provide free bus serv- 
ice between Chicago’s major loop hotels and the Inter- 
national Amphitheater during the 10th exposition of 
the Air-Conditioning and Refrigeration Industry, Nov. 
18-21. Stops will be made at the Sherman. Morrison. 
Palmer House and Conrad Hilton hotels at 15 minute 
intervals during show hours every day while the ex- 
position is in progress. Service will begin a half hour 
before show opening time and will continue until a 
half hour after the show has closed. The Marsh com- 
pany invites everyone attending the exposition to use 
this service. 


> THE AIR CONDITIONING division of Westinghouse 
Electric Corp. will hold two distributor sales confer- 
ences this year —one in the South and one in the 
North — instead of one central meeting as in the past. 
The new 1958 product line will be shown and sales 
and promotion plans will be explained. First of the 
two meetings will be held November 7 and 8, 1957 at 
the Jung Hotel, New Orleans; second meeting will be 
at the Deshler Hotel, Columbus, O., on November 14 
and 15. 


> Arr Fitter Corp. has completed its new plant and 
office building at 4554 W. Woolworth Ave., Milwaukee. 
According to Rodger J. Clark, president, the new struc- 
ture provides double the plant capa ity of the previous 
facility. 


> Tue Atrremp Div., Chrysler Corp., has recently 
effected several organization changes within its sales 
division at both the home office and field level, accord- 
ing to J. F. Knoff, vice president in charge of sales. 
Under the direction of the sales vice president, the 
division’s home office sales management group now 
consists of: T. B. Hollencamp, director of national 
service; M. T. Bard, director of branch operations: 
R. B. Stotz. director of Airtemp Construction Div.: 
Sydney Anderson. Je. director of zone operations : 
A. J. Schiffmann. director of national accounts and 


government sales: and M. B. Smith. director of sales 








BUCKEYE 


A SAVING 


PIPES AND FITTINGS 


---More time to get out and sell 


“I have used Buckeye fittings for some time and find 
them to be top quality. 


“With their complete line, my shop work on fittings 
is held to a minimum. This saves me time and money and 
gives me an opportunity to sell and install more jobs.” 


DO A BETTER JOB... FASTER... 
SPECIFY BUCKEYE PIPES AND FITTINGS 


@ Metal seaming adds rigidity to collars and fittings, 
assures firm, lasting pipe construction. 


Side take-offs are notched for easier connections. 





® Special packing for easy identification, handli 


@ Buckeye Snap-Tite pipes — save time, labor — 
just push sections together, edges interlock. 


"ie G. Shepherd 


693 E. Church St. 
Marion, Ohio 











BUCKEYE 


FURNACE PIPE COMPANY 
897 Ingleside Columbus 8, Ohio 











if your lecel jobber cannot supply 
Buckeye pipes and fittings . . . contact 
us directly for the name of your near- 
est Buckeye jobber. 
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Permanent masonry 
Van-Packer Chimney 
gives high draft 
— won't corrode 


When you install a Van-Packer 
Chimney, you can be sure you’re put- 
ting in a safe, permanent flue. Van- 
Packer’s genuine 5” fire clay tile liner 
is acidproof—can not corrode under the 
destructive attacks of flue gas acids. 


Van-Packer’s tile liner withstands 
temperatures over 2100°F. without de- 
teriorating—safe even for incinerators. 
It is not subject to denting, flaking or 
similar damage that would affect the 
operation of the chimney. 


Because its masonry construction 
provides highest draft, the Van-Packer 
Chimney helps assure peak operating 
efficiency for your heating installation. 
High draft and efficient operation saves 
you money by cutting needless furnace 
service call-backs. 


Profit on the entire heating system 
by installing the Van-Packer Chimney 
with your furnace. You'll be giving 
your customers the finest prefabricated 
chimney on the market today—the safe, 
permanent, attractive Van-Packer Fac- 
tory-Built Masonry Chimney. 


No job delays with Van-Packer, you 
get immediate delivery from your local 
Heating Jobber. See “Chimneys—Pre- 
fabricated” in Yellow Pages, or write 
Van-Packer for Bulletin RS-1-11. 


Van-Packer 


FACTORY-BUILT MASONRY 


Chimney 


Van-Packer Company 
Division of The Flintkote Company 
P.O. Box No. 306, Bettendorf, lowa 

Phone: 5-2621 


Also Manufacturers of 
Van-Packer Fire Clay Tile Gas Vent 


ree 


SAAD ella EE Tate tt 


Vertical cross-section of chimney shows Van-Packer’s fire clay 
tile liner which isn't affected by corrosive flue gas acids. 


Snap-on 
housing cap 


Brick-design 
panel housing 
in red, buff 
or white 


Adjustable 
oluminum 
flashing 


AGG 7” 1.D. five 
KC/™ sections of 2100°F. 
5” fire clay 
tile liner, 

3” vermiculite 

concrete insulating 

wall, asbestos-cement 


3 jacket. 


; 





7) Section joints 
ale sealed with 
™~ acidproof cement. 
Drawband 
reinforces each 
ia, section joint. 

{ \ 
UL)? 


Nn 


Support assembly 
has 4X safety factor— 
eliminates pier. 


UL listed for all fuels, all home heating 
plants and incinerators, approved by 
major building codes. 


5/8 INCH 
FIRE CLAY 

TILE INNER 
UNING 


ASBESTOS 
CEMENT 
OUTER 
JACKET 





Van-Packer’s thick masonry insulating 
wall retains heat, assures highest draft. 


No job delays with Van-Packer— 
immediate delivery to building site. 


3 INCH 
VERMICULITE 
CONCRETE 
INSULATING 
WALL 
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planning. At the field level, five zone operations will 


replace the company’s previous 10 regional operations. 


> Jack Searts of Go- 
shen, Ind., formerly assist- 
ant to the president of the 
Waterman-Waterbury Co.., 
has been elected by the 
board of directors as vice 
president and director of 
sales for the company. Mr. 
Searls is a member of the 
Oil-Heat Institute, the 
Gas Appliance Manufac- 
turers Association, the National Warm Air Heat- 
ing & Air Conditioning Association, and the American 


Jack Searls 


Society of Refrigerating Engineers. 
> As PART OF A PROGRAM to organize a nationwide 
sales setup prior to the beginning of large scale pro- 


duction of aluminum in 1958. the Aluminum Div.. 


Olin Mathieson Chemical Corp., plans the opening of 


seven new sales offices. The seven oflices will be lo« ated 
in Chicago, Detroit, Cincinnati, Philadelphia, Dallas, 
Houston and Memphis. 


> THe Trane Co. has begun construction of its 
Clarksville, Tenn. plant for the manufacture of resi- 
dential central air conditioning equipment. The new 
plant will contain 150,000 sq ft of space. 


> Muetcer CLIMATROL recently completed an eXx- 
pansion program at its Milwaukee plant which re 
sulted in doubling of the heating laboratory facilities 
and an increase of 75 percent in engineering oflice 
space. A new feature an area for training and dis 
play of products has also been added. 

> WestincHouse ELectric Corp. plans to add ap- 
proximately one-third additional space to the air con- 
ditioning division’s present plant in Staunton, Va. 
Most of the additional space, totaling some 87,000 
sq ft, will be used to enlarge the area available for re- 


ceiving and warehousing depariments. 


’ Havec INnpusrries. Inc. has announced the ac 
quisition, as a wholly owned subsidiary. of the Rein 
hold Engineering and Plastics Co. Inc. of Norwalk. 
Calif., producers and fabricators of plastics for chem 
ical corrosion equipment. According to Dr. John H. 
Lux. Haveg’s president. acquisition of Reinhold “will 
enable Haveg to extend its services on the West Coast 
and also broaden its product lines.” Reinhold facilities 


include molding presses ranging from 100 to 750 tons. 


Cut Production 
Costs on... 


BEADING 
BENDING 
BOX and PAN FORMING 
CHANNELING 
CORRUGATING 
CURLING 
FLATTENING 
HEMMING 
JOGGLING 
MULTIPLE PUNCHING 


Model 131 Press Brake 
11 Ton Capacity 


NOTCHING 
OFFSETTING 


Models A, B, C, and L Press Brakes 


PRESS BRAKES 


1] to 60 Ton Capacities for Sheet Metal Work 


Complete recommendations for any job on request. 


6094 





DREIS & KRUMP 


MANUFACTURING co. 
7404 §, Loomis Boulevard, Chicago 36, III. 


PRESS BRAKES * HAND AND POWER BENDING BRAKES 
STRAIGHT-SIDE PRESSES * INDUCTION HARDENED DIES 


SPECIAL METAL-FORMING MACHINERY 


DREIS & KRUMP 
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Advanced Design — 30 to 60 Ton Capacities 





AMERICAN 


70 ahead 


CALL! 


the fastest cure for worry about cancer: a call to your doctor now! 


Scared? You shouldn’t be! Look at it this way. 
The average man who walks into the doctor’s 
office walks out floating. That lump that was so 


frightening . . . nothing to worry about at all! 
The sky’s bluer, the air’s sweeter, it’s a great 
big beautiful day . . . because he picked up that 
phone and called! 
It happens all the time. It can happen to you. 


Tais/ Ace 


“Sure,” you say, “but just supposing’ 
Let’s look at the facts. In past years, we were 


saving 1 out of 4 cancer patients. Today, we're 
saving | in 3. And the odds could get better still 
. . if people would call their doctors in time! 
So go ahead...call. See your doctor now. And 
after your checkup—how about a check for the 
American Cancer Society? Every dollar sends 
us further along the road to cure. And when 
that happens . . . it’s going to be a wonderful day 
for us all! Send your check to “Cancer” in care 
of your local Post Office. 





wholesaler doings... 





> Warm Arr Heatine Suppty Co., 9800 Ann Arbor 
Rd., Detroit, has taken on the distribution of central 
air conditioning systems and furnaces for the Rheem 
Mfg. Co. One of the Detroit firm’s outstanding serv- 
ices to heating and cooling dealers is an annual train- 


ing program in which installers and service men are 


ing the three years the “Christmas August” pro- 
gram has been in effect. Dealer customers of the 
Robertson firm who cooperated in the program to send 


the boys to camp also received copies of the booklet. 


> THe Marrick Co., Inc., 1152 Bardstown Rd., 
Louisville 4, Ky. has been named exclusive distrib- 
utor for the Tuthill Pump Co. in Kentucky and south- 
ern Indiana. 


brought up to date on new techniques and develop- 

. ° . we T a} ’ = ES 
ments in the heating and cooling field. Gail Mason, > THe L. R. Gorrece Co., Raleigh, N. 
president of the firm, is a past president of the 


C. distributor. 
has opened a branch office in Charlotte. The Charlotte 
Heating and Airconditioning Wholesalers’ association. office is headed by Emil Shearon, a partner in the 


National 


Associated with him as vice presidents of Warm Air firm. Territory to be served by the new branch will 
Heating Supply Co. are Cecil Hendrickson and Wil- include South Carolina as well as the Charlotte area. 


liam Dobbs. 


> ANprews Distrisutine Co., Inc. has been named 
> Brackman & Neurzet Macuinery Co., 3713 Nashville-Chattanooga area distributor for Carrie1 
Washington Blvd., St. Louis has been appointed a residential and commercial air conditioning equip- 
distributor of Niagara presses, press brakes, shears, ment. The distributing firm, located at 527 Eighth 
etc. in Arkansas and part of Kansas. Ave., S.. Nashville, Tenn., is headed by J. R. Andrews 

as president. 

> Younc campPEeRS who enjoyed the hospitality of 
Robertson Heating Supply Co., Alliance, Ohio whole- > Busser Suppty Co., 


Lewisburg, Pa. wholesaler. 
saler, at Camp Inawendewin this year each received 


recently entertained some 900 dealers and 65 manu- 


a copy of a booklet entitled “Christmas in August” as facturers at its 30th annual anniversary picnic and 


a souvenir of their two week vacation. Highlighting clam_ bake. 


the booklet are pictures of camp activities taken dur- activities, the visitors enjoyed a buffet luncheon. 


DIECKMANN ONE PIECE CONDUCTOR 
ELBOWS AND SHOES 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE “A” (ORDINARY CURVE) 
No. 000 - 10° No.00 - 20° No.0 -30° No.1 - 45° No.2 - 60° No.3 No.4 - 90° No.3 - 75° SHOE 
of Material is Stamped in each 
Elbow and Shoe 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE “B” (SIDE CURVE) TRADE of iochmamn, MARK 
10° No.00 - 20° No.0- 30° No.1-45° No.2-60° No.3-75° No.4-90° No.3 - 75° SHOE > 
f ij Our complete line is available in 
28, 26, 24 Gauge Galvanized 
WZ Steel, Copper Bearing Steel, 


Armco Ingot Iron, all Hot-Dipped — 
ROUND Comuaatee ELBOWS AND SHOES Galvanized after formation. Stain- 
No. 00 - 20 No.0 -30° No.1 No.2 - 60° No.3 - 75° No 90° 


J py J 2 less Steel, 1X 40# Terne, Copper, 


Lead Coated Copper, Zinc, Alumi- 
num, Mill or Embossed Finish. 
PLAIN ROUND ELBOWS AND SHOES 

No. 000 - 1 2 30° No.1 - 45° No.2-60° No.3-75° No No.3 - 75° SHOE 


Bonderized-Galvanized Elbows and 


Shoes, ready for painting. ORDER 
THE FERDINAND DIECKMANN CO. 


ANGLE BY NUMBER OR DEGREE. 
HARRISON AVENUE CINCINNATI 22, 


Following an afternoon of varied sports 


This Emblem of Quality and Gauge 





No.3 - 75° SHOE 


FREE Wall Chart —lllustrated 
21” x 27” describes complete line 
. write for Your Copy. 


OHIO 
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JO-BLAST 


POWER GAS BURNER 
CONTRIBUTES TO ECONOMICAL 
SCHOOL MAINTENANCE 





Dogwood School at Park Forest, Illinois 
equipped with Lo-BLAST Burner 
In the huge home development project at Park Forest, 
Illinois, the thousands of homes in the community are 
heated by propane gas, supplied from two 30,000 gallon 
tanks. 

Most churches, schools and stores are equipped with 
Lo-BLAST Power Gas Burners. The selection of these 
burners was dictated by their outstanding record for safe, 
consistent performance plus low-cost installation and 
operation. 

Lo-BLAST costs 10% less to operate 

The Lo-BLAST burner uses an extremely quiet, low speed 
blower to provide perfectly controlled primary and 
secondary air from start to finish of each run. Operation 
is always independent of natural draft conditions—ideal 
for down-draft boilers. Combustion is completed in an 
incandescent firebox, with radiant heat applied to the 
crown sheet as well as side walls. 


Lo-BLAST costs less to install 


Power burners eliminate the need for high chimneys. 
Inshot design reduces maintenance costs. Complete fac- 
tory assembly reduces installation 

costs. Each unit is factory tested on gas 

before shipment. 


Lo-BLAST ECONOMITE 
for residential and apartmeni installations 


Lo-BLAST Power Gas Burners are available 
in capacities from 70,000 to 20,000,000 
BTU input. Write for literature. 


MID-CONTINENT 


1 8 os 4 Pee 52-1 @) DB) OL On ee OOF 
1960 N. Clybourn Ave., Chicago 14, III. 
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In Every Field 
there’s ONE Leader! 


in Furnace 
Cleaning the Leader 
is the PULLMAN 
NEVER-CLOG VAC! 








® The Pullman gets you in and 


out of the cellar fast because 


it’s guaranteed never to clog 


under any conditions. 


DEALERS! 


Send Today 
For this 


SALES-BUILDER 
SAMPLE 


ce Aid Identificatic 
n which you r 
name and te 
num be 


THIS IS 
THE TIME 
To 
tional copies at cos CLEAN-UP 
Write for your 
FREE sample now. on those Furnace 


Cleaning Jobs! 


eceeeeceeeoe 
AA-10 
PULLMAN VACUUM CLEANER CORP., 25 Buick St.. Boston 15, Mass. 
( ) Rush me complete details on the 
Never-Clog so I can make more calls... 
. more profits per day. 
( ) Send me a sample of the 
Hang Tag. 
Name 
Company 
Address 
City 


Pullman 
more sales 


Pullman Service 


State 





merchandising ideas 





> THE BOOKLET “Identification for Crane Dealers” 

more good days explains the company’s program to make the publi: 

aware of the dealer’s connection with Crane Co. The 

on wt job with program includes 14 items ranging from large outdoor 

signs to match folders. According to C. J. Michael. 

& sales promotion manager, “The only way the con 

NATIONAL Metal Rings sumer demand for nationally advertised Crane prod 
ucts can be satisfied is at the local level, by well 

identified dealers.” For the outside of the dealers 

shop, various signs are available including an illumi 

nated sign that changes colors. a one-color illuminated 

sign, a porcelain enameled sign. and outdoor plexi 

vlass letters in two colors. For inside use, there are 

clock-sign combinations with picture inserts, wooden 
sign letters, and store hour decals. Also included ar 
a number of smaller items: imprinted match folders. 
price card stands, and price stickers. For identifiea- 
tion on the job, truck decals, job signs and on-the-job 


labels are available. 


> ArRMsTRONG FuRNACE Co. has launched a promo 
tional campaign designed to help dealers get more re 
placement business. Titled “The Old Home Stretch” 
the campaign features an offer by the dealer of a fre 
| Y| Right in true roundness six point safety and efficiency check on a 
Other features of the promotion are a series of news 
YW j in ri e paper ads, radio and TV commercials, a direct mail 
Ly Right p é campaign of four cartoon folders, letters and return 


iy Right on time for your job postcards. According to the company, proper use of 


the program will get the dealer into more and more 


furnace. 


basements to inspect old and in many 


cases 

| wornout heating systems. 
n your shop or out in the field, you can’t afford to fool 

around with rings that don’t fit. So why not turn to National, 

where rings are true — guaranteed to do the job without any entitled 


waste of time or effort. National's in-stock service offers all 


Another merchandising aid offered by the 


is a 22 minute full color movie on heating and cooling 


“Controlled Climate.” The film tells the story 
of man’s search for comfort from caveman days up to 
: : said " . —_ 9 
the leg-out carbon steel ring sizes normally needed, ready for the present. As a companion piece to the film, a 24 


company 


immediate delivery in any quantity. They‘re accurately rolled page color — me has —t span? for use as a 
mass out piece after the movie has been shown. 

by experts to uniform curvature — furnished with or without : 

bolt holes. Write today for Nationals list of stock sizes and 

; >» Warton Laporatories, INc. recently launched a 

discounts. You'll be following the lead of hundreds of large . 
promotion program designed to help sell winter 

and small sheet metal shops everywhere. humidification. Merchandising aids available include 

a direct mail program, promotional literature and a 

inetennt on di Sheet metal fabricating 16 page booklet entitled “Nature, the Friend You 

—— _ and assembly work is an- Dispossess.” 
specifications angles, chan- 


ther Nat 
nels, tees, rods, flat-bars, ‘2 lar “ es “yee 
ipe and tube orgenized YOU. Use it wp a . 
pip ubes. as your standby facility. >» A “THank You Lerrer” program is offered to 


dealers of Robertson Heating & Supply Co., Alliance. 

; QO. Dealers may send in 100 or more blank letterheads 

‘ 5 NATIT ONAL, and the Robertson firm’s printing department runs off 

KR _S) the letters free of charge. The company urges all its 


— - ME TAl F AB RICATORS dealers to mail “Thank You” letters on completion of 


every installation as an effective means of showing 


2138 South Sawyer Avenue, Chicago 23, Ill., Phone: Blshop 7-4255 customers that their business is appreciated. 





154 
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WHEN YOU BUY REGISTERS AND GRILLES 
LOOK FOR THE KRUEGER ‘‘DESIGN-AIR’’ CARTON 


IT’S THE PACKAGE with the 
J 


KRUEGER 


AIR CONDITIONING CORP. 


PERIMETER ~ REGISTERS 


big' 3 


eed t oS 





Successful dealers everywhere are using the 
Krueger “Design-Air” line. 
The #900 BASEBOARD DIFFUSER 
is a “job winner’’. Quality made 
- . yet it gives you a real price c , : a K 5 
edge. Count on KRUEGER’S DE- FIL a — quality line that’s priced right to give you 
SIGN-AIR line to get you those ‘ ‘ 
“eset” tebe. anil ti cage we the biggest profits on the market today. 


KRUEGER 


Air Conditioning Corp. 


Reason: It’s the really complete high 


BASEBOARD 


DIFFUSER 19 EB RILLITO ° TUCSON, ARIZONA 


Profits for YOU 


MALAMAZOO 


WARM AIR CONDITIONERS 





(ga Models in All-Gas, Oil, Coal 


“Profits galore with the best buy, by far!” So 
says King Octagon. 41 models to choose from 
and all featuring the famous Octagon Radia- 
tor. Excellent territories available. Get the 
profit-packed story today... 


ai Phone ... Wire... Write 


NOW! a 
» Since 1901 The finest in heating equipment | = 
KALIL Le FURNACE & APPLIANCE MFG. CO. 


100 ROCHESTER ST. KALAMAZOO, MICHIGAN 
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appointments... 





>» Georce H. CAnrrece as sales manager of Stoddard 
Industries, Inc. Mr. Stoddard has been associated with 


the firm for several years in a sales advisory capacity. 


George H. Cantrell Ben H. Norrid 


> Ben H. Norrip as Florida sales representative for 
Inland Steel Products Co. Mr. Norrid. who has been 
with the company for nine years, was formerly sales 


representative in the south central states. 


> J. A. Crarke, formerly supervisor of sales training 
for the Airtemp Div., Chrysler Corp... as manager. 
dealer development, commercial-residential air con- 
ditioning and heating, a newly created position. 
Named manager, dealer development, room air con- 


ditioners is H. A. Dillon, formerly assistant. manager, 


room air conditioner sales. J. C. Davidson, formerly 
assistant manager, air conditioning and heating sales. 
has been appointed manager, technical service. Th 
following have been appointed zone managers of th 
division’s five new zone operations which replace the 
previous 10 regional operations: N. F. Foulds, Leonia. 
N. J.. northeast zone; Warren Fitch, Atlanta, Ga.. 
southeast zone; Harry P. Young, Chicago, mid-cen 
tral zone: F. G. Hill, Dallas, southwest zone; and EF. 


D. Dickson. Los Angeles, west coast zone. 


> W. T. Hacker as marketing director for the Perm- 
aglas Div., A. O. Smith Corp., a newly created posi- 
tion. He was formerly general sales manager of 
domestic water heaters. J. W. Burleson. formerly gen- 
eral sales manager of heating and air conditioning 
equipment, was named general sales manager of the 


division. 


> W. N. Murray as branch manager of the Boston 
branch office of American Air Filter Co, He succeeds 
Robert E. Reid. who has been appointed a spec ial sales 
engineer for the firm, working out of the Boston office. 
C. J. Gaspar has been appointed eastern regional sales 
manager. In addition to his new duties, Mr. Gaspar 
will continue to serve as manager of the New York 
branch office. Frank A. Stanton, formerly sales super- 
visor of Herman Nelson unit ventilator products for 


the midwestern states, has been appointed regional 


© 


fore sell for ponngel/ 


Your customers and prospects are earning more, buying better. You can sell heating 
and cooling at a good profit by offering a custom-quality, better line that sells at a 
realistic price, yet provides you with a higher margin of profit - HEIL! Write now 

for important information on how you can sell more than price with HEIL! 


ew. 


4 Oil Conversion 13 Oil-Fired 
Burners Winter Air 


6 Oil-Fired 
Rother-Burnes 


Conditioners Units 


The Heil Co. is a member of 


GAMA ond an associate member of [2 —) 
sven 


THE HEIL co. 3081 oan St, sineanhes, Wis. * Hillside, N. J. 


Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; 


SALES OFFICES: Chicago, Ill.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo., 


Dallas, Texas; Los Angeles, Calif.; Seattle, Wash. 
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Your Sales Go Up 


DESIGNED to bring you Heatthtul Comfort 
thru the most Efficient Distribution 


of WARM air in winter, COOL air in summer } 


i 
; 


ar Bre exon 
er Ce 

ime HP 
¢ ere 


Point-of-Purchase Disploy Gets Attention, Boosts Sales 


WHEN YOU SELL 


FAN-AIR 


BASEBOARD DIFFUSERS 





Smooth, clean-cut, in good 
taste, FAN-AIR Diffusers 
add a modern, fashionable 
look to every room. You 
save time when installing 
because of the Built-in 
Full-Length Balancing 
Damper and Instantly Ad- 
justable Boot Opening. 
Your sales go up! Your 
profits increase! 


Recommended for Heating and Cooling 
Sturdily Built Dent Resistant 
MADE OF 20 GAUGE STEEL 
Easy To Install - 3 Sizes: 3’ 5’ 8’ 


+ 
| 
FAN-AIR COMPANY 


DOWAGIAC MICHIGAN 
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| put 
Extra-Protits 
in your 
pocket 
with 


=i —_ n A//-Jite 


VANE RUNNERS 


AND 
QUICKEST WAY 


EVER DEVISED \) 
New production machinery of our ai oe 
or installing single or 


own exclusive design, now enables double blade turning 
us to produce button type Elgen vanes in square el- 

. " ° ° bows. No special 
All-Tite vane runners in continuous coils, tools required. 
effecting a savings in your cost per job. 


COILED ELGEN ALL-TITE VANE RUNNERS MEANS... 
* less Waste / Waste pieces due to short ends are a thing 


of the past. Vane runner metal is coiled in 100 foot lengths, 
you just pull out the exact footage needed. 

od Easier Storage ! Each coil weighs approximately 50 
lbs. and is packed in a box 28” x 28" x 5°’. Box fits easily 
under bench or against wall. 


* Easier Handling! No loose pieces lying around to 


get in the way or collect dirt. 


®@ Unrolle absolutely Flat! Vane runner metal 
emerges from the box at bench height . . . absolutely flat... 
ready for use. 





TWO MORE ENGINEER-APPROVED ELGEN PRODUCTS 
THAT SAVE YOU TIME AND MONEY 


ELGEN SILENT DUCT ELGEN DAMPERSET 


- for forming «.. for multi-blade 


“exible” duct con- Q nn a dampers, parallel 
nectors. A one piece | |! “S|. of opposed. Most 
metal to material i. SS, | perfect damper 
eS ge LL Ss — 
flat. Makes on the ae 
spot work a cinch. 

a 
ELGEN PRODUCTS ARE SOLD THROUGH 
LEADING JOBBERS EVERYWHERE. 


Write today for free 
catalog and “spec” sheet! 


ELGEN MANUFACTURING CORP. 


41-34 39th Street, Long Island City 4, N. Y. 




















No. 6 Skylight, Ventilating and Tank 
Flange Punch 


CAPACITY 
V4 Inch Hole Through 3, 16 Inch Iron 
Length 26% 
Weight 10% pounds 
Depth of Throat 13 
Stock Size of Punches 
1/8 inch to 9/32 inch by 1/32 inch 


inches 


4 inc hes 


Complete Tool includes three punches and 
dies of specified sizes, and die adjusting key. 
Unless otherwise specified we ship 3/16, 
7/32 and 4 inch punches and dies with 
tool. Punches within 34 inch of inside corner 
of angle iron. 

This Tool is especially adapted for Button 
Punching or for Templet work. Punch will 
strip where handle cannot be opened to 90 


degrees 


Write for catalog and see 
your local jobber. 


HITNEY MFG. CO. 


636 RACE ST. ROCKFORD ILL. 


BULLETIN 


tells how 


ANEMOTHERM 
Air Meter 


saves in balancing air conditioning, 


heating and ventilating systems 


The Model 60 Anemotherm Air Meter, developed 
by the Anemostat Corporation of America, gives 
you — in one convenient instrument — a simple, 
rapid method of balancing and checking any air 
system. It puts at your fingertips, by means of 
color-coded pushbuttons, air velocity, air tem- 
perature and static pressure. e The Anemotherm 
Air Meter pays for itself through time saved on 
only one major job. Write for Bulletin 55 giv- 
ing all the facts. 


ac 1336 


ANEMOSTAT CORPORATION OF AMERICA 


10 EAST 39th STREET, NEW YORK 16, N. Y 





appointments 


(Continued ) 





sales supervisor of unit ventilator products in the Mid- 
dle Atlantic states area. He will headquarter in the 
New York City branch ollice. Dale D. Briggs has been 
named regional sales supervisor of unit ventilator 
products in the Central States area and will be trans 
ferred to Louisville from San Francisco, where he was 


West Coast supervisor for unit ventilator products. 


> THeopore J. WILLIAMS as manager of the Indian- 
apolis, Ind. branch office of the Heating and Air Con 
ditioning Div., National-U.S. Radiator Corp. Mr. 
Williams joined the company in 1949. Prior to his 
recent promotion he served as secretary to the man 


agement advisory committee. 


Theodore J. Williams Owen McComas 

>» Owen McComas as general sales manager of the 
Payne Co. He has formerly been associated with 
Arcadia Metal Products and with the Day & Night 
Mfg. Co. 


> Rosert H. BrerHen as regional manager of th 
Rochester region of the Deleo Appliance Div., Gen 
eral Motors Corp. He suce eeds W ° W oodhouse. who 
has been promoted to regional manager of the Boston 
region. David W. McCullough has been named a zone 
representative and will cover the northern New Eng 


land territor y. 


> RR. F. Horan as manager of the institute of dealer 
management for the Janitrol Heating and Air Condi- 
tioning Div., Surface Combustion Corp. Mr. Horan 
will conduct schools throughout the country for heat- 
ing and cooling dealers, covering various facets of 
salesmanship, business management and sales promo- 


tion. 


> WitiiAm B. Corr as assistant to the vice president 
of Westinghouse Electric Corp.’s air conditioning divi 
sion. In his new post Mr. Cott will assume responsibil- 
ity for the division’s wholesaling branch operations. 
In addition to his new duties, he will continue to serve 


as manager of the applied equipment department. 


>» THomas M. GALLAGHER as sales engineer for the 


eastern Pennsylvania territory for Thatcher Furnace 
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REMOVABLE 


HEADER 
WATER COILS 


e Complete Drainability 
¢ Easily Cleaned 
¢ High Heat Transfer 


Completely drainable and easily cleaned, Aero- 
fin Type “R” coils are specially designed for 
installations where frequent mechanical clean- 
ing of the inside of the tubes is required. 

The use of 54” O.D. tubes permits the coil to 
drain completely through the water and drain 
connections and, in installations where sediment 
is a problem, the coil can be pitched in either 
direction. The simple removal of a single gas- 
keted plate at each end of the coil exposes every 
tube, and makes thorough cleaning possible 
from either end. 


The finned tubes are staggered in the direc- 
tion of air flow, resulting in maximum heat 
transfer. Casings are standardized for easy in- 
stallation. Write for Bulletin No. R-50., 


AEROFIN 


CORPORATION 








101 Greenway Ave., Syracuse 3, N.Y. 


Aerofin is sold only by manufacturers of fan system 
apparatus. List on request. 
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Biggest 


Handful in the 
Business” 


nammer 
g-telelaeli-sy 
raolslonhaneti 


FULL CONTROL OF BLOW FORCE 
...With a RAM-EX, blow 
force is adjustable at the tool 
by a simple adjustment of im- 
pact control behind trigger. 


THE RAM-EX Model AR4H 
adjusts perfectly to seal any 
seam a lock former can pro- 
duce in sheet metal up to 18 
gauge. 


COMPACT... RAM-EX offers 

truly practical one hand opera- 
- tion as it weighs only 41% lbs. 
and is 7% inches long. Its hand 
size trigger does not interfere 
with grip, and recoil is all but 
eliminated with the RAM-EX 
air cushioning action. 
CONVENIENT...RAM-EX, Model AR4H comes 
equipped with a removable hanger to allow for 
overhead suspension if desired. Identical unit is 
available with a pistol grip when preferred. 
ECONOMICAL... RAM-EX operates at air pres- 
sures of from 30 to 100 pounds per square inch. 


SAFE... RAM-EX will not operate until trigger 


is depressed and tool tip makes contact with the 
work. 


PRICE... only $89.50 (portable compressor in- 
formation available on request) 

FULLY GUARANTEED...for one year against any 
defects in materials or workmanship. 


Send for the name of your nearest distributor and 
descriptive literature on the RAM-EX and the 
more than 40 different tools available for use with 
“The Biggest Handful in the Business.” 


E. V. NIELSEN INC. 


575 HOPE ST., STAMFORD, CONN. 
P.O. BOX 353, GLENBROOK STA. 


RAM-EX sealing a Pitts- 
burgh lock seam 


RAM-EX fitted with 
lock seam sealer to 
seal any inside or out- 
side lock seam 








FLANGES THE DUCT 
with Amaning Speed. ! 


Less than 5 seconds on short 


and lighter pieces . 
Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 
A complete drive cleating tool... 
no set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 
material and labor savings. 
No. 12 Smith's Cleat Bender 
(12” wide) .. $49.80* 
No. 18 Smith's Cleat Bender 
(18” wide) .. $78.60* 


No. 24 Smith's Cleat Bender 
(24” wide) .. $140.00 


PERFECT 

DRIVE CLEATS 

fit the duct without 

the use of a screwdriver. 
TREMENDOUS SAVINGS 
in erection time and labor. 


oe ee 


1124 Elizabeth Avenue e Waukegan, Illinois 


*F.0.B. Waukegan, Illinois 
Prices subject to change 
without notice 


WM amugaclurers a 
PRECISION PRODUCTS for 
HOME « FARM 
INDUSTRY 


Automatic Oil Burners 


ELECTRONICALLY 
CONTROLLED 


Electronic 
Combustion Safe 
Guard Controls 

3 to 30 G.P.H. 
capacities 

Fully mounted & wired 
Less controls. ..more 
protection. . 

greater flexibility 
Safe start—no puffs— 
no flare back—no 
unburned oil 
Successful record of 
installations 


The speed and sensitivity of electronics makes possible 
immediate recycling along with fast and positive 
response. The Radiant Electronically Controlled oil 
burners are designed to meet the safety and protection 
required for industrial and commercial use. 


Write fcr complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 
8817 18th Ave., Brooklyn 14, N. Y: 
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Co. Mr. Gallagher will work in cooperation with 
Henry Linksey, company representative in the Phila- 


delphia area. 


> W. B. Knox as sales representative in Georgia, 
Alabama, Sonth Carolina and Tennessee for Halstead 
& Mitchell. Prior to joining the firm, Mr. Knox spent 
10 years with Alco Valve Co. 


>» Lowe tt E. Anperson as manager for Cronstroms 
Heating and Air Conditioning, Minneapolis dealer. 
Mr. Anderson, formerly assistant to the manager in 
charge of fabrication and installation of heating and 
cooling products, succeeds R. E. Peterson who recently 


resigned. 


= 


Lowell FE. Anderson William EF. Cashen 


> WitiiaMm E. CasHen as a sales representative for 
the Air Impeller Div. of The Torrington Mfg. Co. He 
will supervise sales and engineering activities in Day- 
ton, Columbus, Cincinnati and other parts of Ohio. He 


has been with the company since 1942. 


>» Cary WILSON as vice president in charge of sales 

a newly created position—for Modine Mfg. Co. His 
duties will involve the coordination of sales activities 
of the heating and air conditioning, the automotive 


and the industrial divisions. 


> Sereno A. Ferraro as field service manager and 
James R. Holmin as manager of headquarters service 
facilities for the Sundstrand Hydraulic Div. 


> Eucene J. WasiLewski as a specialist on copper 
roofing and allied products for Chase Brass & Copper 
Co. With the company since 1949 as a salesman, he 
returns to the home office in Waterbury from Oakland, 
Calif., where he was resident salesman. He replaces 
EK. J. Finn, who was recently promoted to district man- 
ager in Milwaukee. Kenneth G. Downing will go to 
San Francisco to replace Mr. Wasilewski. Norman R. 


Kozan moves to Denver, Colo.. from Cleveland. 
Howarp L. Lunpvaut as New York district man 


ager and Alvin H. Moraweck, Jr., as Springfield, N. J.. 


branch manager for Powers Regulator Co. Mr. Lund- 
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BACHARACH 
GAS PRESSURE GAUGE 


e Body is transparent, high-strength 
plastic extrusion. 


e Scale features easy readability; made 
of white plastic, with black scale 
divisions and numerals; 1/10” W 
scale divisions. 





elndicating Fluid of 1.9 specific 
gravity permits pressure readings to 
1/10” W over entire scale on gauge 
of convenient size. Fluid is colored 
blue for visibility; is non-freezing to 
low temperature. Gauge is furnished 
filled ready for use. 








e Shut-off Valves are conveniently 
opened or closed by rotation of 
knurled discs. 


e Scale is adjustable up or down to 
permit direct reading of pressure 








e Blow-over seal automatically pre- 
vents spilling of fluid when gauge 
is subjected to pressure surges in 
excess of scale range. 


e Body serves as reel for rubber hose 


eFor convenient attachment of 

gauge to gas pipe an adjustable 
a wep ae 4 mounting clamp is available as 
ot aii oo optional accessory. 


Gouge with scale 0-7" W 
$12.50 TRADE NET 


Gouge with reversible scole BACHARACH INDUSTRIAL 


— 0-15'" W on one side, 
ond 08.5 ounces ser se = INSTRUMENT COMPANY 
' no sid 


$16.00 TRADE NET 200 N. Braddock Ave., Pittsburgh 8, Pa 


Ask your Jobber or write for Leaflet 830 











it only takes 


ONE 


to do the job of 


3 or 4 operations 


Advanced design of 


EZON damper regula . PARTS and 
tors permits on-the-job anes ; 

A bl ith onl ' 

cove gage “— SUPPLIES 
operation. This 16 gauge 3 @ Over 10,000 items... 


steel regulator is simply et ies most complete list in the 
positioned on the damp- x . : 

er by sliding it over the a , world...carried in stock! 

— center =. The = You'll find them all in the 
x accurately stays 

in position until a ham- » NEW Harry Alter De- 
mar Mow Give Ge eo WARRy A ©. pendabook No. 167 for 
sharp prongs through : . . 

the damper (E-Z-ON Fall-Winter, 1957-58. 
prongs will pierce 22 


gauge metal ). SAVE MONEY, WHOLESALE ONLY 
STANDARD 2 piece Combination available time, effort by ordering Write on your letterhead 
On small dampers the from this complete catalo 
E-Z-ON oo sl cee Oe 4 c for the DEPENDABOOK 
DAMPER REGULATOR wing nut only may be used 
—< See your jabber. The HARRY ALTER CO., Inc. 
Chicago 16, Ill. Dallas 7, Tex. 
NI Ps A e G E iad ETT C '@) iad P nl 1717 S. Wabash Ave. 122 Parkhouse St. 
New York 13, N. Y. Atlanta 10, Ga. 
724 W. Winrebago St., Milwaukee 5, Wis : 
all leading jobbers stock E-Z-ON 134 Lafayette St. 690 Stewart Ave., S.W. 
Stocked in Canada by THERMIDAIRE CORP., 7-9 Cumberland St., Toronto Free Parking and Fast Counter Service at these 4 Big Houses 
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JEL rnoariess SHEAR 


CAPACITY 
SG 3, MILD STEEL 
|, 10 GA. 
STAINLESS 


FASTER, 
EASIER CUTTING 


to any Shape! 


Compactly built for maximum 
visibility and efficiency 
Operates on 35 to 150 PSI air 
pressure 

Adjustable power and return 
stroke length and speed 


Beverly Pneumatic Shears ~ 

combine all the advantages of 

Beverly Throatless Shears with 

fast, effortless cutting action through 

air ‘cylinder operation. Air operation speeds 

work, permits accurate cutting to a pattern or 
template, as operator can concentrate on guiding 
work through the shear. Flow control valves permit 
precise adjustment of stroke speed; adjustable actuat- 
ing arm controls stroke length. Foot Switch permits 
operator to use both hands on the work piece. 
Operates on 110V. 60 cycles AC and 35 to 150 PSI 
air pressure. 


See your nearby Beverly Distributor 
Write for catalog sheet and complete details. 


BEVERLY SHEAR MANUFACTURING CO. 


3020 W. Ilith STREET « CHICAGO 43, ILLINOIS 


BLADES 


FIT ALL 
RECIPROCATING 
SAWS 


HIGHEST QUALITY 


GUARANTEED 


-28 BLADES- 
ONE FOR EVERY JOB 


““H"'eavy ““D’’uty Blades 
are .041 thick instead of .031 
They out perform all others. 


BEST PERFORMANCE AT POPULAR PRICES 


Write today for Blade and Comparison Charts. Stocked by 
most jobbers in U.S. & Canada. 


Male PRODUCTS 


405 E. 48th Street 
Minneapolis 9, Minn. 


appointments 


(Continued ) 





vall succeeds Donald A. MacWatt. 


to serve as assistant eastern division manager. 


who will continue 
Before 
his recent promotion, Mr. Lundvall was assistant New 
York branch manager. In his new post he will super- 
vise the New York City. New Jersey and Hartford. 
branches. Mr. Moraweck joined the firm in 


1918 as a sales engineer. He will cover the New Jersey 


Conn. 


area. 


> Eart L. 
St. Louis warehouse of the United States Steel Supply 
Div. of United States Steel Corp. Mr. 
places William J. Borwick, 


sistant vice president, 


SIMANEK as district manager for the 
Simanek re- 
who has been named as 


commercial, of the division 


> JoseruH C. 
midwestern states for Lima Register Co. He will super- 


Michigan, Ken 


HANGER as district manager of five 


vise sales activities in Ohio. Indiana. 


tucky and West Virginia. 


’ GEORGE BARNARD as New England area sales eng 
neer for the Permaglas Div. of the A. O. Smith Corp 
> Joxn J. 
Bush, Inc. He will represent the company in the Los 
Delton E. 


a sales engineer in the Houston area. 


CASTELLO as sales engineer for Dunham 


Angeles area. Harper has been appointed 


> WitiiaMm J. BRINKMANN and Thomas O. Blackmon 
as sales engineers for the Houston regional office ol 


Acme Industries, Ine. 


> Raceuw W. Moore as a member of the sales depart 
ment of Detroit Controls Div. 


Mr. Moore 


represent the division in the state of North Carolina 


of American-Standard 


. with headquarters in Charlotte, N. C.. will 
as well as parts of Virginia and South Carolina. 

>» D. E. MeCutitey Co., 1903 Omaha. 
Nebr. as a sales representative handling dual duct aii 
mixing units for Buensod-Stacey, Inc. A. J. 
281 Fairfield Ave., 


appointed to handle the sale of dual duct air mixing 


Jones - 


Hamilton, 


Bridgeport, Conn., has also been 


units. 


> JoHN Seppe as sales and product training man- 
ager for “RCA Whirlpool” air conditioners for the 
Whirlpool Corp. Mr. 


regional air conditioning specialist. 


Seippel was formerly Chicago 


> Perarsaty Co., 120 W. Fifth Ave., 


in Colorado and Wyoming for the 


Denver 4, Colo.. 
as representative 
Air Duct Div., Wiremold Co. Air Products Equipment 
Co., 832 N. Wolcott Ave.. 


the division in Illinois and Indiana. 


Chicago 22 will represent 


Named to covet 
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AWAITED BY THE HEATING INDUSTRY... 
NOW IT’S HERE 


THE 06-56 QIL-TO-GAS 


CONVERSION UNIT 


A. G. A. TESTED 
AND CERTIFIED 


Gotan us name heating—Banner Burner—for oil-t 
conversion tk OG $ r in design and construction... 
quickly, easily and ¢ ably. N be 3 manufactured with 

advantages 

INSTALL—fits through f e-inch bur 

ONE PIECE CAST IRON CONST ey 
—will not bu 

M. H. CONTROLS ; 
of the quality components thr 


ner sleeve! 


enturi and flame spreade 


> or 24-volt system. An example 


ughou 
Write for complete details. 


BANNER BURNER CO. 
227 EAST INDIANOLA AVENUE * YOUNGSTOWN 7, OHIO j 


WORLD’S LARGEST 
MANUFACTURER OF 


. ONE-PIECE 


STAMPED 


PULLEYS 


Long the favorite with 
Original Equipment Manu 
facturers of Automobiles, 
Heating and Air Condition- 
ing Equipment. 


THEY COST 
YOU LESS! 


Because they are made in ONE-PIECE 
ZATKO ONE-PIECE PULLEYS 


Are Stronger, wear longer and cost 
you less. Hundreds of thousands 
now in use. Write for Literature. 


Balk? METAL PRODUCTS CO. 
20850 ST. CLAIR AVE. 
CLEVELAND 17, OHIO 


AMERICAN ARTISAN, Octrorer 1957 


SPEED UP METAL 
CUTTING 


with an 
Ingersoll-Rand 
IMPACutter 


Stubborn, time consuming 
metal cutting jobs become 
a breeze with this cost- 
saving tool. Enthusiastic 
users are finding new uses 
for it every day. Any job 
requiring cutting, driving, 
scraping or breaking is a 
good spot to try this power- 
ful air hammer. 


Call your Ingersoll-Rand 
distributor now for a free 
demonstration in yourplant. 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 
18A-331 


cuts 

sheet metal, 
bolts, rivets, 
spotwelds, 
drums... 


drives out 
bolts, pins, 
oe 
scrapes off 
paint rust, 

dirt, etc. 

Ask for a 
demonstration 

















..-on FURNACE PIPE 
DUCTS and FITTINGS 


You actually save time, labor and 
money with MONCRIEF’S pipe 
and fittings, for this duct work is 
uniform in_ size, quality and 
workmanship. MONCRIEF’S sim- 
plified system of ordering, cuts 
figuring time, assures faster de- 
livery and greater profits. Write 
for Catalogue or order from 
your wholesaler today. 











To FURNACE COMPANY 


] ATLANTA, GEORGIA | 





163 





appointments 


(Continued ) 





Massachusetts, New Hampshire, Rhode Island and 
Vermont is Kenyon-Barstow Co.. Statler Office Blde.. 
Boston 16. 


> Ray FerRon as a sales engineer for Dunham-Bush 
Inc. He will cover the southern Florida and Carribean 


Island territory. 


Designed for fast low cost work 
in the shop...in the field 


* NEW portable Airco Outfit cuts metal up 
to 1” steel plate, welds steel up to 3/16” thickness 
¢ Light weight reduces operator fatigue 
+ Low cost, highest quality complete welding and Ray Ferron Kenneth N. Robertson 
cutting outfit. 
Over 800 Authorized Airco Airco direct for his name. Ask 7 
Dealers are ready to serve you him about the advantages of » KevvetH N. Ropertson as chief sales engineer of 
Check the Classified Telephone the new Airco outfit and for the air 
Directory under “Welding details about how you can save ( a. Bake AT be tite 0 
Equipment and Supplies” for money with the Airco Lease 0. Mr. Robertson will make his headquarters at the 
the one nearest you—or—write Cylinder Plan. firm’s Los Angeles office. He will be responsible for the 


AIR REDUCTION aga activities at San Francisco. Seattle and Port 
and, 
SALES CO. 


A Division of Air Reduction Company, Incorporated . > 
; Sa . s 
150 East 42nd Street, New York 17, N.Y. > NortHwest Factors of Seattle, Wash. and Port 


————— land, Ore. as representatives in the Pacific Northwest 


for Betz Div.. Bohn Aluminum & Brass Corp. 


conditioning division of the Pacific Scientifi 





Shipped COMPLETELY ASSEMBLED 
>» Dovuc ras R. f s as a district sales representative 

a Yo) f TO INSTALL for i Ine. gprs vill “ ne 
_ = northern counties of North Carolina and part of the 


state of Virginia. 


>» C. J. LeMasrer as general sales manager for 
Labeled Metal Products ¢ orp. 


FURNACE Denver 22. as exclusive sales representative in Colo 
rado, Utah, Wyoming, New Mexico 


> THe Ernest Rircuie Co., 1305 S. Ivanhoe Way. 





and southern 
Idaho for Tuthill Pump Co. 


BLOWER 


Models with 12” or 10’ blower wheel 


Heavy steel bottom, requires no cementing. 


> Leo Grawam as district sales manager of district 
2, comprising parts of New York, New Jersey and 
Pennsylvania, for Century Engineering Corp. Paul 


Saffell has been named district representative of district 
High motor mount, safer in damp basements, 18. which includes Texas, Oklahoma, Arkansas and 
Large access door, standard-size filters. part of Kansas. 

Variable speed drive, easily adjusted. 
Unusually quiet, sturdy construction. > 
Beautiful baked-on enamel finish. Chicnss teanch af ‘These Panes Test Ca: Me ols 


Arthur H. Nelson, who has retired after 23 years with 


A. V. Moroz as electric tool sales manager for the 


Heavy duty motor, automatic overload protection. 


For Prices and details, write the firm. Mr. Moroz joined the Chicago branch as 


service engineer in 1954. Territory served by the 
teh s-) Oe 2 cele) ti om 6am ot oF Chicago branch includes northern Illinois. eastern 


1406 E. 4th St Waterloo, towa lowa and northern Indiana. 
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INSULATION 
INSTALLATIONS 


FASTER — EASIER - COST LESS! 


Stic-Klips I) are time and agate 
saving anchors an 
attaching insulation, 

strapping, metal lath, wall 
fixtures, wiring and conduit to 
etal or masonry surfaces. 
eature no surface 
e hazard 
ive bond 


fasteners for 


curved or flat m ' 
Stic-Klips f . 

i i no fir 

iIling, quick fastening, 

. , and a strong posit 


Send for free illustrated folder. 


S a /, © MANUFACTURING 
7 f? COMPANY, INC. 


68 Regent Street @ Cambridge 40, Massachusetts 


WRITE FOR an eee 
BULLETIN —e 





B-1 = 
F. W. DWYER MFG. CO. anohenoGnale 
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Contact your jobber 
or write today to 


PRES DAMPERS 
J =*=WITH OR WITHOUT 


ae __/ HANDLES 


SS 


BALANCE every job. Just 
loosen wing nut and 
adjust with screwdriver. 
Easy to do yet it dis- 
courages householder 
from changing your ad- 
justments. 

OR ADD handles for 
householders conven- 
ience in making future 
adjustments. 

ECONOMY is yours too. 
Buy complete MALCO 
dampers for about the 
price ofaquadrantalone. 
Handles can be ordered 
separately. 


PRODUCTS 
405 East 48th Street 
Minneapolis 9, Minnesota 


PRE-FABRICATED 
DUCTS and 
FITTINGS 


the complete streamlined 
TG «a s 


All Fittings now Shipped in 
Cartons — Reduces Damage 
and Distortion of Fittings 


For extra profits, use AJAX Pipe and 
Fittings . . . save installation time and 
labor . . . fit tight and fast with AJAX 
Automatic Snap Lock connections. 


FORCED AIR and GRAVITY INSTALLATIONS! 
@ Precision Made 
@ Highest Quolity 
@ Quickly Assembled 


WRITE TODAY for line catalog giving full 
data. 


AJAX FURNACE FITTING CO. 
216-220 E. Front St., Cincinnati 2, Ohie 


Division of The Cincinnati Sheet Metal 
and Roofing Co. 





VIBRATION 


Independent laboratory check proves 
this light duty V-Belt absorbs 24% more 
vibration and noise than next best 
“Low Vibration” Belt. 

For Air Conditioning Equipment,Forced 
Air Furnaces, Window and Attic Fans 

also—Washing Machines, Driers and / 

light work-shop Equipment. 


METAL PRODUCTS CO. 


20850 ST. CLAIR AVE., CLEVELAND 17, OHIO 


Zatko — World’s Largest Manufacturer of stamped one-piece Pulleys 
qd is F 








¢ DEALERS 
¢ DISTRIBUTORS 


¢ AGENTS 
TURBINE VENTILATOR 


TRIANGLE ENGINEERING COMPANY 


1309 Ashland e¢@ Houston 8, Texas 





Quick 
Delivery 
to South & 
West 
ADD-ON 
COILS 
Stock Sizes 
2,3, 5, & 7.5 Ton 
Magic Aire Division 
UNITED ELECTRIC CO. 
P.O. Box 119 Wichita Falls, Texas 











Obituaries 


John R. MeComell 


JOHN R. Me CONNELL. former vice president and dire¢ 
tor of advertising of American Air Filter Co., died 
Thursday, August &. 1957. following a short illness. 
He was 69. Mr. McConnell retired last year after 33 
years in the air filter business. He served the company 
in various capacities as assistant sales manager, 
sales manager, manager of air filter sales, advertising 
manager, and finally vice president and director of 


advertising. 


Clayton Luelten 


CLAYTON Eve ien, Elgin, Ill, dealer, died September 
10, 1957 from a heart attack. He was 75 years old. 
Mr. Evelien had been very active in the Fox Valley 
Furnace and Sheet Metal Contractors’ Association. He 
had served many terms on its board of directors and 
was treasurer at the time of his death. He was also a 
member of the Sheet Metal Contractors’ Association 
of Illinois and had worked on a number of its com- 


mittees. 


Fresh Air Needed for 
Small Commercial Systems 


PROGRESSIVE BUSINESSES throughout the country are 
rapidly becoming aware of the commercial advantages 
of summer air conditioning. Shops, offices, supermar- 
kets, beauty parlors. restaurants and clinics are all 
cashing in on the increased employee efficiency and 
customer comfort provided by compact self-contained 
air conditioners. Last year approximately $100 mil- 
lion worth of these units were sold. In 1960, it is esti 
mated that sales will amount to $160 million. 

The self-contained air conditioner is a complete 
factory assembled system. It is only necessary to make 
water and electrical connections to provide a complete 
comfort cooling system. 

The first step in the design of any summer air con- 
ditioning system is to carefully survey the space to be 
conditioned and calculate cooling requirements. 

The survey of the space should include complete 
measurements of the area to be conditioned, glass 
areas, doors and locations of other heat vain sources. 
Exposure, number of people, lights and other items 
indicated on the survey form should be noted. 

Proper ventilation is vital to any good air condi 
tioning installation. Some local ordinances require 
minimum ventilation amounts for a given area. Ven- 
tilation air should be introduced through the unit to 
assure proper treatment. This additional heat gain load 
must be added to the other heat gains in the space 
when selecting the equipment to match the load re- 
quirements. 
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Manulacturers 
(gents 


{fre you interested in 


securing additional lines? 


We are occasionally asked by our manu- 
facturer advertisers to suggest the names of 
manufacturers’ agents in various sections of 
the country whom they can contact in regard 
to representation of their residential and 
small building heating, air conditioning and 
sheet metal products. 

If you would like your name listed on our 
records for inquiries we may receive on your 
territory, we invite you to write us. There is 


no charge in connection with this service. 


American Artisan 


6 NORTH MICHIGAN AVENUE 
CHICAGO 2 ILLINOIS 


Ww Ww Ww 


— a breath of air moves the vane 


The Steinen Draft Regulator will respond to 
the slightest movement of air because the 
minimum frictional area of the hinges rotat- 
ing on two heavy duty, corrosion resistant 
bearing pins creates a non-clog, non-binding 
bearing surface that is extremely sensitive. 


Steinen Draft Regulators 
now sold in all popular sizes 


WM. STEINEN MFG. CO. 
43 Bruen St., Newark 5,.N. J. 





( DESIGNED 


FOR THE 
BUSY CAPACITY 


NO. 16 
3/8” 
THRU 


CAPACITY 
NO. 17 


POWERFUL © EASY TO OPERATE 


WHITNEY-JENSEN 


BENCH PUNCHES 


Write for BIG NEW CATALOG 
WHITNEY METAL TOOL COMPANY 











| 702 Forbes St., Rockford, Ill. Since J 
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m2. 
DAMPER 


REGULATOR 
SETS 


Preferred 


BY THE 


VAST MAJORITY 


NO. 69 SET 
SINGLE BEARING 
FOR SMALL DAMPERS 
Identical with No. 70 except 


that it is furnished with 
just one bearing. 


NO. 70 SET 
FOR LARGER DAMPERS ' 
Has two retractable-bolt bear- 
ings. The easiest, most conven- 
ient and efficient set ever de- 
vised. Most economical, too, all 
things considered. 


| 


How to Cut Service Calls 


SERVICE PROBLEMS due to moisture buildup in fuel oil 
tanks have caused more trouble in some sections of the 
country than in others. Last winter a midwestern 
dealer had 150 freeze-ups in oil supply lines. William 
Sullivan, Shell Oil Co., says that the presence of one 
drop of water in a fuel oil tank, under certain condi 
tions. can result in corrosion. 

Laboratory tests have proven that as much as 250 c+ 
of water in a fuel tank can result in the prevention of 
ignition of oil on restart. According to Mr. Sullivan. 
the use of four ounces of sodium nitrite and borax 
inhibitor will neutralize any acids in the water or oil 
and a four ounce treatment of this mixture should last 
about five years in a tank with a head opening. Tanks 
with head openings have proved more effective in re- 
taining the inhibitor than tanks with bottom outlets 

Tests have also proven that tanks with bottom 


outlets will always retain a small portion of water. Use 


of a four ounce mixture of sodium nitrite and borax 
will coat all the curved sections of the bottom of an 


obround 275 gal tank. according to Mr. Sullivan 


HART & COOLEY 


MANUFACTURING CO. 
500 EAST EIGHTH ST. 
HOLLAND, MICH. 
IN CANADA 


HART & COOLEY MFG. CO. 
FORT ERIE, N. ONTARIO 


Inhibitors using three parts sodium nitrite to on 
part borax have been recommended to the Nationa 


Fire Protection Association as the best solution 


MAID-O’-MIST’S quick hook-up 
SADDLE VALVE No. 8 








NEEDLE VALVE 
No. O16 t 


PERFORATED METALS 


for all industrial uses 
ARCHITECTURAL GRILLES 


Illustrated Catalogs give complete information 


Diamond Manufacturing Co. 


Box 34, Wyoming (Wilkes-Barre Area) Pa 
West Coast Plant, Diamond Perforated Metals Co. 
17915 So. Figueroa St., Gardena, Cal. 

Los Angeles Area 


MAID-O’-MIST, inc. 


3217 NORTH PULASKI ROAD 
CHICAGO 4I, ILLINOIS 








eSNAP STRAP | 
DESIGNED 


To revolutionize the method of at 

taching K Box Gutter and our K Gut- 

ter Hanger. 

APPLICATION Pat. Pend 
Place front slot over hook on hanger, press strap up and over 
the bead until Back U Shape portion snaps down into position. 

NOW FURNISHED WITH OUR STYLE K BOX GUTTER 
HANGER 
LOOK FOR QUALITY WHEN YOU BUY! 
Write for sample. 
SOLD THRU LEADING JOBBERS EVERYWHERI 


BERGER BROS. CO. 


Arch Street Philadelphia 6, Pa. 


ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

If you don’t have catalog K, send for it NOW. 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y. 229-237 
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BRUSHES A and SCRAPERS 


For Cleaning ; *® Tubes and Flues 


mt vee S OE a> : 
eet 7 2 of 
= ¥B 


OILERS © FURNACES 
CHIMNEYS 


WORCESTER BRUSH AND 
SCRAPER CO. 


Division of 


MASON-WORCESTER 
BRUSH CO. 
Pamttrerpteyes 38 AUSTIN ST. WORCESTER 1, 


4 TAY, 
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44 f /,* 
CATA 


‘ 


whe o ‘ 


4 
z 
wv 


Ae 


47) 


y 4 we 
LOM SUR 


\Y 
i 


A WHEE 
4 


f 


(hy 
f 

M4 
2) 


MASS. 


rt 
4 
Pr 





WRITE Permanent aluminum sodering is 


made simple and easy with Al 
TODAY LEN Alumi-Soder. Complete 


FOR FREE ty “ in itself, flux and soder are 
SAMPLES combined in exactly the 


right proportion in 
aconvenient 
“handy-to-use” 





L. B. ALLEN CO. inc. 
9302 Berenice 
Schiller Park, Ill. 


—Metropolitan Chicago— 


Thermo-Products, Inc. 


"THE GOOD BUSINESS LINE" 


Feature a COMPLETE LINE of oil and gas, top 


quality units: lo-boy basement, counterflows, hi- 





boy upflow, oil-fired and gas-fired horizontal 
furnaces, suspended counterflows and oil and 
gas floor furnaces. Also included is summer air 
conditioning equipment in 2-3 and 5 ton units. 
Dealers benefit from our first unit profit plan 
Find out about our "GOOD BUSINESS LINE 


WRITE FOR FREE LITERATURE! 


Thermo-Products, Inc. om 


NORTH JUDSON, INDIANA 





“CORRECT PRACTICE in OIL HEATING”’ 
A complete reprint 
of the 
valuable series 


by J. J. Mirabile 


KEENEY PUBL. CO. this book. Fell cise, 8 


6 N. Michigan Avenue — practical helps 
Chicago 2, Illinois f to the address at left 


io, 


BUILD ATTIC FANS — BIG PROFITS! 


It’s easy to make money * 
manufacturing attic fans 
from our parts. For example: 
all parts to build a 42” attic 
fan cost you just 


$19.50 


If you are already building fans, you can save money and 
cut your inventory by buying our fan assemblies in sets. 


We'll send you full details — prices, tooling (only $89.50), 
etc. Just ask for bulletin 21. 


oe Oe — ee ee Se ed le 2 oe Se 


1309 Ashland * Houston 8, Texas 


3 

% SS START POs, 
a 

% 


SEE 
SOMETHING 
NEW ON 
PAGE 139 





K Style... 


GUTTER CLAMP 


* Holds gutter together for an easy 
and quick job of soldering. 


Simple to use .. . place in gutter 
over joint, tighten screw drawing 
sections together, then solder. 
May be used for Pre-Fab or Bench 
work 

Saves time and material . . . gives 
@ much better and neater job 


MONTGOMERY SPECIALTY CO., 


185 Montgomery Place, 
Paterson, New Jersey 











HEAT ADDITIONAL ROOMS WITHOUT 
INCREASING FUEL CONSUMPTION 


The ALLEN 


AUTOMATIC BOOSTER FAN 


’ 


For Gravity Type Warm Air Furnaces 
@ QUIET @ EFFICIENT @ SAFE @ Write or Call 


Park Heating Specialties 


6212 Goodrich Ave. Minneapolis 16, Minn. 
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on RESIDENTIAL WARM AIR HEATING--AIR CONDITIONING--and SHEET METAL 

(Reprinted from articles originally appearing in AMERICAN ARTISAN. ) 

Mail order to Keeney Pub. Co., 6 No. Michigan Ave. ,Chicago 2, Ill. 
% CORRECT PRACTICE IN RESIDENTIAL COOLING -- Volume II -- 132 Pages, 8% by 11...$1.50 





S. W. Reid tells how to deal with ‘Special Air Conditioning Problems'...how to analyze 
owners "complaints"...diagnose what's wrong in each case...adjust or replace whatever 
parts are causing trouble...how to convert an existing gravity system to a comfort 
aeCe system...how to organize or enlarge an air conditioning department, proper forms 
and best procedures...how to train installers, service men, etc. Valuable "Know-How" 
available nowhere else! A wealth of data for all engaged in comfort air conditioning! 








%e CORRECT STANDARDS FOR FORCED WARM AIR HEATING SYSTEMS -- 88 Pages, 8} by 11...$1.50 


This series of 17 articles by S. Konzo provides correct standards for evaluating the 
comfort performance of any forced warm air heating installation...also for improving 
efficiency of a newly installed system...or for correcting faulty adjustments in 
existing systems. Being so realistic and practical, the National Warm Air Heating & 
Air Conditioning Association plans to adopt such standards for the whole industry. 
Here are "How-to-do-it" facts for installers and service men to start using at once! 





% CORRECT PRACTICE IN ESTIMATING OVERHEAD COSTS AND PROFITS--36 Pages, 8 





+ by 11..$1.50 


Reprinted articles by N. J. Biddle, Secretary, Michigan Heating & Sheet Metal Assn., 
who discusses proper methods for accurately estimating materials, labor, and over- 

head costs...for determining the right bid-price that will insure you proper PROFIT- 
PROTECTION job-to-job. "Must" reading for dealers and contractors who want to quote 
on and get future jobs at correct bid-prices, with adequate net profit to themselves. 





% DUCT WORK ESTIMATING TABLES by E£. B. Root -- 21 TABLES...$1.00 


Based on cost records covering many thousands of duct jobs, these 21 tables show the 
minutes of time and pounds of material required to fabricate more than 2,000 differ- 
ent sizes and types of duct sections and fittings. All duct depths from seven to 
twelve inches, and all widths from four to forty-four inches are covered. You need 
know only the sizes of the sections or fittings to be made up in order to read off 
from the tables the material and time needed to fabricate each one. 





% PATTERN DEVELOPMENT FOR AIR CONDITIONING FITTINGS -- 113 Pages, 83 by 11...$1.50 


Practical methods for developing and cutting patterns for fittings and typical sec- 
tions used in residential air conditioning, ventilating, and forced air heating sys- 
tems. Simplified rules by Wm. Neubecker and true geometrical methods for the more 
complicated fittings, with actual drawings for 56 fittings. 





%& CORRECT PRACTICE IN INDUSTRIAL SHEET METAL WORK -- 2nd Printing -- 218 Pages...$1.50 





Contains all basic design and engineering data necessary for the proper planning and 
installation of fume removal, dust collecting, wood-waste removal, ventilating and 
other industrial sheet metal systems and equipment. Made up in the main of data 
published in American Artisan, this book offers sheet metal contractors dozens of 
practical designing ideas, layouts, installation kinks, tables and charts, contri- 
buted by more than 50 of the country's leading industrial sheet metal experts. 


* 
Keeney Publishing Company 
6 Month Wickigan Avenue, Chicago 2, 90dinsis 
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Palm Beack 


@ OUT — THINKS 
AND 

OUT — PERFORMS 

ALL OTHER HEAT- 

ING CONTROLS 


@ PERFECT C.A.C. 
COMFORT 

WITHOUT DRAFTS 5 YEAR GUARANTEE 
NATIONAL MODULATION CO. 


2730 N. Hy. 61 ST. PAUL 9, MINN. 
WRITE FOR INFORMATION 











SHEET METAL 
MACHINES & TOOLS 


leckformer Machines 
Chicago Hand Brokes 
Chicago Press Brakes 
Pexto Power Shears 
Pexto Foot Shears 
Pexto Rotary Machines 
Pexto Slip Rolls 

Pexto Bar Folders 


Peer Spot Welders 
Reed Power Rolls 
Wysong Shears 
Whitney Punches 
Whitney Foot Presses 
Pexto Mechanic's Tools 
Black & Decker Tools 
Bett-Marr Bandsaws 
Smith Cleat Benders Marshalltown Presses 
Savoge Nibblers Punches and Dies 
Mipoton Pittsburgh Lock Hammers 


SEND FOR CATALOG 


CENTRAL-WEST MACHINERY CO. 
335 S$. WESTERN AVE. CHICAGO 12, ILL. 
PHONE: HAymerket 1-0900 





_—— 


- move your products in greater volume 


through consistent advertising in this 


o s 
ewmuce ; 
Rates for display space in the Service Section are $12.00 per inch 


per insertion. One-inch minimum space accepted. Closing date — 
twentieth of the month preceding issue. 














| COMBUSTION CHAMBERS | 

| ° RADIANTS | 

¢ BACKWALLS 
¢ HEATING ELEMENTS 


* 2300° INSULATING FIRE BRICK 


* VAPORIZER FINS 


Inquiries Invited 


| tHe GEM cray rormine co. 
SEBRING, OHIO 














Classified Advertising 


Rates for classified advertising are 
12 cents for each word, including 
heading and address. One inch $6.00. 
Count nine words for keyed ad- 
dress. Minimum $2.00. Closing date 
20th of month preceding publication. 











i AGENTS WANTED 


Americar 
Chic 
AMERICAN 


ARTISAN, Ocroner 1957 


Cleat yy 
Drive 
Notcher 


HANDY TOOLS AND EQUIPMENT 
Quick Set Dividers 


Fastest, most accurate on 
the market. Two sizes for 
circles up to 36” and 48”. 
Removable steel points, or 
New pencil. No center punch. 
Clip Punch 


For fastening slips or seams 
on ducts. Will push ao “half 
moon" through 3 thicknesses 
of 18-ga. steel. No hammer- 
ing or flattening out to fas- 
ten slip to the duct. 


Handles up to 3” wide, 
22 ga. or lighter. Hand 
or foot operation. Mounts 
on bench, or on job with 
clamps, or bolts and 
screws. 


REINER & CAMPBELL CO., Inc. 


COMPLETE LINE OF SHEET Co ; 
METAL MACHINERY 











MON MOUTH 


Kilgore 
eT eESIR | | SMOKE CANDLES 


raat sty FIND LEAKS 
IN 30 SECONDS 


Write for descriptive 


literature, prices and discounts. 
Effective control of humidity 
S positively assured by 
mpie instaitat 
mean 


CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Ave. Cleveland 3, Ohio 


safe + fast » positive 


Please write today for ‘catalog and 
prices. 


KILGORE, INC. Ohio 





Westerville, 











FIGHT THE SPREAD OF ASIATIC FLU 











Pend 


Comes complete with 6 foot cord, 


With the Sampson Sun-Lite-Aire Puri- 
fier that is installed in a 
warm air heating or air conditioning 
system. 


easily 


luminous indicator and 18 


inch IONRAY electronic cold cathode lamp. 


Write or Wire Today for Dealer's Franchise 


SAMPSON SCIENTIFIC DIV. SAMPSON CHEMICAL & PIGMENT CORP. 


2830-36 W. LAKE ST. 


CHICAGO 12, Ill. SA 2-6346 





i LINES WANTED 


rht representative organization 
major product ne for 
plumt Ing heating, air c 


seeks 
promotion 
nditioning & 


hardware distributors verage all or any 


part ot California, Nevada 
and Arizona 
Artisan, 6 North Michigan Ave 


eta [ 
Utah, Colorado 
Address Key 1091 American 


, Chicago 2 


SO SOFT RUBBER 
KNEE PROTECTORS 


EVERY ROOFER SHOULD 


HAVE A PAIR. 
PRICE $2.50. 
ORDER YOURS TODAY. 
JOHNSON 


LADDER SHOE CO. 
EAU CLAIRE, WIS. 
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A & A Register Co., The 

A-J Mfg. Co 

Accurate Sheet Metal & Mfg. Works 

Advance Furnace Co 

Aerofin Corp 

Air Conditioning Div. of 
Standard 

Air Control Products Inc 

Air Reduction Sales Co 

Airtemp Div., Chrysler Corp 

Ajax Furnace Fitting Co. Div. Cin- 
cinnati Sheet Metal & Roofing Co 

Allegheny Ludium Steel Corp 

Allen Co., Inc., L. B 

Alter Co., The Harry 

American Air Filter Co., Inc 26 

American Brass Co., The 

Anchor Div., Stratton 
C 


American 


& Terstegge 


C) 

Anemostat Corp. of America 117 
Arkion Mfg. Co 

Armco Steel Corp 

Armstrong Fittings Co 

Amo Adhesive Tapes, Inc 

Auer Register Co., The 

Auto Flo Corp 

Automatic Humidifier Co 


Bacharach Industrial Instrument Co 
Banner Burner Company 
Barber-Colman Co 

Barber Mfg. Co 

Baso, Inc 

Berger Bros. Co 

Bethichem Steel Co 
Bett-Marr Manufacturing Co 
Beverly Shear Mfg. Co 

Black & Decker Mfg. Co., The 
Bostitch, Inc 

Boston Machine Works Co 
Brundage Co 

Buckeye Furnace Pipe Company 
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Cam-Stat, Inc 

Carey Electronic 
Metal Wool Div 

Carrier Corp 

Central-West Machinery Co 

Century Electric Co 

Century Eng. Corp 

Champion Furnace Pipe Co 

Char-Gale Mfg. Co 

Chelsea Fan & Blower Co., Inc 

Chevrolet Motor Div., General Motor 
Corp 

Cincinnati Elbow Co., The 

Clarage Fan Co 

Cleveland Humidifier Co 

Conco Engineering Works 

Condensation Engrg. Corp 

Controls Co. of America 
trols Div 

Copeland Refrigeration Corp 

Crane Co 

Crescent Tool Co 


Engineering Co 


A-P Con 


Diamond Calk Horseshoe Co 
Diamond Mfg. Co 

Dicks Armstrong Pontius, Inc 
Dieckmann Co., Ferdinand, The 
Dodge Corp., F. W 

Dreis & Krump Mfg. Co 
Dura-Vent Corp 

Duro-Dyne Corp 

Dwyer Mfg. Co., F. W 


Elgen Mfg. Corp 157 
Elgo Shutter & Mfg. Co. . 


Empire Ventilation Equipment Co 
Evans Corp 
Excelsior Steel 


Emerson Electric Mfg. Co 130 


The George 
Furnace Co., The . 


INDEX TO ADVERTISERS 


Farr Co 167 
Fallsington Mfg. Co = 
Fan-Air Company 157 
Felter Co., John 169 
Field Control! Div. of H. D. Conkey 

& Co Inside Front Cover 
Flagler Corp., The 
Follansbee Steel Corp ° 
Fraser & Johnston Co 17 
Frigidaire Div., General Motors Corp ° 
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Galvan Mfg. Co 16 
Gem Clay Forming Co 171 
General Automatic Products Corp ° 
General Controls Company 
132, 136, 139, 169 
Electric Company 28, 29 
General Filters, Inc . 
General Gas Light Co 127 
General Products Co ° 
Gerett Corp., M. A. ; 161 
Goodyear Tire & Rubber Co., Inc. .. 3 
Grayson Controls Div., Robertshaw 
Fulton Controls Co 
Great Western Steel Co 114 
Greenheck Fan & Ventilator Corp 
Gustin-Bacon Mfg. Co 


General 


Hall-Neal Furnace Co 98 
Hart & Cooley Mfg. Co 

168, Inside Back Cover 
Heil Co., The 156 
Henry Furnace Co., The 118 
Herrmidifier Co 134 
Hussey & Co., C. G 22 


Independent Register Co., The 
Ingersoll-Rand Company 
Inland Steel Co 

Inland Steel Products Co 
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Janitro! Heating & Air Conditioning 

Div., Surface Combustion Corp. 81, 82 
Johns-Manville 
Johnson Ladder Shoe Co 171 
Johnson Gas Appliance Co z 
Jones & Laughlin Stee! Corp 


96, 97 
Juniper Elbow Co., Inc ° 


K 
Kalamazoo Furnace & Appliance Mfg 
0 


155 
Kass Hardware & Supply Co., Inc ? 
Keeney Mfg. Co., The 123 
Kilgore, Inc 171 
Kinetic Chemical Div., du Pont De 

Nemours & Co., Inc 

Kirk & Blum Mfg. Co., The 
Krueger Air Conditioning Corp 
Krueger Sentry Gauge Co 


Levow, David 

Lennox Industries, Inc 
Leslie Welding Co., Inc 
Lima Register Company 
Little Giant Vaporizer Co 
Lockformer Co., The 

L. 0. F Glass Fibers Co 


Firms represented in this issue are identified by 
appears. Advertising which appears in 


Maid-0’-Mist, Inc 

Malco Products 

Majestic Co., The 

Mastercraft Supply Co., Inc 

Maxwell Steei Company 

McQuay, Inc 

McQuay-Norris Mfg. Co 

Meyer & Bro. Co., F 

Midco Register Corp 

Mid-Continent Metal Products Co 

Miller & Doing 

Milwaukee Electric Tool 

Minneapolis-Honeywell 

Moncrief Furnace Co 

Montgomery Specialty Co., Inc 

Morrison Products, Inc 

Morrison Steel Products, Inc 

Mueller Climatro! Division of Worth- 
ington Corp 

Multiple Ceramics 


Corporation 
Regulator Co 


National Lock Company 
National Metal Fabricators 
National Modulation Co 
National-U. S. Radiator Corp 
Nelson, Herman Div. of American Air 

Filter Co., Inc 2 
Niagara Machine & Tool 
Nielsen, Inc., E 
Nixalite Company of America 
Norman Products Company 
Norwood Products Co., div 

Wood Mfg. Co 
Nu-Way Corp 


Works 


of ALR 
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Olsen Mfg. Co., C. A., The 
Ohio Valley Hardware Co., Inc 
OverHead Heaters, Inc 

Owens Corning Fiberglas Corp 


P 


Parker-Kalon Div., General 
Transportation Corp 
Park Heating Specialties 

Patten Co., J 

Peck Stow & Wilcox Co., The 
Peerless Electric Co., The 

Peerless Corp., The 

Penn Controls, Inc 35 
Perfection Industries, Div. of Hupp 
Corp 

Premier Co 

Pullman Vacuum Cleaner 
Purolator Products Inc 


American 


Corp 
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Quickdraft Co 


Quiet Automatic Burner Corp 


Radiant Utilities Corp 
Research Products Corp 
Reiner & Campbell Co.. Inc 
Republic Steel Corp 

Revere Copper & Brass, Inc 
Reznor Mfg. Co 

Rheem Mfg. Co 

Round Oak Co., Inc 

Royal Products Co 

Ryerson & Sons, Inc., Jos. T 


Schaefer Brush Mfg. Co 
Sequoia Mfg. Co 
Skil Corp 


Skuttle Mfg. Co 

Smith Corp., A. 0 

Smith, R. E 160 

Snappy, Inc 

Sonoco Products Co 124 
Standard Stamping & Perforating Co. 25 

Stanley Works, The 125 

Steinen Mfg. Co., William 167 

Stewart-Warner Corp, U. S. Ma 
chine Div 

Stic-Klip Mfg. Co., Inc 

Stoddard Industries, Inc 

Sundstrand Hydraulic Division 

Surface Combustion Corp 

Swartwout Co., The 

Syncromatic Corp 


T 


Tamco Corp facing pgs. 124 & 125 
Tecumseh Products Co 91 
Tesco, Inc 
Thermac Company 
Thermo-Base Div., Gerwin Industrie 
Inc 101 
Thermo-Products, Inc 169 
Thor Metal Products Co., Inc 
Thor Tool & Die Co 
Titus Mfg. Co 
Toridheet Division, Cleveland Stee 
Products Corp 135 
Triangle Engrg. Co., div. of Felter 
Co., John 166 
Tuttle & Bailey, Div. of Allied 
Thermal Corp 84 


U 
United Elec. Co., Mage Aire Div 166 
United States Register Co 14 
United Sheet Metal C The 12¢ 
U. S. Steel Corp 9, 105 
U. S. Steel Supply United 

States Steel Corp 

Utility Appliance Corp 
Utility Fan Corp 


Vv 


Van Packer Co. Div. of Flintkote Cc 
Viking Air Products Div. of The 
National—U. S. Radiator Corp 


Ww 


Walker Mfg. & Sales Cor; 
Wallace Co William 
Washington Steel Corp 
Waterloo Register Co 
Waterman-Waterbury Co., The 
Weirton Steel Co 
Westinghouse Electric Corp 
ditioning Div 
Wheeling Corrugating Co 32 
White-Rodgers Co Outside Back Cover 
Whitney Mfg. Co., W 158 
Whitney Metal Too! Co 167 
Williamson Co., The 38, 39 
Wilson, Inc. Grant 7 
Windmaster Corp 
Wiss & Sons Co., J 
Worcester Brush & Scraper Co., div 
of Mason-Worcester Brush Co 
Wood Co., John 
Wood Mfg. Co., A. R 
Wysong & Miles Co 


Air Con 


x 


XXth 


Co 


Century Heating & Ventilating 


z 


Zatko Metal Products Co 


the folio of the page on which their advertising 
other issues is marked with an asterisk. 


AmertcaANn Artisan, Ocropen 1957 





Nos. 462 AND 464 

BASEBOARD DIFFUSAIRES 

No. 74 —The low-cost, No. 76 — Fin type face, air 2’ and 4’ lengths used indi- 
QUALITY air conditioning conditioning register with vidually or in multiples. 
register. multi-shutter valve — very FLEXO-FLANGE simplifies in- 
popular. 4 stallation. Balanced at face. 


No. 411 FLOOR DIFFUSAIRE (Perimeter) has 
opposed louvers for perfect air pattern. Pos- 
itive balancing adjustment. 








YOU LAN’T USE ONE WITHOUT THE 


Here’s what we are getting at: If you install perimeter baseboard diffusers, 
for instance, you must have return-air intakes. Can YOUR jobber supply them? 
Other systems are designed to use baseboard, sidewall and floor registers and 
grilles. Can he supply these, too? How about ceiling diffusers and commercial 
installation requirements? 

The ideal and economical way to buy your register, grille and diffuser re- 
quirements is to purchase them from ONE reliable source . . . a source that can 


supply ALL of your needs, residential or commercial, for heating or cooling. YOUR 
H&C JOBBER CAN SUPPLY PROMPTLY WHATEVER IS REQUIRED TO MEET PRAC- 
TICALLY ALL CONDITIONS. You will discover that it really pays to deal exclusively 
with an H&C Jobber . . . and since the great majority of leading heating whole- 
salers throughout the country carry the H&C line, you'll find one located conveni- 


ently near you. Ask him for a copy of our new catalog ‘‘B"’ giving complete de- 
tails and engineering data. 


WORLD’S LARGEST PRODUCER OF REGISTERS, GRILLES AND DIFFUSERS 








No. 16 CEILING DIFFUSAIRE 
Step-down type. Provides more 
C.F.M. than any similar diffuser 
of same pressure loss. No. 15 


Flush type. » 
No. 401 SIDEWALL DIFFUS- TRIPL-AIRE REGISTERS and 


AIRE (Perimeter) blankets iene GRILLES for commercial in- 

wall of average room. Posi- Fite > Pa stallations, provide every 

tive volume control valve. INDOOR COMFORT combination of deflections 
2 y. . 4 desirable. 


HART & COOLEY MANUFACTURING Co. 


500 EAST EIGHTH ST. ® HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 





Push buttons...your customers buy them everyday; 
they’re consumer accepted...and now you can have 


heating-cooling control 


to power your sales with WHITE-RODGERS 


4 
Be ) 
La fy 


. 


_ 


Automobiles . . . appliances “\aelectronic brains,s 
1 as. Accepted . . . demanded; 
in every field they've shot sales up rd, and now 
White-Rodgers combines the Fashion thermostat with a 
versatile new sub-base for PushButton Neating-cooling control... 
a brilliant new sales feature for heating-cooling equipment 
in new homes... modernizations... replacemeft,, Fits any 


heating-cooling system. Write, wire, or call for details. ay! 


\. 
Fashion Thermostat, extremely narrow differential ... 3 


anticipated for both heating and cooling .. . 
exclusive dial-type adjustable heater to match primary 
control. Easy installation—no leveling required. 


for MCOERN COMFORT 


WHITE-RODGERS WR 


ST. LOUIS 6, MISSOURI TORONTO 8, CANADA 





